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The BEAVER Model-B 
Pipe & Bolt Machine 










$295.00 


COMPLETE 


To cut, thread and ream /2 
to 2-inch pipe — without 
changing dies! 











Eight different patents...... 


It is interesting to know that the outstanding design 
and construction of the BEAVER MODEL-B PIPE & 
BOLT MACHINE are protected by eight different U. 5S. 
Patents. You can safely sell a BEAVER MODEL-B to 
your most exacting customer — for its unfailing, de- 
pendable and speedy performance invariably is a 
source of great satisfaction to users. 








Highest Quality. * WARREN, OHIO * For~ 42 Years 


{ Complete Line of Dependable Hand and Power Pipe & Bolt Tools: 
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Up for Air 


THIS WILL BE a real war, for the 
Japs are easy to hate. Our most 
popular song will be, “Hissable 
you.” 
& 

WE PREDICT short life for the 
slogan, “Remember Pearl Har- 
bor.” Much more historical was 
the ery of the Wake Island Ma- 
rine who, when asked, “What 
do you need?” came _ back: 
“Send us more Japs!” 


* 


BEFORE PERRY awoke the Japs to 
the possibilities of the outside 
world, any Japanese citizen who 
built a boat big enough to leave 
the island was promptly exe- 
cuted. Perhaps we can_ bring 
about a reinstatement of that 
law. 

* 
WAR IN THE PACIFIC endangers 
our supply of tin. It won't be 
so serious if people will hasten 
to turn in their America First 
buttons. 

« 
CONTROLS OVER materials will be 
much more stringent in “42. 
From now on every government 
order means SPABsolutely. 


* 


STRING MUSIC may predominate 
this year. The government is 
likely to walk into the orchestra 
pit and seize the brass section 
outright. 
* 

EVOLUTION OF A PRIORITY: Pro- 
duction Preference Plan was 
quickly simplified in Washing- 
ton to PRP, and is now uni- 


versally referred to as “Purp.” 


* 


IN FICTION the small boy run- 
ning away from home turns 
back because of a thunderstorm. 
Which reminds us that talk of a 
19th state in California has 
ceased since the West Coast air 


raid scare. 





It’s Only the Beginning, Folks! 


FOR the past year we all have been working for Na- 
tional Defense but it is still only the beginning. Now 
all the Nation's resources are being mobilized to insure 
Victory and in this we all have a part. 


We always have and will continue to consider LENOX 
Distributors as a part of our sales forces. There isn't 
a metal cutting problem that you can be asked about 
that LENOX BLADES cannot solve with satisfaction. 
Our plant is fully mobilized, working at full speed. The 
service and co-operation we have always given our 
distributors will continue. 


Follow the rules as they change and they will change 
as America continues to plan this fight for Victory. 
Send us priority numbers, affidavits or whatever the 
rules call for. Give us your full co-operation so we can 
give you and your trade the service this whole plan 
requires. 


Always remember that after this is over there will be 
metal cutting, that the blades that give the service and 
satisfaction today will be the blades getting the orders 
tomorrow. LENOX Quality and Service will continue 
to satisfy as it has in the past and will continue to 
bring in business in the future. 


AMERICAN SAW & MFG. CO. 
Springfield, Mass. 





aaa. 


"The Blade’ in the Plaid Box" 
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ANOTHER WAY YOU CAN HELP! 
MILL SU PPLI E S_ 
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DODGE 


WOOD SPLIT 
PULLEYS 








**‘Dodge Wood Split Pulleys... 


Many Dodge distributors have cooper- 
ated. They are supplying wood pulleys 
— promptly — to step into the breach 
for metal pulleys. And, by so doing they 
step up our Victory production tempo 
and conserve metal. 


More than 6,000,000 
Dodge Wood Split Pulleys 
have been sold to American 
Industry on a straight one- 
year money-back guarantee 


since 1882. 


* 


Dodge Wood Split Pulleys will absorb 
heavy shocks — they transmit power 
positively without slippage. They are 
light in weight and low in cost . . . the 
tractive pull of leather is greater than on 


metal . . . resulting in longer belt life. 
Interchangeable bushings provide for 
use of pulley on any shaft within its 
range of bore . . . Compression fasten- 
ing insures against slipping on shaft. 


You will help your customers solve im- 
mediate and vital production problems 
by recommending Dodge Wood Pulleys 
... and at the same time do your part 
in helping to conserve essential metals 
needed for war material. 


DODGE MANUFACTURING CORPORATION, Mishawaka, Ind., U.S.A. 
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As Dependable a 
Work-and-Time-Saver as the 


Another Up-and-Coming ‘Fel al Profit-Maker 
Speedy No. 65R Threads 4 Sizes of Pipe with 1 Set of Chasers 





One of a Complete Line of 

RILZID Pipe Tools, No. 

65R-C. Users’ Net Price, 
$17.00 





T works with new fool-proof ease. 
It sets to size with new speed. It 
cuts perfect beautiful threads in every 
size. No wonder sales are booming, 


as the news of it spreads. Users want 


“these advantages. By a_  10-second 


adjustment it threads 1”, 1)”, 14” 
and 2” pipe—l set of chasers that 
stay in, no extra sets to lose or waste 
time. Workholder sets instantly. 
Long-wearing high speed steel chaser 
dies, powerful all-steel and malleable- 
alloy construction. It pays you to 
stock and sell this No. 65R. 


THE RIDGE TOOL CO., ELYRIA, OHIO 





Pipe Wrenches, Cutters, Threaders, Vises 





Work-Saver Tools for America’s Big Job in 1942 








FeiexiDsaves your | | 
customers all wrench 
housing repair expense 






= ° 
If this Housing ever 
Breaks or Distorts we 


will replace it Free. 
THE RIBGE TOOL CO, 
HLYBIA, Oo. 





That guarantee explains why 
RIG@QiIp s stay on the job, in the 
toughest use, saving money for 
users. Jaws of chrome molybde- 
num. Adjusting nut in open hous- 
ing spins easily in all sizes, 6” to 
60”. Millions in use. Volume and 
profit for you. 
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Transportation 


y Steam Railroads 
yw Electric Railways 
;« Marine 

y Aviation 





Public 
Utilities 


y Electric Light and Power Plants 
yw Gas Plants 
yw Water Works and Filtration 





Public 
Works 


y~ State, City and County Institutions 
yw Government Institutions 

yw Highway Departments 

y River, Harbor and Canal Comm. 





Basic 
Industries 


y~ Sand and Gravel Plants 
y~ Quarries 

y« Coal Mines 

vu Metal Mines 

ve Miscellaneous Mines 

yw Petroleum and Gas Wells 





Contractors 


y~ General Construction 

x Electrical Construction 

w# Plumbing and Heating Construc. 
v Railway Construction 

yw Sewer Construction 

yw Dredging Construction 

v Road Construction 





Miscellaneous 


i Hospitals 
y Steam Laundries 
i Cleaning and Dyeing Plants 





Process 
Industries 


i Chemicals, Drugs, etc. 

yw Ceramics, Brick and Tile 

yw Coke and Manufactured Gas 
Fertilizers 

yw Glass 

w Gelatine, Glue and Soap 





Food 
Industries 


y~ Sugar Mills 

y« Canning and Preserving 

i Dairies, Ice Cream and Cheese 
~ Beverages 
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Metal Refining 
Industries 





Smelting and Refining 
Blast Furnaces 


ALLIS- CHALMERS Céecliafugal PUMPS 
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u Machine Shops 
~ Foundries 
w= Mechanical Machinery 
Electrical Mach. and Eqpt. 
~ Automotive 

i“ Shipbuilding and Dry Docks 
Brass, Bronze and Copper Wrkg. 
Railroad Repair Shops 

| Forge Shops 

Stamping and Enameling 


Metal 
W orking 
Industries 








| » Cotton Manufactures 

i“ Knit Goods 

w Silk Manufactures 
Woolen Mills 

Rayon Mills 

| ~ Other Textile Industries 


Textile 
Mills 


i Logging Camps and Saw Mills 
i Independent Planing Mills 
i Furniture Factories 
i“ Box Factories 
i“ Sash and Door Mills 
Other Wood Industries 





Wood 
Industries 


i Clothing 
i Shoe Factories 
Other Leather Products 
| Concrete Products 
| Marble and Stonework 
Paper Products 
| + Tobacco 


Miscellaneous 
Industries 


A-1397 





Hundreds of new Allis-Chalmers Electrifugal Pump 
Units are being sold each month to these industries. It’s 
the newest type of “One-Package”’ Pump—easy to stock 

. . easy to handle . . . easy to sell! For information on 
how to get your share of this profitable new pump busi- 
ness, call the Allis-Chalmers district office near you. Or 
write Allis-Chalmers, Milwaukee, Wisconsin. 
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BLACK & DECKER 
Backs You with 


than Any other 
Electric Tool Manufacturer! 


our Brack & Decker FraNcHISE means more in times like these than 
Loos before. Because, behind this franchise stands Black & Decker’s 
rare ability to serve you far better than any other manufacturer of portable 
electric tools. The following demonstrate Black & Decker’s superior facil- 
ities for helping you serve customers better— 


1 An informative program in The Saturday Evening Post and 22 
leading industrial trade papers, to acquaint over 4,300,000 readers 
with the uses of Black & Decker Electric Tools; 

2 Experienced advice on tooling up for Defense, through the largest 
field force in the electric tool industry; 

3 The engineering “‘know-how’”’ to produce tools specifically designed 
to solve definite problems; 

4 A specifically designed portable electric tool for every industrial 
need, a few of which are illustrated here; 


5 Six informative Handbooks, showing faster and more efficient elec- 
tric tool applications; 


6 Prompt repair and parts servjce from 26 factory-owned branches; 
7 Black & Decker constantly stresses to your customers that “Leading 
Distributors Everywhere Sell Black & Decker Portable Electric 


Tools’—to make you “headquarters”’; first to be called when tools 
are needed. 


All these features support our distributors in the big job of aiding industry 
to fit correct tools to the job. By providing them, Black & Decker is proud 
to do its part in putting America’s Defense program in high gear. The 
Black & Decker Mfg. Co., 717 Pennsylvania Ave., Towson, Maryland. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Sgr “nigerian piggy: aati eS "7 7 ne —_ 


















POWERED TO CUT 





HOLGUNS HELP TURN 


OUT CUR SKY FLEETS 

















Improve Your Safety Record 


¥& One of our customers has followed this straight painted on the leg of the chain rack. 


road to better safety records: Check-ups are frequent, repairs prompt. 


The company has standardized on AMER- 


These and similar precautions will increase the 
ICAN CHAIN, 


service life of sling chain. We’ll back this vitally 
important program with the best chain we’ve ever 
built. 

This way of handling chain also saves time in 
putting chains away and locating them for the 
next job. Stored this way chains are easy to in- 
spect and maintain. 


, YORK « PENNSYLVANIA 


The capacity of each chain is indicated by 
the color of the hook or pear. Green for 25 
ton chain, yellow for 20-ton, red for 2-ton 
—and others. 


Colors and corresponding capacities are 


AMERICAN CHAIN DIVISION 
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AMERICAN CHAIN & CABLE COMPANY, Inc. connectcur 


ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable fron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
c Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
\) READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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MESSAGE 


to mechanical rubber goods distributors 


NTIL America is the 


Pacific, rubber will be one of this 


victorious in 


nation’s most critical raw materials. 


Under these conditions the Army, Navy 


and essential war industries must have 


priority on all rubber products. 


Unavoidably, there will be shortages and 
delays in filling orders for non-defense 
mechanical rubber goods —by all rubber 


companies. 


In this emergency one great advantage that 


Goodyear distributors will have is the high 
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quality of Goodyear mechanical rubber 


voods now in service in customers’ plants. 


Literally tens of thousands of service 
records prove Goodyear products average 
longer wear. Many Goodyear installations 
last five to ten years. With others, notably 
conveyor belts, fifteen to twenty years is 


no rarity! 


This means that many Goodyear products 
now in service will last for the duration; 
that customers of Goodyear distributors 


will have fewer replacement problems. 


Now more than ever Goodyear’s manufactur- 
ing skill and experience — demonstrated 
over many years in products of standout 
serviceability, low-cost’ operation and 
long life — assures Goodyear distribu- 
tors of superior quality mechanical 
rubber goods that will give their cus- 

tomers greater satisfaction, and help 


conserve rubber for the nation. 


-__ MECHANICAL GOODS: 


. 
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THE 
DOMINANT DRIVE 
OF INDUSTRY 





TRADE MARK 


The use of this emblem by an 
association member in connec- 
tion with Multiple V-Belt Drives 
is your assurance of mechani- 
cal excellence — the result of 
cooperative engineering, re- 


search and experience. 





MULTIPLE-V-BELT DRIVE ASSOCIATION 
140 SOUTH DEARBORN STREET *© CHICAGO 














how the “service factor” eliminates 
underguessing the required h. p. 


During the early period of Multiple V-Belt Drive development it became 
apparent that somewhere in the selection formula, some important fac- 
tor was missing. The belts on some installations wore out prematurely, 
although the drive theoretically satisfied all the mathematical require- 
ments. In other cases where the specifications seemed identical, the drive 
delivéred unusually long service. . . . Endless field surveys and the com- 
parison of findings by members of the Multiple V-Belt Drive Association 
brought the “vagrant variable” to light. The difference lay in the char- 
acteristics of the prime mover and the nature of the load. It was discov- 
ered that some types of drives required up to double the number of 
belts for the same drive horsepower. . . . Results of thousands of 
check-ups, tabulated to include every conceivable combination, became 
today’s “Service Factors”. These “Service Factors” eliminate under- 
guessing the required h.p. of the belts and assure long and uninter- 


rupted service life. 
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HERE are two of the finest watchwords 
of merit a file salesman can carry. They 
will command a hearing in any shop 
or purchasing department where files 
or filing problems are up for discussion. 
The service they stand for is far- 
reaching. . . . It covers the whole range 
of file uses, the ultimate in file perform- 
ance, and liberal filing-production coun- 
sel from the largest and most widely 
experienced organization of its kind. 
The guarantees they embody are 
unequivocal. . . . They have stood for 
years. And have always been fulfilled. 
If any Nicholson or Black Diamond file 





fails to make good, Nicholson will! 

“I sometimes wonder,” said a pro- 
gressive mill-supply man, “why any 
one should ever want to handle any 
Grade-A file brands but Nicholson or 
Black Diamond. To the user they mean 
the highest assurance of quality, uni- 
formity and value. To the distributor 
they mean fair-and-square discount 
protection, wide-awake advertising aid, 
the most helpful service co-operation 


anybody could ask.” 
$o% 
NICHOLSON FILE COMPANY ‘* iS 


PROVIDENCE, R. I., U. S. A. % 
(Also Canadian Plant, Port Hope, Ont.) rm 
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Acorn Dies will cut perfect threads until repeated 
sharpenings have ground away more than half of the 
lands. Now that universal demand makes it hard 
to get all the dies you need, be sure you get full value 
from your present stock—by using them until further 
grinding is not practical. Here’s the way to sharpen 
them so they will last longest and cut best. 


To grind the cutting face hold the die as in the illus- 
tration and grind the cutting face on a saucer wheel. 
Take light cuts so as not to burn the threads. Maintain 
the original angle of the cutting face with relation to 
“center” (see diagram). See that the same amount of 
metal is removed from each land. 


Grind the chamfer at the die’s throat with a pencil 
wheel. (See below.) Put a slight relief on the chamfet; 
that is, remove more metal toward the heel than at the 
face. Use a solid rest for your hands to hold the die 
steady. 


When grinding the 
face, maintain origi- 
nal culling angle this 
way 


Special holders can be obtained for the smaller size op ae ae 
dies which are difficult to handle. , 


If properly ground, 
the die will still cut per- 
fect threads, even though 
the lands are quite thin. 


Actually “Acorn”’ Dies 
are very easy to sharpen 
and a little practice will 
enable anyone todoa good 
job and double or treble 


Grinding chamfer with pencil wheel f : 
their normal life. 






























GREENFIELD TAP AND DIE CORPORATION - GREENFIELD, MASS. 


Detroit PLant: 2102 West Fort St. 
Warenouses in New York, Chicago and Los Angeles 
In Canada: GREENFIELD Tap AND Die Corp. or Canaba, Ltp., GALT, ON’. 











WO\GREENFIEL 


TAPS - DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 
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@ In this national emergency, Atkins is privileged 
to offer industry a tried and true method of slashing 
time on an important phase of production. Wherever 
operations call for metal cutting, Atkins Curled-Chip 
System promises new performance, increased efficiency. 
The special tooth shape which characterizes the saws 
of this system permit higher saw speeds, longer cut- 
ting periodswithout re-grinding,cleaner more accurate 
cutting . .. Look into the many sound sales points of 
these new saws: Clearance Grind Metal Milling» Saws 
(illustrated), Segmental Cold Saw, Powersaw Blades 
and Metal Cutting Bands. All produce the unique 
PUTTING ue @=—Ss curled-chips,” the modern test for cutting efficiency. 

TEETH oe = ©. For complete performance data, send for the Atkins 


INTO ee Curled-Chip Manual. 
opucri rot 4 Re E. C. ATKINS AND COMPANY, 420 S. Illinois St., indianapolis, Ind. 
ome, PRODUCTION 2 


x ® * 
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1, Full magnetic push-button control. 2. Pre-formed non-spinning hoist 
cables. These are just two of the points that have skyrocketed the P&H 
Zip-Lift to stardom in the world of materials handling. 


Other points? ... Two load brakes—d3 simple, 
interchangeable mountings — safety type limit 
switch — anti-friction bearings — high carbon steel 
gears and a host of others. 


And behind all these points . . . behind the spec- 
tacular success of the Zip-Lift stands the fifty-five 
year experience and reputation as America’s largest 
manufacturer of overhead handling equipment. On 
all points, the P&H Zip-Lift is a real star — hitch your 
sales wagon to it. : 


CAPACITIES ¥ co oo QE ON nN 


250 500 1,000 LBS \_.4538 W. NATIONAL AVENUE MILWAUKEE, WISCONSIN | 
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MANHATTAN RUBBER helps the flow of Stal | 
into a thousand shapes—for Defense « ~« + 


The sparks and the glow and the lurid liquids 
that flow from furnace and ladle are the climax 
of grandeur in the saga of steel. 


But this molten spectacle is but one scene in the 
solid drama of metallurgy where rubber plays a 
varied role. 


MANHATTAN makes hundreds of products 
which help shape billet and bloom to the needs 
of Man as well as of Mars. 


Ore and coal, coke and limestone travel from mine 
and quarry on rubber conveyor belts; air and 


water and steam are borne through rubber hose; 
parts are welded, sand-blasted, pickled and plated 
with the aid of rubber. These and an astonishing 
list of other products—like abrasive wheels for 
snagging and cutting off, and asbestos brake lin- 
ing for cranes and hoists—are part of what 
MANHATTAN makes for the Steel Industry 
under the banner of Defense. 


* 


A few MANY 
ysed PY 
Conveyor Belts, mildew" 

on 
1o° : 
guvber Belting 
i icals, 
cid Air C —— 
— molded G 
Rubber Pipe 


@ A typical Manhattan con- 
veyor belt installation in the 
steel and allied industries. 


THE MANHATTAN RUBBER 


of RAYBESTOS-MANHAT 
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“WINGS OF DEFENSE” 

... this striking display 4) we 
shows you the amazing ? 
variety in sizes and color 

















of G-E MAZDA F lamps. 








= 


> ARTO 
PS am a - 
eThe ever increasing 
demand for G-E MAZDA 
F (Fluorescent) lamps 
has resulted in many 
manufacturing economies in our fluorescent 
factories. In line with long established Gen- 
eral Electric policy, these savings are passed 
along to our customers through the reduced 
prices on G-E MAZDA F lamps announced 
below, effective January 1, 1942. 


“folks want these lamps 





This reduction marks another step in the 
downward trend of the cost of Better Light 
for Better Sight. (Since G-E MAZDA F lamps 
were first introduced in 1938 prices have 
been reduced as much as 60%). It is par- 
ticularly significant now, since so many of 
these lamps are being used to supply cool, 
efficient “indoor daylight” for defense indus- 
tries .. . to speed production, cut down waste 
and protect the eyesight of defense workers. 





Sy 


_— SSwen TO wc cece 
Se ae 6 6k eee 
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30-watt T-8 .. 
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Effective January 1, 1942 
NEW LOW PRICES ON G-E MAZDA F LAMPS 


- was 95c .. NOW 80c 
- was 95c .. NOW 80c 
- was 95c .. NOW 80c 


was 90c .. NOW 80¢ 
was 75c .. NOW 65¢ * 


was $1.35 .. NOW $1.15 
was $3.00 .. NOW $2.60 





Above prices refer to daylight and 3500° white. 
Prices also reduced on soft white and colored G-E MAZDA F lamps. . 


GE MAZDA LAMPS 
GENERAL 4) ELECTRIC 
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Ove a long span of seventy years, economic — ::: 
changes, historical developments and industrial 

growth have profoundly influenced the fortunes of 

nations, business organizations and human beings. 


J. E. Lonergan Company has not been immune to the 
effects of time. However, to those of us who are now 
carrying on the deeply rooted principles and policies 
established by the founder of our company, it is a real 
inspiration to know that we are building on a sound 
footing—that in spite of the vicissitudes of economic and 
historic upheavals our business has been able to grow, 
prosper and serve. 
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Among the most important factors in our growth and 
service have been our Industrial Distributors the coun- 
try over. It is these organizations which have linked 
us with the users of our products and whose confidence 
in the Lonergan line, principles and service have helped 
to build the widespread acceptance and use of Lonergan 
products. Results have been mutually satisfactory 
because a steady growth in sales for supply houses 
handling the Lonergan line has meant greater profits 
for all. 


we them - 
C2 Keats 


eer ae 
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In this national emergency our organization is doing 
its part to serve war needs to the best of our ability. 
We are continuing to cooperate with distributors to 
enable them to serve; and, our seventy years’ experience 
is at the command of American Industry through our 
many loyal distributors. 











PRES. 
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J.E.LONERGAN CO. 215 RACE ST., PHILA, PA. 
300 SPECIALTIES FOR POWER PLANTS 


EESTI VALVES - GAUGES - SPECIALTIES 








NEW YORK « BOSTON + CHICAGO + DETROIT « LOS ANGELES « SAN FRANCISCO + SEATTLE « ST. LOUIS e DES MOINES « ATLANTA + HOUSTON « RICHMOND 
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PIPE THREADING 


EQUIPMENT 


FOR EVERY REQUIREMENT 





OSTER Products of Proved Sales Power for Distributors 





“LEADER” STOCKS AND DIES 
Threads all kinds of pipe. Two types: No. 1 


Receding, Plain Type, range 1-in. to 2-in- 


pipe; No. 1-A Receding, Ratchet Type, 
range l-in. to 2-in. pipe. 





OSTER “CHIP CHASER” 
STOCKS AND DIES 


Small, compact, light weight tools. Cut 
standard threads, correctly tapered, with a 
few easy strokes of the handle. Three types: 
No. 00 Ratchet Type—range \g-in. to 34-in. 
pipe; No. 001 Ratchet Type—range '-in. to 
1\4-in. pipe; No. 000 Three-Way Type— 
range ¥g-in to %4-in. pipe. No. 00 “Chip 


OSTER No. 422 
POWER VISE STAND 
(at left) 


A portable power drive for hand 
pipe tools. Weighs only 140 Ibs. 
Equipped with two carrying arms for 
easy handling by two men. Threads 
standard range ¥%-in. to 2-in. pipe; 
extra range Yg-in. and 4-in. pipe; 
range with drive shaft 214-in. to 6-in. 
pipe. FRONT and REAR CHUCKS. 


OSTER No. 502 “PIPE MASTER” 


PORTABLE PIPE MACHINE 
(at right) 


A complete, portable pipe and bolt 
threading machine with quick-open- 
ing, adjustable die-heads and dies, or 
solid die adaptor, as required. Special 
designed carrying handles for easy 
transportation by two men. Can be 
furnished as illustrated with wheel 
stand or with pipe leg stand or as a 
bench machine. Threads regular range 
14-in. to 2-in. pipe; extra range Yg-in. 
pipe; range with drive shaft 214-in. 
to G-in. pipe; Bolt range 14-in. to 114- 
in. Whitworth; 14-in. to 2\4-in. 
N. F. or B. S. F. 


OSTER No. 562 “TOM THUMB’ 
PORTABLE PIPE MACHINE 
(at right) 


This complete portable pipe machine 
is furnished with quick opening, fixed 
die-head, or with quick-opening, in- 
dividual, quick-change die-heads and 
dies, as required. Regular equipment 
consists of complete machine, but 
without wheel stand. Threads regu- 
lar range 14-in. to 2-in. pipe; range 
with drive shaft 2!/-in. to 8-in. pipe; 
Bolt range 4-in. to 114-in. N. C., or 
Whitworth; 4-in. to 24-in. N. F. or 
B. S. F. 





THE OSTER POLICY 
WITH DISTRIBUTORS 


Oster products sold only through 
established Oster distributors. 
Every detail of the Oster Policy 
is carefully arranged to assure a 
successful business relationship. 





OSTER “BESTOIL” 


A scientifically formulated 
sulphurized cutting oil with 
sulphur content held in per- 
fect suspension assuring uni- 
form viscosity under extreme 
variations in temperature. 
Costs no more than many in- 





ferior cutting oils. Sold in cans: 1 pt. 1 qt. 1 gal; 
2 gal. and in drums: 5 gal. 30 gal. 55 gal. 


Chaser” can be furnished with all-steel 


carrying case, as illustrated. INVESTIGATE! 








THE OSTER MANUFACTURING CO., 2041 EAST 61st STREET * CLEVELAND, OHIO 
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Are working for 


VICTORY 


ESTABLISHED 1862 





—w QUALITY’ = 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO 
BOSTON) PHILADELPHIA 


EXPORT DEPT. 318-322 HUDSON ST., NEW YORK 


THE LUNKENHEIMER CO: 
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LWAU STKE t 


LWAU 


ARE IMPORTANT TOOLS... 


TO THOSE WHO FABRICATE 
STEEL PRODUCTS AND METAL ARTICLES 


MILWAUKEE wousrea. BRUSHES 


... for every brushing operation in both 
Production and Maintenance Work... 





@ MILWAUKEE Industrial Brushes 
of all kinds, particularly the wire 
brushes in sizes and types for 
varied applications are being used 
in National Defense production. 
Industrial plants, shipyards, air- 
craft plants, arsenals, etc. are de- 
pending on many types of MIL- 
WAUKEE Industrial brushes to 
aid in their production. The need 
for MILWAUKEE Industrial 
Brushes grows as defense produc- 
tion increases. Now is the time to 
get more of these “brush tools" 
into service. 


MILWAUKEE Brush quality 
backs every sale you make. We 
are ready at all times to help you 
with your customers’ brush prob- 
lems. 





SELL THESE BRUSH 
TOOLS FOR DEFENSE 


Power Driven Wire Wheel 
Brushes 

“Mono-Bilt”’ 

“Steel Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup 
Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 
Push Brooms—wire and 
fibre 

Miscellaneous Maintenance 
Brushes 





THE MILWAUKEE BRUSH MANUFACTURING Co. 


MILWAUKEE 


WISCONSIN 


WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 





The Key to Industrial Brush Problems 


FLUE BRUSHES 


* FLOOR BRUSHES - 


PUSH BROOMS - 


BENCH BRUSHES - 
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FOUNORY BRUSHES 
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ROEBLING KNOWLEDGE 


> 
ty 


Yes, Roebling is constantly gaining 
Knowledge from every one of the hun- 
dreds of industries it serves. For Roeb- 
ling field men have a twofold function. 
To industrial plants...to construction projects... 
to lumber camps and steamship wharves they take 
their help for “Blue Center’? Wire Rope users. And 
they bring back Knowledge of wire rope performance 
that becomes a vital ingredient in “Blue Center” 
Wire Rope...that helps to make you proud to sell it, 
wherever wire rope has a routine or unusual job todo. 


JOHN A. ROEBLING'’S SONS COMPANY 


TRENTON, NEW JERSEY 


ROEBLING 


Branches in Principal Cities 
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MAYBE WE SHOULD HAVE LEFT 
THIS JOB TO THE TINNER, BILL / 

















Pipe is wasted on 
a lot of other jobs, too! 


VERY time a joint of standard thickness pipe is used for 

some service which lighter wall Taylor Spiral Pipe could 
handle, pipe and steel and money are needlessly wasted. 

A few of the uses for which Taylor Spiral Pipe is ideally 
suited are listed opposite. There are scores of others on which 
this sturdy pipe with its rugged reinforcing spiral seam can 
help conserve the nation’s steel and save the user’s money. 

Sizes of Taylor Spiral Pipe range from 4” to 42”; Thick- 
nesses from 18 gauge to 6 gauge; joint lengths up to 40’; 
various protective coatings. Then too, all types of end joints 
and couplings and all types of fittings, specials and fabricated 
assemblies are made by Taylor Forge, thus assuring complete 
service and undivided responsibility. 

Why not suggest this idea of proper pipe selection to your 
customers? It means profit for you; savings for them. 


Write for Catalog No. 404—Today 


TAYLOR FORGE & PIPE WORKS 


General Offices & Works: Chicago, P.O. Box 485 © New York Offices: 50 Church St. 
Philadelphia Office: Broad Street Station Bldg. 

















@ Complicated pip- 
ing layouts are han- 
dledinatrim, 
workmanlike way 
with these Taylor 
Forge Light Wall 
Fittings in combina- 
tion with flanged 
Taylor Spiral Pipe. 
Special factory- 
made fabrications 
are as accurate as 
the plans. 









SELL TAYLOR 
SPIRAL PIPE FOR: 


High and Low Pressure 
Water Lines. 

Low Pressure Steam and 
Air Lines. 

Steam and Diesel Exhaust 
Lines. 


Vacuum and Suction Lines. 


Blower Piping. 
Sand and Gravel Lines. 
Industrial Gas Lines. 


Oil and Gas Gathering 
Lines. 


Swing Pipe. 

Spray Pond Piping. 
Hydraulic Mining. 
Dredge Lines. 








TAYLOR Syital, PIPE 


@ Other Taylor Forge Products include: WeldELLS and a com- boiler and other pressure vessel outlets; Heavy-wall Electric- 
plete line of other Seamless Steel Fittings for Pipe Welding; Weld and Forge-Weld Pipe; Seamless Rolled Steel Rings; Corru- 
Forged Stee] Flanges; Forged Steel Nozzles and Necks for gated Furnaces, and similar forged and rolled steel products. 
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@No. 9A MARVEL Pro- 
duction Saw automatically 
cutting-off quantity run— 
3 bars at a time. This 
heavy-duty _all-ball-bear- 
ing machine cannot be 
surpassed in speed, sim- 
plicity, ruggedness and 
dependability. 


@®A universal No. 8 
MARVEL Metal-cutting 
Band Saw. that cuts-off, 
miters, notches or cuts at 
any angle from 45° right 
to 45° left. Blade feeds 
into the work. 





MILL SUPPLIES 


MARVEL SAWS handle orders as they 
come, at Jones & Laughlin Warehouse 


Hot rolled and cold finished steel 
squares, rounds, hexagons and flats,— 
single pieces or hundreds of pieces, 
lengths or slices, small bars or large 
(to 18” x 18”) are cut-off quickly, ac- 
curately and efficiently at the Jones & 
Laughlin Steel Corp. Detroit Ware- 
house with MARVEL SAWS. “We are 
very pleased with all machines” sums 
up their MARVEL experience. 


The MARVEL System of Metal Sawing is meet- 
ing today’s increasing production demands with 
unbelievable performance in output and speed. 
MARVEL High-Speed-Edge Hack Saw Blades are 
playing an important part in this record. More 
and more of your customers will ask you for 
these positively unbreakable blades. 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
5700 Bloomingdale Ave. Chicago, U.S.A. 
Eastern Sales Office: 225 Lafayette St., New York 


JANUARY, 1942 





NEW BEDFORD, MASS., U. S. A. 
NEW YORK STORE: 130 LAFAYETTE ST CHICAGO STORE: 570 WEST RANDOLPH ST. 
LL TNA NRRL ATE MSS EAN =: ROR Ne RSNA ECR NESW RNRARBEISN: Yc ce 


. TWIST DRILL AND 
MACHINE COMPANY 
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IT’S GOOD 
BUSINESS 
TO DO 
BUSINESS 
WITH 


hermoi 


ueed THERMOID QUALITY! 


Quality is the first consideration in every 
Thermoid Product—belts, hose, friction mate- 
rials. Quality in raw materials. Quality in 
design. Quality in manufacturing equipment 
and workmanship—all backed up by Thermoid’s 
61 years of experience, gained in thousands 
of successful and varied applications. 











Whatever your customers need in industrial 
rubber products, you'll find it's good business 
to do business with Thermoid. There's no line 
more complete. You get personal attention to 
your requirements. And you get the opportu- 
nity to build a sizeable volume of business at 
an attractive profit. 


Complete V-Belt Drives Sheet and Rod Packings 
Flat Transmission Belting Industrial Brak@Linings and 
Conveyor Belting Friction Products 


Elevator Belting Rubber Covered Rolls 


Wrapped and Molded Hose 34 U B R | > R Pulley Lagging 


DIVISION OF THERMOID CO.—TRENTON, N. J. 
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THE OPENING GUN OF THE DISSTON 
NATIONWIDE CONSERVATION CONTROL 


PROGRAM This advertisement, appearing in the January 
issues of BUSINESS WEEK, MODERN INDUSTRY, THE 
AMERICAN MACHINIST, FACTORY MANAGEMENT AND 
MAINTENANCE, THE AMERICAN LUMBERMAN, COS- 
GROVE’S MAGAZINE, TIMBERMAN and WOODWORKER, 
and reaching many thousands of America’s top business men in 
many industries, tells of Disston’s unique plan to help the 
nation’s productive enterprises conserve materials and time. 
This plan will be tremendously popular because of the prac- 
tical help that it offers to industry at this time. It is aimed to 
bring industrial distributors into even closer relationships with 
UMI if has many important and profitable features 











AN 


G WHEELS 


Macklin Wheels Are Uniform 


Uniform grinding wheels must be care- 
fully formed to size, shape and weight 
by skilled workmen on powerful hydrau- 
lic presses. Macklin grinding wheels will 
Protect Your Production because ingre- 
dients of each and every wheel are 
weighed to exact grams. Balance is - 
rigidly controlled by scientific dis- 
tribution of the mix in the forming 
molds. Pressures are expertly meas- 
ured by experienced craftsmen read- 
ing accurate gauges. ~ ~ ~ Result— 


Uniform Grinding Wheels by Macklin. 
Ask for Macklin Engineering Service 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U.S. A. 
Distributors in all principal cities 
Offices Chicago - New York - Detroit 


Pittsburgh Cleveland 





Cincinnati 


MILL SUPPLIES 


Milwaukee 


- Philadelphia 
JANUARY, 1942 
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More Mill Supply men will make more money 

selling more Magor Products this year than ever 

before. Today there are more distributors who know 

and appreciate the fair and honest sales policy always 

maintained by Magor. More of your customers who know 

and appreciate the better qualities of Magor Products—strength, 
balance, long life—who like the price too. 








Magor is going to keep on building this host of distributor friends 
to even greater numbers—will utilize every resource to insure this. 


Meanwhile Magor is doing another job in which every distributor is 
vitally concerned. The production of planes, tanks, guns, ships— 
armaments of all kinds—requires thousands upon thousands of 
shovels, scoops and spades. Magor is dedicated to making absolutely 
sure that no matter how many thousands are ordered, there will 
be no shortage—no delayed delivery of these products for defense. 
That's Magor’s first job, just as it is yours too. 





The Magor plant was a big one in 1940. It is even bigger now. 
Modern, efficient, properly equipped, it is operating at capacity, turn- 
ing out finest quality steel products—for defense and for distributors. 


Ask your jobber about the Magor line. It’s Time Tested. It’s Mill 
Supply Tested. 





1) COs, Mam Om - We , ms Om Ole sn a Os ay. We Oe 


SHOVEL DIVISION + 50 CHURCH STREET + NEW YORK 
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TOOL HOLDERS 
and TOOLS 


On a war basis, ARMSTRONG is operating a 
triple force, 24 hours daily, to supply the fol- 
lowing critical needs: 


ARMSTRONG TOOL HOLDERS—for lathes, 
planers, slotters and shapers—the best answer 
to the high speed steel shortage for they 
"Save: All Forgings, 70% Grinding and 90%, 
High Speed Steel.” 


ARMSTRONG TURRET LATHE and SCREW 
MACHINE TOOLS—+to help tool-up the ever 


increasing army of production machine tools. 


ARMSTRONG WRENCHES 
ARMSTRONG Drop Forged "C" CLAMPS 


ARMSTRONG Drop Forged LATHE and 
MILLING MACHINE DOGS 


ARMSTRONG SETTING-UP TOOLS 

—in all sizes and types for the U. S. Army, 
the U. S. Navy, for airplane factories, tank 
works, shipyards and for essential war indus- 
tries everywhere 


. and, al/ these as well as "ARMSTRONG 
BROS." Better Pipe Tools to Industrial Distribu- 
tors everywhere so that they too may help in 
building the nation-wide fighting program of 
All-out Production. 


/ é 


i 


ARMSTRONG BROS. TOOL CO. 
The Too! Holder People" 
305 N. Francisco Ave., 
CHICAGO, U.S.A. 
Eastern Sales and Warehouse: 
199 Lafayette St., New York City 
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No. 101 CAPACITY 4" TO %e" 
N.C. OR N.F. THREAD 


No. 102 CAPACITY 2" TO 1" 


“TOLEDO” No. 101 BOLT DIE STOCK 
FULL-MOUNTED FOR EACH SIZE 


"TOLEDO" No. 101 Adjustable Bolt 
Die Stock can be purchased full-mounted 
for each individual size. No dies to 
change. No lost time. Always ready 
for instant use. 


May be purchased in any combination 
or single sizes as desired. Handy carry- 
ing case may also be obtained. 


Of course the paramount feature of 
the "TOLEDO" No. I0I is the patented 
die adjustment. Deep, shallow or stand- 
ard threads are easily obtained by turn- 
ing knurled sizing ring. Segmental dies 
are easily resharpened or replaced. 


Your customers will like "TOLEDO" 
No. 101 Full-Mounted Bolt Stocks. 





THIS HANDY CARRYING CASE HOLDS 7 
DIE STOCKS READY FOR INSTANT USE 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 502 No. 2 RECTOR STREET BLDG. 


‘TOLEDO 


a8 @5 MAE OFrKs 
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VIOLATORS) 


Unscrupulous lubricant manufacturers have been making unlawful use 
of the Keystone Lubricating Company's trade mark. Take Warning ! 


For over half a century the word Keystone and the symbol thereof 
have been used continuously by the Keystone Lubricating Company 
as the trade mark for its oils and greases. Over half a century of 
conscientious endeavor has gone to make the Keystone the respected 
symbol of quality in the lubrication field. The use of either the word 
“Keystone” or the Keystone symbol, or any combination thereof 
constitutes infringement on our trade mark rights and an attempt to 
defraud the public. SUCH INFRINGERS WILL BE PROSECUTED TO 
THE FULL AND VIGOROUS EXTENT OF THE LAW! 


Trade Marks Registered in U.S. Pat. Office; 
also with Commonwealth of Pennsylvania 


KEYSTONE LUBRICATING CO., 21st, Clearfield and Lippincott Sts., Phila., Pa. 
192 Keystone Distributors located throughout U.S. and Canada 


ESTABLISHED 188 4 
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700,000 INDUSTRIAL EXECUTIVES 
AND OPERATORS WILL SEE THIS AD 


\ 


\ 
} 


} 
\ 





THIS a 

ADVERTISEMENT 

“ APPEARS | 
vo & JANUARY\ 

TIME __ --====INDUSTRIAL POWER 

BUSINESS WEEK — Oll & GAS JOURNAL 

NEWS WEEK — ENGINEERING NEWS RECORD 

SNEWS EXCAVATING ENGINEER FACTORY MANAGEMENT. & MAINTENANCE 
STEEL CONSTRUCTION METHODS ROADS & STREETS 
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“WORTHINGTON EQUIPMENT SALES MEAN 


THE DEVELOPMENT OF INSTALLATION AND 
RELATED ACCESSORY AND SUPPLY Sales” 


> 









ESTABLISHED 1838 


GEORGE F. MOTTER’S SONS 


DISTRIBUTORS OF INDUSTRIAL SUPPLIES 





MANUFACTURERS OF SPECIAL MACHINERY 





YorK,PA. 


December 17, 1941 


Worthington Pump and Machinery Corp. 
Herrison, N.J. 


ATT: Merchandising Division 
Gentlemen: 


As 1942 approsches and we look back on our mejor lines 
of sales activity, it is most gratifying to again see Worthington 
in the lead. 


During the past year, the activity of your Merchandising 
Division has contributed e great deal in intensifying our equipment 
- sales. Cooperation by your men during their calls on us, together 
with their understanding of our problems have developed a real desire r 
for our own men to ferret out every possible prospect for pumps and : 
compressors. Our sales staff fully recognizes the fact thet equipment 
sales mean the development of installation and related accessory and 
supply sales. 


As a Worthington Distributor, we fully appreciate all you ere 
doing to help us "reach out" beyond the ordinary sphere of supply item 
sales. 


May we take this opportunity to wish your Merchendising 
Division continued snd further Success during the coming year. 





. Yours truly, 


















WORTHINGTON PUMP & MAC 
MERCHANDISING 
PUMPS . 


THINGTON fs 


. MULTI-V-DRiIVEsS . METERS 
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DIVISION 
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RING IT AGAIN/ 














STEEL SHOP FURNITURE 


To help you make 1942 another banner year, the fa- 
mous "Hallowell" line will be promoted in these trade 
papers: Business Week, Iron Age, Modern Industry, 
Modern Machine Shop, Industrial Power, Purchasing, 
New Equipment Digest, Power, Western Machinery 
World, Textile World, Industrial Equipment News, 
American Machinist, Mechanical Engineering, Ma- 
- chinery, Aviation, Distribution and Warehousing, Fac- 
tory, Hitchcocks, Pencil Points, Mill and Factory, Pro- 
duct Engineering, Machine Design, Implement and 
Tractor, Automotive Service, Motor Age and Motor 
Boatll! And don't forget... you enjoy protected ter- 
ritory, expert cooperation, good profits, prestige and : 
Fig 1731 repeat sales by representing “Hallowell"—the line that Fig. 1734 
oo ee can best meet the many and varied requirements of . 
_ SPATD & PATS. PENDING your customers. Our plan? ... just write— 


Other ‘‘Hallowell’’ Shop Equipment includes 





STANDARD PRESSED STEEL CO 


Steel Lift Truck Platforms, Steel Shaft JENKINTOWN, PENNA. BOK 519 


TUM! fil and ‘‘Pioneer’’ Steel Shaft Hangers 


BOSTON - DETROIT - INDIANAPOLIS - CHICAGO - ST LOUIS ~ SAN FRANCIS 













3 Approved bY Construction Codes: 


Round Bonnets meet all requirements 
high pressure services: 


& Minimum distortion under pressure: 


Pressure vessels tend to assume spherical shapes 


Maintenance: 





Use of round gaskets cut maintenance costs to 


the bone. ™O Mfyssing with rectangular, ove 
and other odd shaped templates and gaskets: 


rolonged Service Life: 


Vogt Bonnets and Bodies have the recognized 


wide safety margin of DROP FORGINGS. 


This, combined with correct design and prope 


materials assures continuous operation with high- 
est operating efficiency: 


HAVE 


oy HEN R 


Vogt's complete ine of Drop Forged 






Steel G 
ate Valves is described i 
in 


Y 
this brochure. Sent upon request. NEW YORK : VoGT MACHINE Co., INC. 


KENTUCKY 





PHILADE 
LPHIA - 
INNATI 
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4 many years in civilian production —today 


in defense production—and tomorrow, whatever 


the production needs may be ... National Cutting 
Tools will continue to merit the confidence placed 


in them by American Industry. 
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CO-OPERATION FOR 
DISTRIBUTORS 





SPUR 


GEARED mo” 2 
UNIT DIN IIET 7 








The distributor and his salesmen have long been 
industry's “answer men”. It is they who have 
to supply the information concerning equipment 
that will make production easier, simpler, and 
above all—faster. 


Today's multitude of problems will confront 
distributors with hundreds of new questions. To 
simplify the distributor problem—to make the 
job of “answer men” easier, The Yale & Towne 
Mfg. Co. in ‘42 is going to do more than just 
maintain its 75-year old policy of distributor co- 
operation. It's going to widen the scope of that 
cooperation. 


Basic to this expanded program is the Yale 
Advertising Campaign that appears in leading 
business publications every month. By on-the- 
job illustrations and explanatory text, it points 
out to executives, the speed, safety, efficiency 
and economy of hoisting jobs done the Yale 
way. 


For the exclusive use of Yale Distributors is a 
large number of information sales helps. Not 
one item in the entire Yale line of Hand and 
Electric Hoists has been forgotten. Some of this 
literature is shown below. The complete list 
includes catalogs, magazine inserts, blotters, 


envelope stuffers, booklets, folders, and pages 
for your house catalog and salesmen’s manuals. 
In addition, direct mail campaigns are available 
which can be printed on your own stationery. 


And, when one of your customers has an 
unusual application for hoisting equipment that 
requires expert advice, remember the Yale com- 
plete field staff, to which you are welcome to 
refer any problem. 


To get any of the free informative pieces 
described or illustrated, write to our Advertising 
Department. 


THE YALE & TOWNE MANUFACTURING COMPANY 


Philadelphia Division 


Philadelphia, Pa. 


World's oldest and largest makers of Materials Handling Equipment, including Hand and Electric 
Hoists, Hand Lift Trucks, Electric Industrial Trucks and Tractors, Skid Platforms, and allied products. 





YALE 
MARIF KING 











RE ON STREAK 


FLANGES 


Pat. 2,121,656 
FOR FOUNDRY SNAGGING 


... @ patented feature exclusive with Abrasive 
Company high speed resinoid bonded snagging 
wheels with 6, 10 and 12-inch hole sizes . . . 
for use on swing frame and floor stand grinders. 


Outstanding features include easier mounting, a 
better spindle fit and an additional safety factor 
... at no extra cost! 

Supplied in grain and grades that give fast 
cutting action consistent with long wheel life 
Write for details! 


Billet Grinding 
High Carbon and 


High Speed Steel... 14 -PB -BS 
Stainless and Alloy Steel... { ,,/4 “RB -H3 
ainless oy Stee 1H14 -UB-A3 
Cast Iron oie wien B146 -OB -B7 
Steel Castings 
Floor Stand ‘ 14 -OB-K5 
Swing Frame 12 -PB -ES 














ABRASIVE COMPANY 
GRINDING WHEELS 


. offer mill supply salesmen an unexcelled oppor- 
tunity to develop real action in their selling efforts. 


‘These products are basic for defense production, par- 


ticularly in the metal-working industries. For example, 
castings, plates and parts for tanks, guns, ships and air- 
planes are first rough ground in foundries and steel 
mills. By their efficient performance ‘ABRASIVE’ 
Wheels are proving their worth on these important 
grinding jobs. 

Normal deliveries still prevail on “ABRASIVE” Wheels. 
Here is one product you can push and sell with con- 
fidence under today’s conditions. Your customers will 
benefit, however, if they will supply us with the best 
priority ratings or defense identification available. 


1892—Fifty Years of Service to Industry—1942 


ABRASIVE COMPANY 


DIVISION OF SIMONDS SAW AND STEEL CoO. 
TACONY & FRALEY STS., PHILADELPHIA. PA. + DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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For 110 Years... 


SIMONDS 


has kept QUALITY FIRST . 


IN THE PROFIT-BUILDING, RED-TRADE- 
MARKED LINE OF TOOLS FOR CUTTING 
WOOD & METAL The Simonds organization has 
always held to work-simplification as the straight and nar- 
row path to higher quality and better, faster service. So 
today you find all former Simonds plants consolidated 
into this single vast 5-acre room which houses 7 straight 
production lines which are rolling at top speed, night and 
day, to supply the nation’s wartime needs. Here under 
“ completely controlled working conditions, Simonds 
quality and service have reached new levels 
... even higher than ever before. Line up 

with Simonds and line up new profits. 








SIMONDS SAW AND STEELCO., FITCHBURG, MASS. 








CROSS-CUT SAWS e FILES e HACK SAWS e SOLID-TOOTH CIRCULAR SAWS e BITS e SHANKS 
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POWELL VALVE 


Advanced engineering conducted by highly trained 
specialists using the most modern laboratory equip- 
ment. Quantity production on a vast array of up- 
to-the-minute machines. The readiness and ability 
of the Powell technicians to lend their experience 
and skill to the solution of each and every valve 
problem which is imposed by the constant changes 
in the present industrial picture. 


These are the things that habitual users of Powell 
Valves become accustomed to. The result of them, 


MILL SUPPLIES 


as expressed in terms of valves, is sturdiness, 
efficiency and economy. This, to the people at the 
Powell plant, is the meaning of service. 


The valve shown here is a 150-pound bronze Globe 
Valve regularly equipped with renewable vulcan- 
ized composition discs for saturated steam service. 
Valves with special discs for hot or cold water, oil, 
gas and high pressure steam can also be supplied. 


The Wm. Powell Company 
Cincinnati, Ohio 
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® Greater output 


© Maximum production 
between sharpenings 


© Faster feeds and 
| speeds 


© Less lost time of 
machine and operator 


‘© Fewer sharpenings and 
reduced sharpening costs 
FOR GREATEST CUTTER VALUE Encourage Customers to insist on . 


Brown & Sharpe Cutters for every job 
--- Sell them BROWN & SHARPE —its profitable business for you. 


Brown & Sharpe Mfg. Co., Providence, R. |., U.S. A, 
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DISTRIBUTORS WHO handle the 
Jenkins line aren’t just left to their own 
devices to slice themselves a cut of profits 
from the valve business. 

Jenkins considers each one a member 
of the Jenkins Bros. family, and helps 
him do the profit-carving from start to 
finish. 

To back this up is the well established 
Jenkins policy that responsibility for sell- 
ing does not end until a valve is actually 
delivered to the ultimate consumer. 

Jenkins runs full-page, hard-selling 
advertisements in twenty leading Indus- 
trial, Engineering, Purchasing and Man- 
agement publications. 

Jenkins Service Representatives are 
always on the job selling for Jenkins 
Distributors — a valuable help to the Dis- 
tributors’ own sales efforts. 

Jenkins Engineering Service is always 
at the disposal of Jenkins Distributors to 
help solve customers’ problems. 

o these sales promotion se 


this fact: the Jenkins Selective Distribu- 
tion Plan assures that each territory is 
highly profitable to the Distributor. 
Then you will understand why Jenkins 
Distributors are occupying a coveted spot 
in the valve business —the best spot any 


a ae 


distributor could ask for, profit-wisel 

JENKINS BROS., 80 White St., New 
York, N. Y... Bridgeport, Conn.; Atlanta, 
Ga.; Boston, Mass.; Philadelphia, Pa; 
Chicago, Ill; Houston, Texas. Jenkins 
Bros., Ltd., Montreal; London, England. 
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“THENKINS VALVE ADVERTISING FOR 1942 


Here are some of the magazines scheduled to carry the 
big, hard-selling advertisements of Jenkins Valves in 
1942. These Jenkins ads are page and 2-page-spread 


ads .. 


- many of them in color. 




















What Can I Do? 





VER SINCE that Sunday morning when havoc swooped 
FE from the skies upon Honolulu, a new question has 
been churning about in millions of American minds. It 
is this: What can | do to help my country win this war? 

‘This insistent question has pushed aside all matters 
of personal interest. From now on, individual wants and 
wishes must give way to the paramount needs of the 
nation. We all accept that. We have undertaken a huge 
job. Or, I should say, we have had a huge job thrust 
upon us. And unless we see that job through successfully 
it won't much matter what any of us may want. 

‘That job is to win this war. 

No longer are we trving to prepare for a war that we 
may get into. ‘Today we are trving to win a war we're 
already in—and in up to our eves. Nothing that anv one 
of us now can do to help himself can get him very much 
if it does not also help our country to win this war. 

I am sure that those who read these words will find 
many things to do. Some will enlist in the armed ser 
vices. Some will become active in civilian defense. Some 
will labor to relieve distress in their home towns. Some 
will work with organizations set up to serve the men at 
the front. Mach can and will find something he can do. 

But this insistent question “What can I do?” goes 
bevond the individual and his personal service. It re 
echoes through the offices and the shops of every 
American business concern. And what I have to say 
here is not directed toward individual effort. Rather 
is it intended for the men and women of American 
industry who make that industry a living part. of 
American life. ‘Today they are asking themselves: What 
can industry do? Or better still, what must industry do 
if our country is to finish the job it has started? 

Those of us who work in and with American indus 
try have one supreme obligation. We may feel very 
patriotic; we mav be willing to serve “in any capacity;” 
we mav be willing to. sacrifice .. . if necessary. But if 
we fail to meet that one obligation, we shall fail our 
country in its time of need. 


THAT SUPREME OBLIGATION IS AN HON- 
MST DAYS WORK, EVERY DAY, FROM EVERY 
MAN, EVERY WOMAN, EVERY MACHINE.... 

Il IS AS SIMPLE AS ‘THAT! 

And that goes for all of us, whether we are engaged 
in Civilian production or working directly on the wea- 
pons of war. American victory can be won only through 
the productivity of American industry. 


I\ficiency in production is not the responsibility of 
a few. It can be achieved only as we all put to useful 
purpose every minute of our time, every ounce of our 
energy, and every pound of our materials. 

This responsibility of industry is the more vital be- 
cause of what has happened to the business of making 
war. [here was a time when success in war was chiefly 
a matter of well-trained, well-disciplined armies and 
competent leaders—when men were everything. In those 
days, military strength was a matter of strong battalions 
and able generals. Both still are vital. But today military 
might is essentially mechanical might. Modern war is 
an industry just as much as a factory or a railroad. In 
the first World War, mechanical equipment was rela 
tively simple and limited. But today the special equip 
ment of war and the expert skill needed to use it spell 
the difference between victory and defeat. 

We Americans are not expert war-makers. ‘Vhat is 
why we must expect to suffer grievous losses before we 
can win substantial gains. We do not have military 
training and experience ready to hand when we need 
them. Nether do we have, ready for action, enough of 
the machines that are so essential to modern warfare. 

So, when it becomes necessary to fight for our lives, 
we must start from scratch. And today, after a year's 
cttort, we still are not ready to trade blow for blow with 
enemies who for vears have schooled their leaders, 
trained and disciplined their people, and organized their 
industries to make war. We shall need more time to 
develop our strength. And while we are doing that, we 
must expect reverses. 

But there is a brighter side to all this. For it follows 
that if we are granted this allimportant time, the 
change in the method of warfare is right down our alley. 
The greater importance of mechanized equipment plays 
straight into the hand of the world’s greatest industrial 
nation ... if there is one thing America does know, it is 
industrial production! Our industries know how to pro 
duce. ‘They have the skilled manpower. ‘They have the 
organized facilities. Beyond any doubt, we can produce 
all that we need to win the victory that we must win 
if only we are given the time. 

THE FIRST RESPONSIBILITY OF THE ARMED 
FORCES IS TO GAIN THAT TIME FOR US. 

THE FIRST RESPONSIBILITY OF INDUSTRY 
IS TO USE TO THE FULL EVERY SECOND OF 
THAT TIME IN PRODUCING THE WEAPONS 








lil, ARMED FORCES NEED TO WIN THE 
ULTIMATE VICTORY. INDUSTRIAL PRODUC- 
PION IS THE KEY TO VICTORY. BUT I'l MUST 
BE. BIGGER PRODUCTION AND FASTER PRO- 
DUCTION THAN WE EVER HAVE KNOWN. 


Ieretofore American industry has worked to produce 
more of those things which make our lives more enjoy 
able. ‘Today it must divert much of its energy from the 
products of peace to the weapons of war. 

I his change sets up a new yardstick of industrial per 
formance. In time of peace we measure production effi 
ciency in terms of money saved. From now on, we must 
measure efhciency chiefly in terms of time saved. For 
the plane, the tank, the gun, or the ship that is ready 
when it is needed to win a victory, is worth a million 
times more than the one that is delivered too late to 
avert a defeat. 

kivervone knows how short we are of some materials 
and machines. But our most tragic shortage is the short- 
age of time. So whatever we may waste in the days 
alicad -and unhappily we are bound to waste plenty— 
let us never forget that the most deadly waste of all is 
the waste of time. 

lime wasted never can be replaced. No one ever has 
discovered a substitute for time. If we would avoid the 
waste of this irreplaceable ingredient of victory, we 
inust use every minute of it cffectivels while we still 
have it. 

Phat goes for us all. It goes for the man or the woman 
at the bench, at the desk, at the counter, in the field, or 
in the executive office. It goes for the politician as well 
as for the business man. It goes for the humblest and 
the most powerful. A nation at war cannot carry dead- 
heads. It cannot spare a square foot for any one who will 
not pull his weight. 

In this war, nothing short of complete victory can 
save the liberties of us all, rich and poor, emplover and 
employee, haves and have-nots alike. The price of that 
victory is the labor, the lovaltv, and the devotion of 
every last one of us. Winston Churchill said it well for 
the British people. You know how he said it. I need 
not repeat it. 

All this imposes upon American industry, its owners, 
its managers, and its workers, the gravest responsibility 
they ever have assumed. If our country is to survive as a 
free nation, American industry must rise to that re 
sponsibility. If our country should fall, it would fall 
because American industry fell short of the need. It 
would be another case of “too little and too late”. 

his grave responsibility calls for the keenest man 
agement industry ever has known. It calls for unremit 
ting research to make the most of our resources. It calls 
for the reduction of waste to a record minimum: that 
goes for waste of time, labor, and matcrial. It calls for 
keeping our machinery working as near to full capacity 
as we can contrive. It calls for the highest rates of unit 
production we ever have known. ‘That will mean skill- 
ful coordination by management and the most intelli- 


gent cooperation that the men in the shops can give. 
It calls for inventive ingenuity to match that of a nation 
which has produced some of the world’s outstanding 
technical genius. For this is a war of technical pro 
hciency. 

But above all, it calls for a new devotion to the dav’s 
work. For so long as we are at war, the day’s work will 
determine our country’s security. 

Whatever may be our material resources and our 
technical skill, however resourceful our management, 
however broad the scale of our effort, industry cannot 
measure up to its prodigious responsibility if anv of us 
shirk the dav’s work. Right there is where we find the 
one thing we all can do—the one thing that is within 
the power of cach of us. 

THAT ONE THING IS SIMPLY TO DELIVER 
AN HONEST DAY'S WORK WIHIEREVER WE 
ARE CALLED TO SERVE. HONEST) WORK 
WILL WIN THIS WAR. LOAFING WILL LOSE 
IT. THE SHOWDOWN WILL BE WHETHER 
HITLER CAN DRIVE THS PEOPLE TO WORK 
HARDER THAN WE ARE WILLING TO WORK. 
THERE IS NO ONE TO DRIVE US. WE MUST 
DRIVE OURSELVES! 

Is that so much to ask? It is all our country asks of 
us, the men of industry. It is all that the men who must 
work the guns and tanks in the field ask of us. It is all 
that the men who work our ships and our planes ask of 
us. “Give us the planes, the guns, the ships, the tanks, 
and all the rest of our tools,” they tell us, “and we'll 
give vou the victory that means so much to us all. But, 
in the name of that victory, give them to us quickly— 
guickLy—QUICKLY!” 

Is that, I repeat, too much to ask of us? 
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To help American industry achieve ever-higher stand- 
ards of efficiency has been the traditional mission of 
McGraw-Hill for three-quarters of a century. Normal 
that effort has been directed toward higher efficiency in 
the business of peace. But, as in the first World War, 
twenty-five vears ago, it now is directed toward efficiency 
in the business of war and in every department of 
Amcrican effort that can contribute, directly or indi 
rectly, to the achievement of victory 

And to that mission, I here pledge every resource of 
this company, its publications, its books, its staff. and 
every service it 1s qualified by experience and training to 
render to American industry, now enlisted in our com 
mon cause. 

That is what we of McGraw-Hill can do. And that is 
what we shall do to our utmost. 


President, McGraw Hill Publishing Company, Inc. 





This message is appearing in all McGraw-Hill industrial and business publications, reaching over a million readers. 




















we hin etl epee sae emmE 





Talk of the Trade 


BOY WITH FUTURE: Bob Russell (J. Russell Co., Holyoke) 
sees definite promise of sales ability in his young son whom he 
recently discovered in possession of a cigar which he intended taking 
to his lady teacher in arithmetic, one of his difficult subjects. 


YORK PAN: This year’s president of the York, Pa., symphony 
orchestra is George Ruby (Geo. F. Motter’s Sons) who relaxes 
after a tough day over the priorities by playing masterfully on a flute. 


CO-OP FARMERS: One of the first problems to be faced by 
Wendell Clark (Samuel H. Harris) after purchasing a 160-acre 
farm at Crystal Lake, IIl., was that of returning an obstinate cow 
to its corral, from which it had escaped . . . Along came Ed Stevens 
(Union Mfg.), who has a way with cows, and the trick was 
turned . . . Wendell is more than ever impressed with the scope 
of manufacturer-distributor cooperation. 


JUSTICE DEPT.: Jury foreman last month in one of New 
England’s most sensational murder trials was Albert E. C. 
Carpenter (Chase, Parker Co., Boston.) 


HIS YEAR: Didn’t surprise George Stalker (W. J. Holliday) 
to be elected treasurer of the Central States . . . In the past year 
he has served as president of the Indiana Mill Supply Club and 
the Indianapolis Purchasing Agents’ Ass'n. 


\ 7 } 
ATHLETES: Hajoca’s sales staff is getting to be an honor roll | , ad (Ss 


“> 
of ex-heroes of the sports world . . . John Griffith, former star St 
tackle of Villa Nova, has signed on at the Norfolk branch . . . Bernie Val 
Kuezynski, who worked at the Philadelphia h.q. last summer, 
played a brilliant game at end last fall for Pennsylvania and was What's he got, anyway? 
elected 1942 captain . . . Not to omit Jack Trim®te, Bethlehem 

mgr., who varsitied at Dubuque and referees in the big time . . . Then 

there is the new Graton & Knight representative in upper New York, 

Chas. “Chick” Carr, whose pro-baseball career with Albany in 

the Eastern League was interrupted by a leg injury. 


‘ mF orth in Sd 


QUALIFIED: Few trials of the present hectic conditions can 
disturb James White (Sterling Products Co., Chicago) who began 
selling mill supplies at the age of 21 in the interior of South 
America, where he covered his territory by burro and took orders 
in May for September delivery . . . Incidentally, he’s a grandson 
of an early Tennessee governor. 


WHEW! That was a close call for Pat Atkins (FE. C. Atkins) 
when blood poisoning hit him, but he’s back in siride now and 
friends are breathing easier. 


OUT OF POLITICS: The 39-year old president of Duff-Norton, 
Robert Gray Allen, once served as congressman from his dis- 
trict but retired voluntarily. 


1942 RESOLUTION: No rest until Victory. J. J. W. Good old days 
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T:: full significance and spirit 


of the Republic 5-Point Policy has a true sym- 
bol in the Republic Distributor Emblem. Con- 
siderably more than a mere sign indicating the 
handling of Republic Rubber Products, this 
distinctive mark assures industrial users all the 
supply and service advantages which a com- 
pletely cooperative factory-distributor relation- 
ship makes possible. The words “Accredited 






Distributor” inform industry of Republic’s well- 
founded approval of the particular distributor’s 
qualifications to sell and service mechanical 
rubber needs. Republic has made the Distrib- 
utor Emblem a prominent part of its strong 


national advertising program .. . REPUBLIC 


RUBBER DIVISION OF LEE RUBBER & 
TIRE CORPORATION, YOUNGSTOWN, 
OHIO 


RED C RUBBER 













+ MillSupplies - 


OUR PLEDGE 


AMERICA’S STRUGGLE for survival precipitates an industrial pro- 










duction offensive that requires factories to operate twenty-four 


hours every day, seven days every week. 





The demands and the responsibilities that fall on industrial 


distributors are immediately apparent. 










As the sole reporting agency serving all interests of the indus- 
trial distribution field, Mitt SupPLIES acknowledges and accepts 


the distributor’s burden as its own. 





The publication considers itself morally enfranchised to serve 


the public interest first. 











It places all of its facilities at the service of the distribution 
industry. Henceforth, as in the past, it will spare no effort or 
expense to render full assistance to the distributor in his impor- 


tant work. 


Basically, the job of MiL_ SuppLigs is to gather the news, 
interpret the trends and collate the experiences of all in its field 
—in short, to dig out the answer to every distributor's problem. 
But beyond that, its doors are open to all. Every reader is invited 
to use its varied services as fully and as frequently as he finds it 
necessary. 

We believe that we have the staff, the experience and the re- 
sources to carry through successfully on this job, the most impor- 


tant one in our history. We are solemnly grateful for the oppor- 


tunity to do our part for the nation’s preservation. 


® Gan (helt, Editor 








Currently Important 


Mum's the Word 


This war spilled over us so swiftly that we'll be slow, 
naturally, to realize our many new responsibilities as 
citizens in a country fighting for its life. Particularly are 
salesmen who call on arms-producing plants under stern 
obligations. It’s unavoidable that in the routine of their 
work they are exposed to military secrets for which 
enemy agents would pay dearly. 

The point should be made here that. during the time 
the defense program was building. salesmen of industrial 
distributors restrained themselves well. This in spite of 
the fact that big things were going on among their cus- 
tomers and it would have been natural to boast a bit 
outside. 

But, with the coming of war, the personal censorship 
ceases to be informal. It becomes an absolute duty not 
to talk. A simple, innocent slip of the lip might pre- 
cipitate a serious setback for the country. It could easily 
cost the lives of many American soldiers and sailors. The 
least we can all do is to guard against any word or action 
that mizht make the lot of our fighting men more difh- 
cult. 

sy being granted entree into plants producing war 
goods, salesmen are accepting a trust which extends to 
the distribution industry itself. One misstep can react to 
the discredit of all distributors everywhere. Anyway you 
look at it. the policy for everyone must be: 


DON'T TALK! 


Our Turn 


\ favorite cartoon of ours shows an exasperated bar- 
tender reaching across to grab the coai-front of a 
customer who has been talking all night. “Now.” growls 
the bartender, “you listen to my troubles.” 

\s patient fellows with a long record for listening to 
feel 


entitled to describe current problems of publishing your 


the woes of distributors and manufacturers, we 


monthly journal of the supply industry. 
First. everything that goes into this product—chemiceals 

to make the paper. copper for the engravings. ingredients 

of the ink 


hits our print shop as it hits every other employer of men 


all are on the critical list. The labor problem 
in large groups. Issues of nearly all magazines have been 
running larger. meaning more work to do and less men 


to do it. Work of the editors is more exacting. too. The 
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volume of Washington news has swelled. Although not 
seriously handicapped by government censorship. edi- 
torial standards of what to print and what not to print 
have been tightened, requiring closer scrutiny of all 
material. Four staff members are now in the service. 

Everything adds up to a delaying action by our enemy. 
Time. Publishing MILL Suppties has always been a duel 
with time, and now it becomes a first class battle. We 
tell you all this for two reasons: 

1. If you're a reader, please bear with us if one of our 
editorials should stirringly devote itself to something 
that seems like ancient history by the time it is published. 
(We do our best to keep up,-hut history is getting all 
out of hand, anyway.) 

2. If you're an advertiser, please help us by getting 
your copy in early, and adhering strictly to the closing 


dates on your rate card. 


For Your Customers 


Our boss aptly summed up industry’s war job in his 
editorial facing pages 44 and 45 of this issue. We've 
read it twice and plan to read it again when we have more 
of that time we mentioned above. We urge you to read 
it carefully, too. And while reading it, consider how this 
message will hit home with your customers. You can 
pass it along to them simply by writing us for reprints 
of Mr. MeGraw’s editorial. which are available to all 
who want them. Small quantities are free. large quantities 
at actual cost. The last section, referring to McGraw- 


Hill's service to industry, will not appear in the reprints. 


War Costs Money 


The price of victory will be cheap if money is all we 
spend. but the first opportunity for everyone to do his 
part is that of spending all he possibly can—for defense 
bonds and stamps. It is not just a question of raising 
money quickly, but of raising immense sums week after 
For that 
Defense Savings Staff has asked us to urge the adoption 


week until the victory is won. reason the 
in all distributor organizations of the weekly pay roll 
allotment plan. Full details for getting started may be 
obtained from the Treasury Department, Section A, 709 


Twelfth St., NW., Washington. 
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THE WAR MONTH 
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DECEMBER~- America on an all-out war footing quickly concentrated for 
her Victory program, erasing great industries, banishing civilian requirements, 
shaping all regulations to aid those contributing to war production . 

Efforts at coordinating the supply industry switched to a new all-distributor 
committee chosen January | ... Distributors’ hopes rose with new benefits 
granted under P-100 and manufacturers began to adjust their businesses 
to provisions of Production Requirements Plan. 


New Defense Committee 


Resignation of the industry's National Defense Committee is followed, 
four weeks later, by new nine-man, all-distributor group. 


During the first month America was 
at war, the industrial supply industry 
drifted without an official body for co- 
ordinating with the national govern- 
ment. Its first committee for serving 
this purpose was disbanded on Dec. 2 
and no succeeding body was nominated 
until early in January. The new com- 
mittee scheduled its first 
Washington for January 8. 

The about-face on the matter of an 
industry committee occurred during the 
mid-year meetings of the three associa- 
tions’ executive committees which was 
held at Cleveland. 

The National Defense Committee of 
the Industrial Supply Industry was also 
present at Cleveland and, although it 
was agreed that this group, under Chair- 
man W. C. Stauble, had well served the 
interests of both national defense and 
the distributor, it was decided to form 
a new committee composed exclusively 


meeting in 


of distributors appointed by OPM. The 
Stauble committee thereupon resigned. 

Two distributors—Charles Curtis 
(Western Iron Stores) and Harry Ruhi 
(Cleveland Tool & Supply )—were ap- 
pointed to visit Washington and investi- 
gate the procedure for forming such a 
committee. Their report to the presi- 
dents of the distributor associations ad- 
vised against forming an official OPM- 
appointed committee at this particular 
time. 

H. V. Waterman. president of the 
National Association, and John B. 
Crimmins, president of the Southern 
(ssociation, representatives of 
their districts for the new committee as 
follows: Northern—-Andrew G. Carey 
Machinery & Supply, Balti- 
Charles Bush (Chas. A. Strel- 
Detroit); Perey Maddock 


chose 


(Carey 
more) 5 
inger Co., 


(Maddock & Co., Philadelphia) ; Percy 
Ridings (Syracuse Supply Co., Syra- 


i 


cuse, N. Y.); 


( Desco 


and George EF. Vandegrift 
Wilmington, Del.). 
Southern —Alvin Smith (Smith-Court- 
ney Co., Richmond, Va.); Robert S. 
Page (Henry Walke Co., Norfolk) ; Carl 
Krueger (San Antonio Machinery & 
Supply); and William A, Parker (Beck 
and Gregg Hardware Co., Atlanta). Mr. 


Corp.. 


Vandegrift and Mr. Parker are non- 
members of the associations. 
Mr. Stauble’s committee had = can- 


vassed the industry for funds to carry 
on its work. Before the December meet- 
ing $15,000 had heen contributed by 
both and 
After deducting the expenses incurred 
up to the date of dissolution, it was Mr. 
Stauble’s plan to return to each con- 


manufacturer: distributors. 


tributing manufacturer the remaining 
portion of his contribution, and to poll 
contributing distributors, asking them 
(1) if they wished their money returned 
or (2) if they desired it to be turned 
over to the new committee. 

It is presumed that the work of the 
new committee will be similar to that 
of the old one. Prior to the scheduled 
8 meeting 


January no chairman had 


been named. 
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All distributor committee, above, left to right: 
Andrew G. Carey, Charles Bush, Percy Maddock, 
Percy Ridings, George E. Vandegrift, and Alvin 
Smith; Left: Robert S. Page and Carl Krueger; 
Right: William A. Parker. 
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Liberalized Repair Order 


Replacing P-22, new maintenance order P-100 grants A-10 broadly for 
repairs, allows distributors to replace stock sold under rating. 


Distributors had reason to enjoy their 
Christmas after examining the benefits 
that fell to them with the latest revision 
of the Maintenance and Repair order, 
which was completed December 18. 
This order (formerly P-22 Amended, 
now P-100) follows the pattern of its 
predecessor, but some provisions have 
been liberalized and a number of clari- 
fications have been made to eliminate 
misunderstandings and misapplications 
of the rating. In brief, P-100 
this to supply men: 


means 


1. The distributor can sell on a pri- 
ority-rated basis the majority of the 
items he carries to the great majority 
of his customers. 

2. So that the distributor can replace 
his stock, he is given authority to apply 
the rating (A-10) to his own purchase 
orders. He can 
orders (even those previously received 


vecumulate endorsed 


under P-22) from customers for a pe- 
riod up to three months before placing 
his own purchase order. His purchases 
must not exceed the quantity and must 
be of a type similar to the merchandise 
he sold under the rating. He must not 
use the P-100 rating to build up stocks 
in anticipation of filling rated orders. 

3. The distributor's application of the 
rating to his own purchases can be used 
only to lift his stocks to a “practicable 
working minimum.” 


OTHER CHANGES.—The same list of 
“producers” named in P-22 to get as- 
sistance is covered by P-100. This list 
embraces the following: 


1. Any governmental unit. 


2. Manufacturing, processing and 
fabricating. 
3. Warehousing—-maintaining ware- 


houses for storage or distribution of any 
material. 

4. Wholesaling—acting as a distribu- 
tor of products solid to manufacturers, 
wholesalers, retailers or other persons 
not consumers, 

5. Charitable institutions (recognized 
as such for tax puiposes). 

6. Carriers of all kinds, 
sengers and freight. 


both pas- 


7. Educational institutions (including 
vocational training). 

8. Printers and publishers. 

9. Radio — commercial broadcasting 
and communication. 

10. Telephone and telegraph. 

11. Hospitals, clinics, sanatoriums. 

12. Petroleum and natural gas—dis- 
covery, development, depletion, trans- 
portation. 
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13. Irrigation systems (public or pri- 
vate), toll bridges and toll canals. 

14. Persons using tools or equipment 
to repair or maintain the property of 
any producer as defined above. 

Under Petroleum, “transportation” is 


new. So are Classifications 13 and 14 
above. No. 14 is of particular signifi- 


cance in that it means welding and re- 
pair shops and even individual mechan- 
ics thus have access to the rating. 

An interpretation issued December 5 
placed producers of bakery goods on 
the eligible list for P-100. 


RESTRICTIONS EASED.—Important lib- 
eralization of the clauses on deliveries. 
withdrawals and inventory has also 
been made. The formula of basing pur- 
chases and withdrawals from stocks on 
the yardstick of corresponding quarters 
in 1940 has been amended under P-100 
to allow a concern the use of a yard- 
stick amounting to 110 per cent of the 
corresponding 1940 quarter (or 271% 
per cent of the 1940 total, if desired). 
This change is made to allow for price 
increases. 

The war speedup is taken into ac- 
count by an OPM declaration that al- 
lowances for inventory use will be made 
for manufacturers operating on an over- 
time or extra shift basis. “It is realized.” 
an OPM spokesman said, “that such 
operation consumes an _ abnormal 
amount of consumable supplies, and 
that an extra allowance is necessary for 
maintenance and repair due to machine 
fatigue.” 

Two other important changes will 


work to free many concerns from the 


restrictions imposed on inventory and 
withdrawals. The first of these is the 
elimination of fuel from the definition 
of operating supplies. The second is 
the raising of the minimum of mainte- 
nance, repair and operating supplies 
for firms bound by the restrictions. In 
the old P-22, a firm was free of these 
restrictions if its total purchases or 
withdrawals of these materials did not 
exceed $10,000 in a year, or $2,500 in a 
quarter. Under P-100 the total is 
raised from $2.500 to $5.000 per quar- 
ter and fuel is eliminated. 


CUTTING TOOLS.—Order P-100 gives 
precedence to other general preference 
orders (“E” or “M” orders). For ex- 
ample, both producers and suppliers 
purchasing metal cutting tools as de- 
fined in order E-2-a must use the metal 
cutting tool certificate of inventory con- 
trol, stating that the tools on the order 
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will not increase stocks beyond a three- 
month period. 


APPLICATION THE SAME.— As in P-22. 
the rating of P-100 can be applied by 
any eligible business by placing the 
following statement on the face of the 
purchase order: 

“Material for Maintenance. Re- 
pair or Operating Supplies—Rating 
\-10 under Preference Rating Or- 
der P-100, with the terms of which 
1 am familiar.’ 

This must be 


statement manually 


signed by an officer of the firm or some- 
one to whom authority has been given. 





re a 
Brainard Heads 
Tools Section 


Succeeds 


who 
leaves OPM on doctor’s orders 


Mason Britton, 


Appointment of George C. Brainard, 
industrialist of Youngstown, Ohio, as 
chief of the machine tools branch of the 
OPM. is announced by William H. Har- 
rison, Director of the Production Divi- 
sion. Mr. Brainard Mason 
Britton who, at the advice of his physi- 
cian, has withdrawn from the OPM 
because of overwork. 

“Since the beginning of the defense 
effort in the summer of 1940, Mr. Brit- 
ton has devoted himself faithfully and 
effectively to the work of the tools 
branch,” said Mr. Harrison in the an- 
nouncement, “and at his request is to 
be relieved as of the end of this month.” 

Mr. Britton, who in private life is 
vice chairman of the McGraw-Hill Pub- 
lishing Co., is well known to many 
distributors through his participation 
in several convention programs. 

Mr. Brainard comes to the OPM from 
the General Fireproofing Co. of which 
he is president. 


succeeds 
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Inventory Gets 
Lift Via M-67 


The first OPM gesture of assistance 
to wholesalers, Order M-67. addressed 
to jobbers and distributors of plumbing 
and heating supplies and electrical sup- 
plies, perhaps has significant possibil- 
ities in that it may outline a future pro- 
cedure for aid to firms of this type. 

On issuing M-67, OPM invited manu- 
facturers of products sold through these 
channels to avail themselves of the ben- 
efits of the Production Requirements 
Plan. The order itself is intended to 
assure an equitabl+ distribution of these 
items, establishing maximum inventory 
levels and preventing accumulation of 
excess stocks at any distribution stage. 

Distributors coming within these clas- 
sifications are separated into two 
groups, the first including all those in 
the Eastern and Central time belts. the 
second being all ethers outside these 
belts. The first 
“maximum 


croup is allowed a 
permissible inventory” of 
plumbing, heating and electrical sup- 
plies two-twelfths of the total dollar 
value at cost of the supplier's salés for 
1941. group is allowed an 
inventory of three-twelfths of the dollar 
value at cost of the supplier's 1941 sales. 

The order declares that “sales” means 
sales from stock and does not include 
direct factory shipments. 

In inviting manufacturers of these 
supplies to come in under PRP. it was 


The secone 


declared that these manufacturers wiil 
not be required to prove deliveries un- 
der rated orders, where the supplies are 
to be sold to users who are not cus- 
tomarily assigned preference ratings. 


Shifts in OPM 
Personnel 


R. C. Dunean, president of the R. C. 
Duncan Co.. Minneapolis, who served 
in the Industrial Supply Section of 
OPM since last summer, has 
transferred to the Priorities Division 
with the title of Special Consultant. 

Lin C. White. White Supply Co., 
Waterbury, Conn.. also joined the Pri- 
orities Division last month. Mr. White 
worked W. C. Stauble, 
chairman of the Industrial Supply In- 
dustry’s National Defense Committee, 


been 


closely with 


and has taken part in carrying impor- 
tant priorities information to distrib- 
utors in various parts of the country. 
John J. Hall has been named assist- 
ant to H. K. Clark. deputy director of 
Mr. Hall is on leave of ab- 


sence from his position as vice-president 


priorities. 


and sales manager of American Rad.a- 
tor & Standard Sanitary in Pittsburgh. 
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PRP Gets Under Way 


Production Requirements Plan permits extension of limited blanket 
ratings to distributors, and re-extension to manufacturers. 


With the organization of its admin- 
istrative machinery virtually completed, 
the Production Requirements Plan was 
readied for its scheduled start on Janu- 
ary 1. and as applications for its ratings 
poured into the O?M from manufae- 
turers it was expected to become one 
of the most popular priority plans. 

The new plan will be in direct charge 
of A. L. 
trator of the Defense Supplies Rating 
Plan which PRP replaces. Mr. Wil- 
liams reports to H. K. “Tony” Clark, as- 
sistant deputy director of the Priorities 
Division. The same staff of analysts 
which worked with 


Williams. who was adminis- 


manufacturers in 
determining their eligibility for the A-10 
rating of DSRP is now examining appli- 
cations for PRP. 

As described in Mitt Suppwies fast 
month, PRP will grant limited blanket 
ratings to manufacturers for purchases 
needed to execute war contracts or sub- 
contracts, or to preduce supplies and 
equipment necessary to the war effort. 
The ratings will be limited to specific 
quantities of materials, and will last 
only for three months (pending appli 
cations are for the January-March, 1942. 
quarter). The rating will be high on 
low. according to the importance of a 
business to War and 
essential civilian needs. 


manufacturer's 
If a manufac- 
turer is doing several types of war or 
essential civilian work, he may get sev- 
eral different ratings to apply to them. 

To obtain a PRP rating, a manufac- 
turer files application on form PD-25a, 
setting forth the kind and volume of his 
production, sales volume in various pri- 
ority brackets, end use of his product, 
inventories on hand. and amounts of 
materials he expects to need during the 
coming quartet 

When a manufacturer is granted a 
rating under PRP, he may serve it on 
his suppliers under Preference Rating 
Order P-90 which may be extended in 
turn by his suppliers. 

\ prime advantage of the P-90 cer- 
tificate is that once a distributor has re- 
ceived the priority from a customer and 
executed its 


properly acceptance, he 


may extend it to his manufacturing 
sources by a simple certification on each 
succeeding order. This method of ex- 
tension resembles that used in connec- 
tion with blanket ratings issued to pro- 
ducers of airplane engines and_air- 
frames (P-4 and P-2) with which many 
distributors are familiar. 

When a distributor receives his first 
purchase order from a PRP-rated cus- 
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tomer, he should handle it in the usual 
manner, recording the sale for future 
reference as a rated order, At the same 
time he should obtain from his customer 
an executed form of Preference Rating 
Order No. P-90 ineluding the customer's 
serial number. The distributor fills out 
the seeond half, which is his (the sup- 
plier’s) acceptance, and signs it, mail- 
ing it to the Office of Production Man- 
agement, Ref: Production Requirements 
Branch, Washington, D. C. This ae- 
ceptance must be filed with the OPM 
only once during the term of the manu- 
facturer’s three-months’ rating. 

Future from the 
same customer are legally extended to 


purchase orders 
the distributor by endorsing each order 
with the following certification: 
“Preference Rating A- , is 
applied hereto under Preference Rat- 
ing Order No. P-90, Serial No(s). 
, with the terms of which Order 
the undersigned is -familiar. This 
rating may be extended only upon 
the terms of said Order, copies of 
which may be obtained from the un- 
dersigned or from any office of the 
Office of Production Management. 


(Name of Producer or Supplier) 
Wiis acrieninass vice dansmuierree 
(Duly authorized official) 

Similarly, the distributor can extend 
such rated orders to his suppliers by 
signing the same certification on his 
purchase orders (assuming, of course, 
the acceptance has been filed with 
OPM). The distributor is permitted to 
group ratings extended to his manu- 
facturers in a single purchase order, but 
must specify the serial numbers. The 
distributor keeps one file copy in such 
a manner that it will be easily identi- 
fiable for inspection by OPM compli- 
ance officers. This copy must be avail- 
able for a period of two years. 

It is important for the distributor to 
note that his certification on an order 
is a legal representation to the govern- 
ment (violations punishable under See- 
tion 35A of the Criminal Code), and 
that he is certifying to full familiarity 
and compliance with terms of the order. 
One of the restrictions on the use of 
the order is that it be extended only 
when necessary to maintain inventories 
at a “practical working minimum.” It 
is urged, therefore, that distributors 
obtain copies of P-90 and study them 
thoroughly. 
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WORD TO THE WISE 





Recent OPM orders display a charac- 
teristic trend toward limiting the 
amount of inventory to be held by re- 
cipients of a Also, when it 
comes to distribution units, 
the amount of help granted is likely to 
shipments trom. stock. 
(Otherwise it would be possible for 
brokers who had never carried a stock 
to build an inventory in time of seare- 
ity.) Since this trend is likely to ex- 
pand rather than decline, several steps 
seem advisable for distributors: 


rating. 
assisting 


be gaged by 


lL. It will be valuable to have on hand 
figures of a fresh physical inventory, 
taken at least as recently as December 
31, 1941, 

2. Records should show whether or- 
ders are shipped from stock or direct 
from the manufaciurer. 

3. In all likelihood the premium will 
be on orders shipped from stock, since 
the government will probably make it 
difficult for anyone to build an inven- 
tory on the 
direct. 


basis of orders shipped 

1. The rendering of a full warehouse 
function is bound to stand the dis- 
tributor in good stead during the com- 
ing months. 


“END USE” DECLARATION.-—In filling 
out Form PD-25-a to apply for assist- 
ance under the Production Require- 
ments Plan, manufacturers are asked to 
declare “end use” of their products. 
Some manufacturers are beginning to 
ask that distributors supply them with 
this information on each order, in addi- 
tion to the specific rating under which 
merchandise is sold. It is felt that dis- 
tributors are not in a position to fur- 
nish “end use” information. The ana- 
lysts in PRP expect that manufacturers 
will supply such information from their 
own estimates of where the product is 
used. 

However, it is now highly essential 
that all distributors maintain a record 
system that enables them to classify 
accurately all priority-rated orders. 
With the widespread use of P-100, in 
addition to the many other assistances 
offered to various industries and proj- 
a distributor to 
classify practically every order either 


ects, it is possible for 


as defense or non-defense, and the man- 


ufacturer must have such information 
in order to continue producing at fullest 


efficiency under PR P. 


DEMAND P-100 ENDORSEMENT.—For the 
distributor, one of the most important 
changes in the new Maintenance-Repair 
order is the elimination of the stipula- 
tion that the rating must not be applied 
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if the goods were obtainable without it. 
This serves to set 


the buyers at ease 
and removes one of the commonest rea 
sons for refusal to render the endorse- 
ment. Since the distributor who fails 
to provide defense identification is al- 
ways in danger of selling himself out 
of business, it is to his interest to insist 
that all buyers who are eligible for the 
P-100 rating place the required endorse- 
ment on every possible order. It is 
likely that many distributors will adopt 
a policy of refusing to honor orders not 
carrying the endorsement when _ the 
would-be purchaser is eligible to use it. 


STOCK ORDERS UNDER P-100._Though 
the distributor cannot, under P-100, 
make up stock orders in anticipation of 
filling rated orders, he can, by accumu- 
lation. replace material that has been 
sold on priority rating. In doing this, 
he is allowed a reasonable freedom of 
action. 

OPM advises that the re-order can be 
by kind and type, but not necessarily 
by size. This interpretation will help 
him balance his stuck. 

For example, if the distributor sells 
$20 worth of 144x1 hexagon head 
screws that have cost him $15, he has 
thus built a $15 “defense purchase 
credit.” In using it, he can buy any 





Oil Well Supply 
Houses Rated A-8 


Supply houses furnishing materials 
and equipment to the petroleum indus- 
try were assigned a preference rating of 
\-8 on their orders of specified quan- 
tities of materials by order P-83 issued 
December 8. This order classifies needs 
of the petroleum industry as defense 
requirements. 

“Order P-83.” said the OPM, “gives 
priority assistance to the whole pe- 
troleum industry, because the industry 
is so organized that the supply houses 
serve as an inventory of its materials 
needs.” 

Before being entitled to use the pref- 
erence rating, a supply house must 
execute an acceptance of the order’s 
terms and must alse furnish information 
on previous shipments, inventories and 
requirements for the materials — for 
which the rating is assigned. A special 
form, PD-82-a, has been prepared for 
this purpose. 


other size of hexagon head screws, but 
of course he cannot use that “defense 
purchase credit” to buy bolts, hollow 
head screws, etc. 





OPM OFFICIALS BACK SURPLUS STOCK RECOVERY 


THAT INDUSTRIAL DISTRIBUTORS are 
on the right track in their efforts to 
release surplus plant inventories of 
tools, supplies and equipment is be- 
coming more evident every day as 
leaders of the war effort call upon 
industry and the public to trim down 
needs. (A 


to immediate national 


8 . . . . 
drive by distributers to dig out un- 


used and unneeded materials from 
industrial storerooms was advocated 
in the September issue of MILL Sup- 
PLIES and since that time supply men 
in most of the larger centers have 
fone into action. ) 

In commenting on this work, Don- 
ald M. Nelson, managing director of 
the Supply, Priorities and Allocations 


Board. said. “We know that 


manufacturers, both large and small. 


many 


are holding inventories in excess of 
present demand. Patriotic and volun- 
tary release of inventories will help 
us.” Mr. Nelson urged a complete, 
nationwide response to his appeal “in 
order that we may get these materials 
immediately without having to resort 


to the slower process of requisition.” 

William S. Knudsen, Director Gen- 
eral, OPM, had this to say: “Obsolete 
machinery, old boilers, old gears, pul- 
leys, discontinued patterns, molds, 
scraps of rods and bars and other 
steel shapes can be found lying 
around thousands of shops and fac- 
tories. Your country needs it! There 
is no longer such a thing as ‘junk’.” 
Mr. Knudsen advised plants to ap- 
point a salvage man to ferret out 
“dormant” scrap and sell it promptly, 
and asked that everyone be made 
acquainted with the program. 

Lessing J. Rosenwald, chief of the 
Bureau of Industrial Conservation, 
declared that. “the nation’s response 
to its government's appeal to ‘salvage 
for victory’ will materially affect our 
ability to meet the unprecedented new 
demands which face us. This is an 
opportunity for every American.” 

An “Operations Plan” for distrib- 
utors to use in putting the Surplus 
Stocks plan to work is available by 
writing to MILL SUPPLIEs. 
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Wide World 





War's arrival finds supply industry well prepared for super demands 


of industries concentrating all resources on military production. 


By JOHN J. WELCH, Editor 


THE ARRIVAL of total 
faces all business men with the job 


SUDDEN war 
of quickly taking their bearings in 
strange surroundings. of preparing 
themselves for operation under new 
economic conditions. There has been 
much of that stock-taking throughout 
America the past month, but less, 
perhaps. in industrial circles than 
elsewhere. for industry knows that 
it has a single war assignment: The 
production of everything possible for 
those who will do the fighting. 
There is no secret about America’s 
war strategy. It is simply to drown 
the enemy—in a tidal wave of pro- 
The Alvin York of this war 
will be American industry itself. It is 
an inconceivably great program, re- 
quiring the instant, total mobilization 
of every individual, every machine, 
every resource within industry. 


duction. 


The implications for distributors 
when indust:y goes on a 24-hour day, 
7-day week are immediately apparent. 
The will be 


strained to the utmost. The problem 


industrial machine 


of maintenance will become. all-im- 
portant. Down time for repairs must 
be kept to absolute minimum. All 
this creates industrial needs that are 
solely within the distributor's prov- 
ince. Industry must lean heavier than 
ever on the vital service of industrial 


distributors, their local stocks, ex- 
tensive service and prompt deliveries. 
The distributor is ready. Fortu- 


nately, his war assignment, instead 
of bursting out of the blue and crash- 
head, gathered 
mentum steadily during the previous 


ing over his mo- 


18 months. He became accustomed 
to heavier demands from customers: 
experience taught him much about 
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combatting shortages; he became in- 
ured to the difficulties precipitated by 
priorities. 

In short. December 7, 1941, found 
the industrial distributor doing a 
business that was greatly accelerated, 
more complicated and more vital 
than it had the years of 
peace. He found himself obliged to 
maintain larger stocks, more accu- 


been in 


rate and detailed inventory data, more 
frequent deliveries. His doors were 
remaining open longer each day and 
he was employing more people in 
every department. 

An informal survey, conducted by 
the writer who polled approximately 
100 distributors, showed these condi- 
tions to prevail within the industrial 
supply trade as the shooting started: 

Inventories 
“same as last year” to “about 60 


atte 
Ranging from 
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INDUSTRY FORECASTS 
F O R 194 2 


* 


AVIATION—AMilitary aircraft produc- 
tion has increased three-fold over 1940, 
total last year being approximately 
20,000. Monthly rate of 3,000 expected 
by mid-summer, 1943. 


* 


COAL—Production of bituminous coal 
in 1941 probably exceeded 500,000,000 
tons (compared with 452,445,000 tons 
in 1940). Output of 550,000,000 tons is 
forecast for 1942. 


* 


CONSTRUCTION—Contracts for 1941 
totalled $11,396,000,000. Civilian con- 
struction must give way to war con- 
struction in 1942 and the total is likely 
to shrink. “Engineering News-Record’'s” 
estimate for 1942 is $10,000,000,000. 


* 


ELECTRICAL CONSTRUCTION—Over- 
all 1942 business in excess of 1941 
records predicted by “Electrical Con- 
tracting”. Twenty-four-hour operation, 
speeded up processing and capacity 
volume are straining services. 


* 
UTILITIES—Output of kilowatt-hours of 
electrical utilities in 1941 was approxi- 
mately 164 billions, an increase of 20 
billions, the largest gross increase in 
any year. Kilowatt-hour output over 
1942 may be expected to continue to in- 
crease, but not at the same rate. 


* 
FOOD—Food demand of normal do- 
mestic population (about 130,000,000) 
is augmented by demand roughly 
equivalent to 20,000,000 additional per- 
sons. Because Russia has lost about 
half her best farm lands, food must 
ultimately be exported to her. Hence 
another 50,000,000 may have to be fed. 


* 
MACHINE TOOLS—Production in 1942 
will exceed a billion dollars. Machine 
tools will be produced at a rate of more 
than 1,200 units a day. 


* 


STEEL—Any substantial increases in 
capacity would require twelve to eigh- 
teen months for construction. Capacity 
production has been going on for some 
months, at an annual rate of between 
80.000,000 and 90,000,000 tons. 


per cent higher.” increases made 
necessary by expanded customer de- 
mands and slower deliveries from 
manufacturers. Most reporting dis- 
tributors expressed optimism about 
inventories, declaring that “the situa- 
tion will straighten itself out during 


the coming year.” Said one, sig- 
nificantly, “From present indications 
it should not be necessary to in- 
crease our inventory further. We 
may be able to reduce it to some 
extent.” 


Deliveries (From Manufacturers) 
—Unanimously declared to be slow, 
but not a subject of complaint by 
distributors. Manufacturer's _ prob- 
lem is recognized with sympathy and 
tolerance. “We find,” said one dis- 
tributor, “that our suppliers, with 
whom we have had pleasant relations 
for many years, are doing everything 
they possibly can to take care of us.” 
A decided slowing up within the past 
few months was reported by some, 
and the feeling that “it probably will 
get a lot worse” prevailed. 


Shortages — All distributors re- 
ported invertories out of balance, due 
to shortages in certain key lines. 
Among those mentioned were cutting 
tools (particularly drills), precision 
instruments. galvanized sheets, brass 
and copper sheets and rods. Difh- 
culties of replacement have been 
growing steadily. 


Rationing—Particularly on scarce 
items are distributors resorting to in- 
formal rationing practices of their 
own. Their guides: “priorities and 
common sense.” Some interesting 
comments: “Two stocks are main- 
tained (on cutting tools) one for de- 
fense, one for non-defense. The lat- 
ter is nearly depleted. Rationing is 
flexible, depending on the line and 
type of trade. No orders accepted 
outside regular trading area. No 
customer allowed an unusual quan- 
tity.” “When we suspect a customer 
is over-buying we will question him.” 
“Customers with a high PD-25-c rat- 
ing are favored.” Other distributors 
are allotting their merchandise (not 
covered by priorities) on the basis 
of orders in some prior interval. This 
is usually 1940 purchases, or a com- 
bination of 1038-1939-1940. (Cus- 
tomers limited to a mathematical ceil- 
ing can’t complain about unfair treat- 
ment.) Under another system, regu- 
lar customers are supplied on a 
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“first come. first served” basis. By 
a third system, the oldest, most re- 
liable customers get preferential 
treatment. The majority of distribu- 
tors indicate a wariness about taking 
on new civilian customers, and over- 
the-transom orders from new custo- 
mers are often turned down. War, 
of course, provides a good excuse 
to weed out poor credit risks. 


Padding Orders — Distributors 
dislike to discuss this. practice, but 
manufacturers say it exists. It has 
meant the development of informal 
spy systems to check on suspiciously 
big orders. Pyramiding of orders is 
also a serious problem for the manu- 
facturer. Under this practice (plac- 
ing the same order with several sup- 
ply sources in the hope that one will 
be able to fill it) the manufacturer 
is given a distorted view of the de- 
mand for his product. 


oy 

Priorities Problems — Gradually 
customers have been educated to 
provide the distributor with the in- 
formation he needs to complete his 
defense picture. Gradually, too, dis- 
tributors have learned the necessity 
for feeding defense data to their sup- 
ply sources, and they have caught 
on to the mechanics of properly ex- 
tending a customer's preference rat- 
ing to a manufacturer. By now most 
distributors have assigned some one 
capable to devote full time to priori- 
ties matters. or, in many cases, have 
created a regular priorities depart- 
ment composed of two or more peo- 
ple. In these ways it is possible to 
maintain the necessary vigilance for 
new orders issuing from Washington 
and the numerous revisions and in- 
terpretations that bear importantly 
on the business operation. 


Distributor’s Work Load—Sales 
volume is more than double that of 
1939, which in itself greatly increases 
the job of writing. editing. checking, 
making up and shipping orders. In 
addition, the extra steps required by 
priorities must now be accepted as a 
regular factor in the conduct of busi- 
ness. Distributor office help requires 
a particular skill and it is not easy to 
find the proper kind of worker when 
the staff must be expanded. This 
problem is accentuated because the 
distributor must now compete against 
high wages offered by neighboring 
defense industries. To these he has 
already lost some of his own em- 
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ployees. To the draft he has lost 
a considerable number of young men 
employed in stock rooms and on or- 
der desks. 


From the foregoing we have a 
picture of an industry that rose to 
meet a great responsibility, and did 
it despite countless new problems 
cropping up on every side. Although 
shortages have received much gen- 
eral publicity, the distributor has 
built his inventory and has continued 
to serve his customers, particularly 
those producing war materials. Two 
things saw him through: (1) He is 
a procurement expert, and, (2) he 
has real friends among his manu- 
facturer-suppliers. 

That was enough for the prelim- 
inary stage when the inexpert and 
the friendless were having their diffi- 
culties in securing goods. Now comes 
the phase of all-out war and all-out 
control wherein distributor purchases 
will require a third expediting factor 
—the government. Priorities have 
entered the distributor’s business pro- 
cedure increasingly throughout the 
past six months, but he has been 
principally a go-between for someone 
who had a preference rating. In the 
era that has now begun he will likely 
need a rating of his own if he is to 
continue in position to render instant 
service to local war industries. There 
is considerable reason to believe that 
help will come his way now that it is 
needed. In fact. the actuality of war 
forces the government to take stock, 
too, and it is inevitable that, when 
a sharper line is drawn between 
things essential and things not essen- 
tial, the distributor will be identified 
more definitely as a key factor in the 
production of war materials. In the 
last analysis this will be insisted upon 
by his best friend-in-court, his cus- 
tomer, the airplane builder, the pro- 
ducer of ships, tanks and guns, all 
of whom count on regular help from 
their local distributors when estimat- 
ing production time schedules. 

Although supply men have pro- 
gressed far toward a war basis, events 
of December 7 do alter many things 
for them. Some of their best cus- 
tomers will be cut down to skeleton 
production, if not eliminated en- 
tirely. Some of the products they 
rell. which originate in raw materials 
produced in the war zone, will go 
under the strictest controls. Included 
among the latter are mechanical rub- 


ber goods, rope and cutting tools 
which contain tungsten. 

The future can be faced with more 
confidence when some attention is 
given to accomplishments already 
made. Actual figures of military pro- 
duction are now screened behind 
censorship, but it is revealed that 
the output of military aircraft has 
grown from 561 planes in July, 1940, 
to a monthly rate of possibly, 2.400 
by January 1. Tanks, according to 
William S. Knudsen, OPM director 
general, are rolling off the line at 
better than 500 a month. That there 
is much still to accomplish is indi- 
cated by Mr. Knudsen’s declaration 
that the nation is 50 per cent on its 
way to peak production of guns and 
ammunition and 40 per cent on its 
way to the goal in merchant ship 
output. The tank program is aimed 
at a goal of 2.800 a month. The big 
bomber pregram, originally set for 
500 a month, was doubled after the 
Pearl Harbor attack, but the smaller 
figure is still far from attainment. 

The Victory production program. 
calling for an outlay of $100,000,- 
000,000 to $150,000,000,000 is. still 
on paper and will take many months 
to achieve. It can only be attained 
through sharp reductions in passen- 
ger automobiles. washing machines, 
refrigerators, etc. Bold steps in this 
direction were taken in December. 
The limitations will go on, despite the 
severity of their effect on businesses, 
labor and the economy of whole com- 
munities. 

Distributors, whose limits of serv- 
ice have always been determined by 
the needs of industry. have entered 
new fields ef helpfulness during the 
pre-war per‘od of “defense” produc- 
tion. By their familiarity with the 
men and the machines in all plants 
within their territories, they were 
able to smooth over many of the 
rough spots that appeared when the 
defense program was first beginning 
to put a strain on industry. These 
services will be of even greater use- 
fulness and assistance during the war 
period. Although such activities have 
been set forth in these pages before, 
they are summarized here for those 
who have not yet engaged in them: 


Subcontracting —Because distrib- 
utors call daily at all local plants, 
they are in a unique position to serve 
as go-between for those who have 
more contracts than their machines 
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can handle and those who have ma- 
chines but no war contracts. 


Surplus Stocks Reclamation — 
An operations plan has been de- 
veloped (and is now in use by many 
distributors} for effecting an inter- 
change between plants of industrial 
tools, supplies and equipment; the 
plant which is “long” on some items 
lists them with the distributor who 
brings them to the attention of other 
plants and handles the transaction in 
the regular course of business. Al- 
ready important quantities of ma- 
terials have been released by plants 
that had no need for them to other 
plants that had tong sought them 
without success in the open market. 
The Operations Plan will be sent to 
interested distributors who 
it of MILL Supplies. 


request 


Substitution—The “special” items 
that make for inefficient production 
in the plants where they are made, 
are rapidly giving way to “stand- 
ards,” more rapidly produced, and 
the distributor is a key factor in the 
changeover. 


Reduction of Tool Wear—Hdu-- 
cational salesmanship among the men 
in the plant, particularly the thou- 
sands of inexperienced “ workers 
drawn into industry recently, has 
been of considerable help in reduc- 
ing spoilage of tools and extending 
the life span of all operating sup- 
plies. (Manufacturers have also 
stressed this in their advertising. with 
the result that industry is well aware 
that one big answer to tool shortages 
is the conservation of tools on the 


job.) 


These are important services but, 
in rendering them, the distributor 
will not detract from his primary 
function, that of feeding operating 
and maintenance supplies into local 
plants sufficiently to keep them in 
the thick of the production war. The 
days ahead portend blood, sweat and 
tears for the supply men, but dis- 
tributors face their assignment with 
the knowledge that they were pre- 
pared for the emergency’s strain: and 
well practiced in operating efficiently 
under difficulties. Among their man- 
ufacturers, their customers and within 
their own group, there is none who 
questions that their contribution 
toward the winning of the war will 
he a major one. 
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Business Goes to War in 42 


A state-by-state forecast, condensed from a survey prepared by the edi- 
tors of Business Week especially for MILL SUPPLIES’ Market Book. 











8 
The aircraft industry is performing a production miracle. First-class military 
planes, like the bombers parked at the Martin plant above, are being delivered 
at a rate of about 2500 a month. Aircraft plants are located in California, Kansas, 
Maryland, Nebraska, New Jersey, New York, Ohio, Texas and Washington. Michi- 
gan‘s automotive plants are re-tooling for engines. 








ALABAMA New war facilities for 


shipbuilding, aluminum, steel, chemicals, 
ordnance, 


Arkansas’ few war production areas. 


CALIFORNIA California is one of 


the nation’s topmost aircraft and shipbuild- 
ing states and has experienced an indus- 
trial boom hardly paralleled elsewhere in 
country. Equally, industrial 
should expand 


and other arms work will boost 
area; at 
Sylacauga, and Talledga; 
Huntsville, Sheffield and 
Shoals; at Mobile, and at some 
Indeed, the war effort has the 
industrial im the state 


operations in the Birmingham 
Childersburg, 
at Gadsden, 
Muscle ms 
smaller towns. activity 


served to state’s considerably 


pyramid the 
gains during the past two years, for the 
year-in and 
and other 


year-out industries cotton 


textiles, and steel 


ucts, and lumbering 


Iron prod- 
have also expanded. 
From now on only a few scattered lumber 


or textile towns may lag behind the nation. 


ARKANSAS 


have boomed since 


Logging operations 
1939, but SPAB’s cut 
in home building may hit the state’s lum- 
hard. 
ordnance at 


Awards for war 
Jacksonville and 
Pine Bluff, ammonia at Marche and Calion, 
Malvern and 
Prospects for sales of 


bering industry 


facilities 
aluminum _ at Bauxite 


have been large. 


industrial supplies are most promising in 
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in the rest of the 
long as armament is in demand. 


faster than country as 
This is 
especially so because large-scale construc- 
tion of aluminum, magnesium, 
metal-working, and machinery plants, as 
well as of shipbuilding and aircraft facil- 
ities, is now under way. 

Almost all of the state’s industry is 
concentrated in and around two coastal 
industrial centers, Los Angeles and San 
Francisco-Oakland. Since the aircraft in- 
dustry is in southern California, that area 

notably San Long Beach, San 
Pedro, and Los Angeles “aircraft suburbs” 


steel, 


Diego, 


has boomed during the past two years, 
outstripping the rest of the state. The 
state’s other major war industry is ship- 
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building, concentrated at San Francisco and 
environs—Vallejo, Richmond, Oakland, 
etc., and spread out along the coast. 

Inland cities (mostly food-processors)— 
Sacramento, Stockton, San Jose, Fresno, 
etc.-have so far been by-passed by the 
war stream. 


CONNECTICUT Since the out- 


break of the war, Connecticut has experi- 
enced an industrial boom hardly equalled 
elsewhere in the nation. To begin with, 
the volatile metal and machinery trades 
(non-ferrous metals, electrical equipment, 
machinery, ete.)—-which outpace most 
other lines in periods of rising business 
activity —are overwhelmingly predominant 
state’s economy. Secondly, in- 
fant war enterprises have developed almost 
overnight into major industries. Many 
new plants for producion of airplanes, air- 
craft engines, machine guns, war vessels, 
shells, and similar armament products are 
now in operation or under construction. 
Therefore, industrial supply sales should 
continue to show better-than-average in- 
creases “for the duration”. A few isolated 
textile and other non-defense towns may 
lag, however. 


DELAWARE Industry—85% of it 


in and around Wilmington—consists pri- 
marily of such non-durable goods as ap- 
parel, textiles, and chemicals, plus some 
machinery and metal products. Gains since 
1939 have been a bit below average. 
Chemical and shipbuilding facilities are 
now being expanded, and operations will 
rise considerably. 


FLORIDA 


in the 


Activity in Tampa (to- 


bacco), Jacksonville (tobacco and diver- 
sified industry), and Miami (diversified 
industry) ordinarily gains less, percent- 


agewise, than the nation’s, but shipbuild- 
ing and aircraft work are lifting the de- 
mand for industrial supplies. Inland areas, 
dependent on lumber, have gained more 
since 1939, but prospects hereafter de- 
pend on the volume of new building per- 


mitted by SPAB. 


GEORGIA Gains in activity during 


the past two years have run at about the 
national average rate, but prospects are 
outstanding for the war period. Arms 
work includes shipbuilding at Savannah, 
bomb fuses at Macon, and a few other 
items at scattered places. Manufacturing in 
Atlanta—only 10% to 15% of the state’s 
totalis more diversified than in such 
cities as Augusta, Columbus, La Grange, 














Griffin, or Rome. Factory activity is apt to 
run fairly stable from now on in most of 
these places. 


ILLINOIS Heavy goods lines pre- 


dominate over non-durable goods in this 
diversified, third-ranking manufacturing 
state. Consequently, the impact of prior- 
ities will not be so severe as, say, in Michi- 
gan or Ohio. Of course, farm equipment, 
metal furniture, refrigerators, and certain 
other metal-working lines will be hit. But, 
on balance, any decline in overall opera- 
tions should prove barely perceptible and 
over the longer term, the Illinois outlook 
is bright indeed. Once arms work gets 
under way in greater volume, gains in ac- 
tivity are certain to run up to the nation’s 
average or better, judging from awards for 
war plant facilities thus far and the likeli- 
hood of new plant contracts to come. In 
proportion, however, these may not match 
expansion in the border states of Indiana 
or Missouri. 

The Chicago area accounts for nearly 
75% of Illinois’ total factory volume, and, 
as might be expected, new arms plants 
will be located in just about that propor- 


tion in the city and suburbs. Rockford, 
Peoria, Rock Island-Moline, Springfield 


the smaller 
In most of 


and Granite City are among 
industrial centers in the state. 


these, armament work--on armor plate, 
tank parts, engines, ordnance, etc.—is ac- 


celerating; but priorities are cutting into 
current production. Prospects, therefore, 
vary from town to town, according to the 
ratio of defense to durable 
goods capacity. 


INDIANA More than two-thirds of 


Indiana manufactures are durable goods 

steel, machinery, automobiles, and the like 
—so gains in total factory operations have 
outstripped those in the rest of the coun- 
try over the past two years. What is es- 
pecially noteworthy about this ninth-rank- 
ing manufacturing state is its more-than- 
proportionate share of defense-plant 
awards. Business gains have been pyra- 
mided already, and for the future there is 
every prospect that armament acceleration 
will produce sharper gains than in the na- 
tion. So, industrial supplies will be in 


non-defense 


great demand. 
The immediate outlook, however, is 
spotty. Curtailment of automobile, radio, 


refrigerator, and other durable consumer- 
goods payrolls may occasion considerable 
employment dislocations in _ particular 
cities such as Evansville, Fort Wayne, and 
South Bend. 

Arms work is under way in all the in- 
dustrial centers and also at small centers 
such as Charlestown, La Porte, Monroe, 
New plants are producing aircraft 
engines, airplane parts, armor plate, tank 
parts, smokeless powder, ammonia, brass, 
shells, ete., and other facilities are in the 
construction or blueprint Thus, 
factory activity in most cities is on the rise. 


IOWA Because food manufacturing is 
lowa’s major industry, gains in industrial 
production from 1939 to 1941 have been less 
than the national average. The war eff rt 
promises sharp gains —at Des Moines (am- 


ete. 


stages. 


munition), Burlington  (shell-loading), 
Davenport (arsenal), and one or two other 
places 
lag. 


KANSAS Food manufacturing is Kan- 
sas’ big industry, so activity has lagged 
Now, 
however, war promises to more than double 
the state’s factory Aircraft 


but non-defense spots are apt to 


noticeably over the past two years. 


volume. ex- 





ium), 
Monroe 
loading). 


MAINE 


ously 


Baton Rouge (synthetic rubber), 


(chemicals), and Minden (shell- 


Metal-working is ‘conspicu- 
unimportant. Thus, activity has 
lagged behind the nation’s during the past 
two years. However, the state’s long coast- 
line—-at Bath, South 
smaller harbors 


Portland, and many 
is adapted to shipbuild- 





































Starting almost from scratch on a strange new product, engineers from the locomo- 
tive and automotive industries have licked the problem of mass-producing tanks, 
and their assembly lines are now turning them out in quantity. Above, U. S. med- 
ium tanks outside the Chrysler-operated arsenal in Detroit. Illinois, Pennsylvania 








and New York have similar plants. 





pansion at Wichita is outstanding, but im- 
portant defense plants are also located at 
Kansas City (bombers), Parsons (shell- 
loading), Baxter Springs (ammonia), and 
other points in the eastern part of the state. 


KENTUCKY Louisville accounts for 


most of the state’s war activity. In addi- 
tion to new aluminum, ordnance and other 
plants the Charlestown 
works is just across the Indiana state line 
from the city. Prospects for 
therefore, far outstrip those for most other 


there, ordnance 
Louisville, 


places in the state. 


LOUISIANA 


1939 have been a bit below average, even in 


Industrial gains since 
£g 


such a diversified consumer-goods town as 
New 


25% 


Orleans, whose production runs to 
to 30% The inland 
lumbering areas have fared somewhat bet 
ter, but now be hit by SPAB’s 
War, on the other 
hand, will lift operations at New Orleans 
(shipbuilding), Lake 


of state volume. 


they may 
cut in home. building. 


Charles  (magnes 
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ing, which will lift requirements for mill 
supplies. Even so, gains in factory volume 
ae apt to lag behind those in heavy-goods 
states. 


MARYLAND Gains since 1939 have 


been supplemented by tremendous expan- 
sion of the shipbuilding, aircraft, ordnance, 
and steel industries at Hagertown, Indian- 
head, and Aberdeen, and especially in the 
booming Baltimore armament area, includ- 
ing Sparrows Pt., Middle River, Edgewood, 
ete. which normally 
Maryland 


months, 


accounts for 75%: of 

manufacturers. In coming 
Baltimore industry should out 
strip the nation’s although factory towns 
without arms contracts are apt to run. be- 
low the national average. 


MASSACHUSETTS Dominated 


by non-durable textile and apparel lines, 
the state has lagged a bit behind the na- 
tion’s since 1939, especially in the eastern 
part of the state which accounts for two- 
thirds of total industrial activity. Metal- 
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working and other heavy goods lines has _ its environs. War work is also increasing 
resulted in better-than-average gains in in central and western Michigan. Since 


Central and Western Massachusetts. More- these very centers of war work will also be 
over, machinery and ordnance plant awards hit hard by priorities orders, it is very 
have been and are likely to continue pro- difficult to foresee what the new outcome 
portionately larger in this area. of these two countervailing influences. 

In the eastern section of the state, on the But in most places, the market for indus- 
other hand, the war impact is limited, trial distributors is apt to prove among 
despite considerable expansion in ship- the best anywhere. 


building at Boston and Quincy, the super- 


charger plant at Everett, machinery work MINNESOTA‘ Since 1939 manufac- 


at Lynn and Malden, the arsenal at Water- turing activity (mostly food) has not kept 
town, and other armament activity at pace with the nation’s. But Minneapolis- 
other points. Considering that non-defense St. Paul (accounting for 60% of state in- 
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Declaration of war put the shipyards on a seven-day-a-week schedule, stepped up 
that industry’s demands for all kinds of supplies. Workmen above stand in what 
will be the bottom of one of the new C-3 merchant ships, abuilding at Newport 
News, Va. The country is ringed with shipyards, in Connecticut, Delaware, 
Florida, Georgia, Maine, Louisiana, Maryland, Minnesota, New Hampshire, New 
Jersey, Texas, and in the West Coast ports. Last month they had more than a 
thousand merchant ships under way. 





operations in the consumer-goods lines dustry) has a goodly share of metal-work- 
have just about attained capacity levels, ing, and recent gains have been near-aver- 


Massachusetts’ manufacturing volume from age. Work on ordnance and ammunition 
now on, especially in the east, is apt to — has lifted prospects there. Duluth (6% of 
lag behind the nation’s. state industry) and nearby Superior, Wis., 

constitute a twin-city shipbuilding center, 
MICHIGAN a eo” but towns in southeastern Minnesota are 


+ 1s ‘ ; apt to lag. 
Michigan economy is passing through a 


severe, if temporary period of priorities 


dislocations. Output of passenger cars and MISSISSIPPI Sharply rising lumber 


similar durable goods is being sharply operations—comprising some 50% of all 
curtailed, and it will be some time before Mississippi industry—account for the 


the heavy arms work now scheduled takes — state’s better-than-average gains during 
up This slack. But, over the longer term, the past two years. However, priorities on 
manufacturing in the state is certain to home building may soon hit this industry. 
reach new peaks. Many huge new arsenals The chief towns-—Jackson, Laurel, Memd- 
and parts plants are under construction or —ian—are distribution rather than industrial 
scheduled, mostly in the southeastern part centers. War expansion is limited, but 
of the state, where most industry is now where it occurs—as at Pascagoula (ship- 
concentrated and especially in Detroit and building) and Flora (ordnance) —opera- 
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tions are all virtually booming. 


MISSOURI Missouri’s industrial gains 


have run below the national average. How- 
ever, in St. Leuis, with over 50% of state 
volume, and Kansas City, with some 15%, 
metal-working lines are important and ac- 
tivity has riser; accordingly. Expansion of 
facilities for production of aircraft, tanks, 
munitions, explosives, and other armament 
is rapidly boosting operations in the St. 
Louis area. Demand for industrial supplies 
in Kansas City is assured by work on mili- 
tary vehicles, ammunition, and bombers. 
And priorities dislocations in these two 
centers are apt to prove but minor and 
temporary. In the rest of the state the 
outlook is spotty. 


MOUNTAIN REGION industria! 


activity in the eight Rocky Mountain states 
is widely scattered, as they account for 
only 1.1% of the nation’s volume. Of this 
total, Colorado, accounts for 33%, Idaho 
and Utah for ¥7% each, Montana for 14%, 
Arizona for 9%, while Wyoming, New 
Mexico, and Nevada share the remainder. 
Activity increased faster from 1939 to 1941 
than did the nation’s, especially in the 
lumbering and copper-mining states of 
Idaho, Montana, Arizona, and Wyoming. 
In other states, operations have been 
“slow.” But a new ammunition plant at 
Denver, Colo., and additional steel ca- 
pacity in the Pueblo area; arsenal ex- 
pansion at Ogden, Utah, new steel mills at 
Provo, and a munitions works at Salt Lake 
City, will boost prospects for sales of in- 
dustrial goods in those places. Other im- 
portant awards include magnesium plants 
at Las Vegas, Nev., and copper facilities 
at Morenci and Miami, Ariz. Lumber 
areas, however, may be affected by SPAB 
curtailment of residential building. 


NEBRASKA Because industry—60% 


of it concentrated in Omaha—is based on 
food manufacturing, activity has lagged 
during the past two years. But the bomber 
plant at Omaha, and the bomb-loading 
works at Wahoo will lift gains above aver- 
age during the war effort. 


NEW HAMPSHIRE _ Dominated 


by the shoe and textile industries, indus- 
trial activity since 1939 has increased less 
than the nation’s. Moreover, war work is 
limited to shipbuilding at Portsmouth. 
Thus, state demand for industrial supplies 
will tend to lag behind the average. 


NEW JERSEY Because of the war 


effort, industrial activity has increased at 
about the nation’s average, although the 
state usually lags behind increases in 
other areas because its factories produce a 
greater-than-average proportion of non- 
durable goods. 

Shipbuilding, at Camden, Kearney, and 
Hoboken has been the arms leader, with 
aircraft at Paterson, Harrison, Caldwell, 
etc. ranking next. Expansion of facilities 
for machinery, ordnance, and other arma- 
ment production has also spread into the 
rest of North Jersey, which ordinarily ac- 














counts for more than 75% of the state’s 
factory volume. 

For the future, then, demands on in- 
dustrial distributors are likely to increase, 
percentagewise, at least as fast as in the 
rest of the nation. Dislocations due to 
priorities curtailments can hardly prove a 
major factor in this state, since automo- 
bile, radio, and similar industries account 
for but a minor fraction of aggregate ac- 
tivity. 


NEW YORK The nation’s largest 


manufacturing state, although comprising 
a great number of diversified industries, 
depends heavily on the non-durable con- 
sumer goods. As a consequence, increases 
in factory employment and payrolls have 
run lower than those of the country as a 
whole since 1939. Within the state, how- 
ever, industrial trends vary sharply. In 
such up-state centers as the Buffalo and 
Rochester industrial areas, business gains 
have been especially sharp. On the other 
hand, in New York City, clothing manu- 
facturing as well as in the important food, 
printing, and publishing lines, has ad- 
vanced only moderately over the past two 
years. 

Most of the new armament facilities are 
to be located in the upstate centers and 
in such smaller towns as Dunkirk, Pough- 
keepsie, Elmira, Massena, etc. Thus, as 
in the past, increases in activity there are 
apt to run counter to the state trend which 


is dominated by New York City. And 
correspondingly, New York City manu- 
facturing is likely to be relatively “slow” 


during the coming all-out effort in 
spite of the major aircraft 
Long Island, and the big shipyards in 
Brooklyn and Staten Island. Even so, the 


large New York City demand for supplies 


war 
factories in 


moderately, since 


almost no 


increase 
cause 


is bound to 
priorities will dislova 


tions. 


NORTH CAROLINA Since such 


lines as cotton textiles (40% of all 
manufacturers), hosiery, rayon and other 
textiles 20% ), 
furniture, and lumbering 20% ) 
hardly lend themselves to arms expansion, 


state 


(another and 


(also 


and the state’s share of defense contracts 


is limited, suggests that manufacturing 
prospects will run below the national av- 
erage. Only Wilmington (shipbuilding), 


Badin (aluminum), and a few other towns 
particularly spurred by 
North Carolina industry has been 


are government 


awards. 


growing during recent decades as new 
plants migrated southward. But with war 


plant expansion seemingly restricted, this 
upward trend is apt to be checked. Non- 
defense industries are not likely to expand 
markedly either. 


NORTH DAKOTA AND 
SOUTH DAKOTA The Dakota- 


are essentially agricultural War 
awards have been virturally nil, and sales 
of industrial goods are confined primarily 
to replacement of parts in relatively small 


states. 


shops. 


OHIO 


Since industry here is primar- 


cigarettes, 


ily of the heavy-goods type, business has 
responded readily to the war effert, in- 
creases 1939 having exceeded the 
whole. 


since 
country as a Moreover, the state 
has been a concentration point for arma- 
ment. Proportionately, the volume of 
projected war plants is among the largest 
in the nation. War already has pyramided 
business gains, and during coming months 
it should continue to lift Ohio activity 
faster than the nation’s. Currently, how- 
ever, output of consumer durable goods 
lines is being curtailed in Akron, Toledo, 


Dayton, and other central and western 





not so dependent on forest products, and 
is a center for sharply expanding shipbuild- 
ing and metallurgical activity. There, pros- 
pects are bright. 


PENNSYLVANIA Industrial ac- 


tivity in the nation’s second manufactur- 
ing state is widely diversified, with a 
slight dominance of durable goods indus- 
tries non-durable. Gains in factory 
volume have been fairly evenly distributed, 
despite a rather 


over 


uneven distribution of 


heavy goods industries. For the state as a 






































The big Watervliet (N. Y.) Arsenal above typifies the country’s tremendous 
ordnance activity, now spread through subcontracting to almost every state. Most 
prime contractors are in inland states like Illinois, lowa, Kentucky, Missouri, Ohi> 
and Tennessee, and in the mountain and New England areas. 
working industry, ordnance manufacture requires vast quantities of cutting tools 


and other distributor items. 


* 





Ohio cities and towns. In time, new arms 
plants will move than compensate for this, 
however, and of course “priorities” fac- 


tories will adapt themselves to defense 


work. 


OKLAHOMA Gains in manufactur- 


ing activity 1939 
The bomber plant at Tulsa, the 


since have been about 
average. 
powder works at Choteau, and the airplane 
Oklahoma City 


better-than-average gains for these places; 


repair depot at promise 


but activity elsewhere may lag. 


OREGON 


Oregon's durable-goods industries such as 


Increased operations in 


lumber have lifted state gains well above 
average since 1939. These 
affected by SPAB restrictions on 
building, and se, in 


lines may be 
home 
lumber 


turn, western 


towns may be hit. But the Portland arca is 
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whole, ag¢eregate production is likely to 
accelerate somewhere faster than the na- 
tion’s, in view of (1) the existing concen- 
tration of arms plants and (2) the fact 
that priorities dislocations will) not be 
large. However, prospects are not bright 
in all industrial areas. Scranton-Wilkes- 
Barre, for instance, is heavily dependent 


on textiles and defense: work is at a min- 
imum. The Reading area, likewise, has 
but limited war awards, and hosiery pro- 


duction will be restricted by silk shortages. 
Operations are running high in Allentown- 
Bethlehem, Erie, York, Williamsport, and 
other arms centers, and in the Philadelphia 
industrial Around Pittsburgh, pros- 
pects are exceptionally bright. 


area, 


RHODE ISLAND Textiles and re- 


lated non-durable goods are chief indus- 
(Continued on page 136) 
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Basically a metal 








Ph.D. in Power Transmission 


Like the family doctor who has the confidence of all, this salesman encourages 


New Haven plant men to call him to cure their transmission ailments. 


“HERE'S OUR PROBLEM, what do you 
advise to solve it?” If he had his 
way, that’s how J. Douglas Mac Wil- 
liams, power transmission specialist 
for C. S. Mersick & Co.. New Haven 
distributor, would always be greeted 
by his customers. For with such a 
degree of confidence in his recom- 
mendations, Mr. Mac Williams feels 
he has free rein to specify the most 
efficient installation, rather than the 
cheapest. 

When Mr. Mac Williams has stud- 
ied a transmission problem, he makes 
his suggestions in a simple, matter- 
of-fact manner, carefully explaining 
why he advises a particular type of 
installation. The selling technique is 
not unlike that of a doctor pre- 
scribing for a patient. Little effort is 
made to lead up to the subject of his 
call by endeavoring to explore the 
buyer's favorite topic of conversa- 
tion. In these busy times. Mr. Mac 
Williams feels it is better to dig right 
into the business of the day. 

He has consistently tried to culti- 
vate the reputation as an expert in 
power transmission, a fact which has 
led buyers to call him in on knotty 
problems. For example, Mr. Mac 
Williams had been endeavoring to sell 
a large defense plant where the key 
buyer had formerly operated a small 
independent shop. “Your firm never 
bothered with me in the old days,” 
the buyer would say accusingly. 
“Now when I can place some big 
orders you come around wanting 
business.” 

For a time he could develop no 
entrée at this plant. Then the buyer 
ran into transmission trouble. He 
sought advice from an engineer in 
another plant who, not knowing him- 
self what to do, suggested that he 
call in Mr. Mac Williams. He was 
promptly sent for, his advice taken, 
and the defense plant finally added 
to his customer list. 
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J. Douglas Mac Williams acts as the 
doctor on power transmission ills. 


\ trip through an industrial plant 
with this salesman is not easy on 
one’s clothes, for he has no hesita- 
tion in digging into narrow dusty 
quarters to examine transmission 
equipment. His comments are signi- 
ficant: “This belt is wearing out too 
fast. That bearing is wasting lubri- 
cant, let’s do something about it.” In 
this advisory capacity, his sales are 
somewhat in ratio to what he tells the 
customer to buy. 

Mr. Mac Williams’ background is 
similar to that of thousands of other 
good supply salesmen. He started 
with Mersick as a stock-room helper, 
learning the names and uses of items. 
He listened in on conversations be- 
tween counter salesmen and custom- 
ers, and read manufacturers’ litera- 
ture. At sales meetings he heard in- 
formative talks by manufacturers’ 


representatives. In time, he began 
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waiting on counter trade and taking 
telephone orders. 

When making a sale, he thought 
in terms of associated items, or, as 
Mitt Supp.ies used to put it, “Sell 
him something more.” If a customer 
wanted packing. he checked to make 
sure there were enough packing 
knives, hooks and other related 
products. 

When Mr. Mac Williams began 
outside selling, he met many old cus- 
tomers face-to-face for the first time. 
Close observation to mechanical de- 
tail disclosed unsuspected transmis- 
sion needs in many of their plants. 
Thus, some were using open gear 
drives in highly abrasive atmos- 
pheres that wore them out in a short 
time. He studied these, and recom- 
mended more satisfactory installa- 
tion—enclosed chain or gear drives, 
V belts, or whatever would do the 
trick. 

The number of small plants in his 
territory is legion, and most of them 
are too occupied with other problems 
(today, production; in other days, 
sales) to have talent available for the 
engineering of power transmission 
systems. Mr. Mac Williams aims to 
fill this niche for all of them. 


Guns in Six Months 


One defense plant accomplished the 
unheard-of feat of producing machine 
guns within six months after receiving 
its contract—largely through the aid 
of this salesman and his distributor 
stocks. New machine tools were not 
obtainable in the time allotted, so it 
was decided to recondition old equip- 
ment and drive it from overhead line- 
shafting. The distributor furnished 
several hundred rolls of flat belting, 
large quantities of lineshafting, and 
several big motors for group drives. 
This equipment was immediately 
available, permitting the plant to get 
into production quickly. 
































The Belt-Sander \ 
i Principle \ 
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Portable Sanders 
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To Finish Wood or Metal 


Belt sanders, originally developed for wood, have a 


THE COMMON woodworking markets 
for belt sanders have recently been 
supplemented by many metal-work- 
ing applications in war plants. They 
remove die-casting burrs and fins, 
smooth machined or cast surfaces of 
any soft metal, and are useful for 
finishing and polishing cast, drop 
forged, heated or heat-treated steel 
elements and surfaces. There are, of 
course, specialized belt sanders for 
metal-working, but for many types of 
jobs, available woodworking equip- 
ment can be pressed into service. In 
addition, there are such unusual sand- 
ing applications as finishing felt hats 
and heels. 
don’t feel that your only abrasive-belt 


and shoe soles Hence, 
customers are woodworking shops 


and pattern departments—suggest 
the same process for suitable metal- 
working jobs as well. 

There are, of course, as many va- 
rieties of belt sanders as there are 


makers. Practically all, however, are 
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broad field of usefulness in finishing the tools of War. 


based on the principle shown in Fig. 
A. having an endless coated abrasive 
belt running over two or four pulleys, 
one of which is power-driven. Essen- 
“A” and “B,” Fig. A. 


If four pulleys are used, the setup 


tial pulleys are 
includes “C” and “D.” Two-pulley 
units have one pulley tightened by 
rack and pinion: on four-pulley units. 
one is a counterweighted idler. The 
belt may run abrasive side in or out. 
depending on the job, and a platen or 
sanding block is used to apply pres- 
Hand blocks are 


usually canvas covered, and _ platens 


sure where needed. 
also may be, with wax or graphite 
put on them to reduce friction. 

The four basic sanding machines 
are shown in Figs. 1 to 4. The hand 
block sander of Fig. 1 is most com- 
mon, the belt being pressed against 
the work by a hand block. A varia- 
tion, without hand block, is operated 
by pushing the work against the belt 


directly. In the lever-stroke sander of 
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Fig. 2, the sanding pad is adjusted 
for position and pressure by a hand 
lever. For automatic sanding of a 
surface, the automatic-stroke sander 
of Fig. 3 has a stroke mechanism, but 
pressure is adjusted by hand lever. 
In the edge sander or “surfacer” of 
Fig. 4 the work is pressed against the 
belt as it moves over a fixed platen or 
table. These units are often set verti- 
cally with a table adjustable to per- 
mit desired work areas to be sanded. 
Others can be set vertically, horizon- 
tally, or at any angle desired in 
beveling. 

Variations for special jobs are end- 
less. Some machines, notably those 
for circular work, have no block, the 
work simply being pushed against 
the belt. 
automatic feed and takeoff mechan- 


Such machines often have 


isms or special holding fixtures. 
When the belt runs with its abrasive 
side to the pulleys the latter are rub- 


(Continued on page 138) 
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West Coast Distributors 
“KEEP EM FLYING” 


Are you serving as an ‘Expeditor” for local War indus- 
tries? Wallace Campbell, of Campbell Hardware in 


Seattle, tells how it's done for the vital Boeing plant. 


By HENRY W. YOUNG, Pacific Coast Editor 


Our west where building airplanes 
is the big new industry. the industrial 
distributor's function has been put to 
one of the sternest tests in the coun- 
try. Here whose 


was an industry 


success or failure in rising to a tre- 
mendous production volume could 
tip the scales one way or the other 
in the world’s struggle to remain free. 
Just as the demands on this industry 
were of unpre¢ edented proportions. 
so, in turn, were that industry's de- 
mands on the local distributor. 
Serving the pressing needs of these 
lurgeoning defense plants is produc- 
of the tradi- 


ing a_ transformation 
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tional methods of industrial selling. 
according to Wallace Campbell. gen- 
eral manager of the Campbell Hard- 
\s Mr. Campbell puts it. 
War 


quires an intensification of the extra 


ware Co. 


“Selling today’s plants re- 


services of the industrial salesman. 
He must learn to operate as a field 
assistant for the defense plant—an 
expeditor for its purchasing depart- 
ment. 

Discussion of the subject with Mr. 
Campbell quite naturally turned to 
Seattle's biggest defense plant, the 
Boeing Aircraft Co. It stretches for 
half a mile along one side of highway 
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99 as you drive into town from the 
South. On the opposite side of the 
highway is the flying field. From far 
off you can see a camouflaged, tor- 
pedo-like bomber hurl itself into the 
air. followed by others taking off for 
their test or delivery flight. As you 
draw closer, more are seen on the 
ground. These are the Bostons, Brit- 
ish name for the DB-7 attack bombers 
being made under license agreement 
with Douglas. They are a fraction 
over 47 ft. long with a wing spread 
a little over 61 ft., gross weight 20.- 
314 Ibs. Each carries a pilot. bom- 
bardier and two gunners. As lo speed 
and armament, hush, hush! 

But what really stops the motorist 
as he draws towards the administra- 
tion building is when one of the 
Boeing Flying Fortresses (B-17E) is 
drawn across the highway from fac- 
tory to field by a small tractor. It 


stops him literally because in length 














it spans the six-lane highway. At 
the edge of the field six or eight 
more are standing around, all being 
checked and readied for test, and on 
the far side of the field wait still 
more. It is on these two types of 
bombers that Boeing is now concen- 
trating production. 


In selling to Boeing and other de- 


q 


Pride of the Boeing plant, the Flying 
Fortress, has revolutionized Euro- 
pean ideas of long-range bombing. 
Here’s one on a test flight over Puget 
Sound. 


» 


Because a fuselage is basically a 
shell made up of light-weight metals, 
without an internal frame to give it 
structural strength, the assembly must 
be fabricated with the aid of many 
accurate jigs and fixtures. Here a 
workman builds a fixture, using a 
distributor-bought grinder, wheel and 
goggles. 


Oo 


A Transatlantic Clipper goes together 
with an electric drill (right) and a 
pneumatic riveter (left). Welding is 
coming to the fore, also, for this type 
of work, ushering in a steady volume 
of business in welding rods. 


Mia 








Mr. 


everything the distributor does should 


fense plants, Campbell says 
be predicated on the time element. 
“The ordinary routine call, made just 
to maintain contacts with the pur- 
chasing and shop departments, is out 
for the duration. Every call must 
have a definite purpose. Even when 
the salesman has been specifically in- 
vited in to bring his extensive knowl- 
edge of products or sources of supply 
to bear on a peculiar problem, he 
should arrive with all the needed in- 
formation all marshalled and ready 
for use. 

“Saving time for the customer is a 
distributor function that extends in 
other directions, too. Take, for ex- 
ample, the manufacturer’s represen- 
tative who thinks he has something 
of vital importance. If, for some 
simple reason, the salesman sees that 
it has no application at all, the sales- 
man should say so at once. If there 
is a possibility of using it, the sales- 
man should study the question thor- 
oughly before endeavoring to ar- 
range an appointment with the de- 
fense plant’s executives. If the sales- 
man knows the plant as he should, 
he can spot these ‘impossibles’ with- 
out bothering the customer.” 

There are borderline cases, of 
course, where exceptions to such a 


rule should be made, Mr. Campbell 
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admits, recalling one instance where 
he agreed tu introduce a manufactur- 
er’s man who had a product that was 
being used by other aircraft manu- 
facturers. In advance of the meeting, 
however, he worked with the manu- 
facturer to marshall all the facts, pro 
and con, so as to make the presenta- 
tion as brief and factual as possible. 
The purchasing agent's “no” was 
qualified with the remark that the 
product would be usable if certain 
changes in design were made, so the 
interview ended on a point of clear 
understanding and a stepping stone 
for further progress for that manu- 
facturer. 


Keep Them Posted 
“Another service of exceeding im- 
portance to defense plants is that of 
keeping them posted on new develop- 
ments in the manufacturing field— 
new techniques they can adopt, new 
tools, 


provements in equipment. This can 


new materials, and new im- 


* 


By relying on industrial distributors 
to maintain adequate stocks for im- 
mediate delivery, the aircraft plants 
avoid the need to give valuable 
space to warehousing of their sup- 
plies. Instead they devote all pos- 
sible plant capacity to their main job: 
producing the implements of War. 


7% 
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be done only with a thorough back- 
ground of the customer’s production 
problems,” Mr. Campbell points out. 

“The airplane manufacturing busi- 
ness is so new, and. is undergoing 
such rapid and spectacular changes 
that everyone connected with it must 
stand watch for every means of speed- 
ing up production or improving the 
product. Manned though they are 
with the finest engineering and pro- 
duction talent in the country, the air- 
craft plants are bound to have oc- 
casional blindspots which can be 
plugged by wide-awake, enterprising 
industrial salesmen,” in the opinion 
of Mr. Campbell. 

As a rule the aviation plants en- 
deavor to spread their business among 
several distributors. Priorities are 
furnished on the spot with orders, 
consequently the distributor has lit- 
tle difficulty in obtaining merchan- 
dise. 

Mr. Campbell sums up the job of 
selling airplane plants this way: It 
is the salesman who pays closest at- 
tention to their problems, makes him- 
self most useful with extra services. 
and who observes the strict rules of 
business these firms have had to es- 
tablish, that will get his share and 
more of their purchases. This is, 
after all, only an intensification of 
what is expected in normal times. 
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Are Sales Blitzing Service? 


Distributor executive cautions against becoming sales hungry 


and service shy. Urges continuation of sales training program. 





x 








Conferences such as this are used to formulate plans for sales meet- 
ings and product campaigns. In the huddle, left to right: J. F. Bennett, 
Chester Broyhill and John W. Hartz, C & H president. 








By J. F. BENNETT, Vice-President, Couch & Heyle, Inc., 


Peoria, IIl. 


IN THIS PERIOD of hustle and stress, 
I believe the industrial distributor 
should be more careful than ever to 
keep an eye to the future. The tempta- 
tion to become sales hungry and 
service shy is strong. Streamlining 
for defense offers an easy excuse for 
discarding or  short-cutting — time- 
tested sales policies. All-out service 
can be too glibly interpreted as 
service to a few big accounts and 
little or nothing to the multitude of 
small concerns. 

Let’s not mortgage the future and 
jeopardize our hard-earned recogni- 
tion by accepting such excuses as 
reasons for neglecting to do a com- 
plete job. Intelligent, product-wise 
manpower, efficient service and qual- 
ity merchandise have made the dis- 
tributor an all-important adjunct to 


every industry. Let’s keep that rec- 
ognition intact by educating our men 
to understand and solve customers’ 
problems more intelligently and thus 
sell our products and services more 
wisely—not for today only, but to- 
morrow as well. This requires regu- 
lar sales meetings, discussion periods 
and systematic product campaigns. 
These all require time which | know 
can be found if everyone in an or- 
ganization will make a few sacrifices. 

Don’t think that Couch & Heyle 
wasnt bowled over by the sudden 
We were. 


Orders came thick and fast. 


impact of the war effort. 
Paper- 
work mounted higher and _ higher. 
Back orders were stuck on every 
available spindle. Outside salesmen 


were constantly harried by phone 


calls to rush here and dash there. 
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Routine schedules were tossed aside. 
Part of that nightmare is over 
now, at least, as far as Couch & Heyle 


is concerned. It was a chore to 


bring order out of confusion. But it 
has had an amazing vitalizing in- 
fluence on the organization. We're 


not back to normal by any means. 
Some compromises and changes had 
to be made, of course. 

For example, during the past few 
months our outside men found it 
almost impossible to answer emer- 
gencies and maintain their regular 
routine calls too. On top of the 
extra demand for their services, they 
were spending an average of 50 per 
cent more time per call answering 
priorities questions. Despite the rapid 
changes in priorities rulings, we've 
been able to keep our men_ well- 
informed by holding meetings every 
Saturday morning. By so doing 
weve been able to save time for 
them as well as: their customers. 

Another time-saving stunt which 
is working successfully for us we 
call the “floating trouble-shooter.” 
Each man has a territory for which 
he is responsible. Yet, we reasoned, 
that unless he were freed of a certain 
amount of rush calls he would have 
no choice but to neglect many good 
customers on his regular schedule. 
To offset this we’ve arranged a stag- 
ger system among the outside men so 
that each week one will operate from 
the office. 


to answer emergencies from all ter- 


It is this man’s sole duty 


ritories during that period. Of course, 
the other men keep in constant touch 
with the office, too, and can take 
over an occasional call near them. 
At least once every two weeks the 
office and inside sales organization 
stay after closing time for a short 
discussion and clarification of new 
priority rulings. This is done in or- 
der that the inside organization can 
(Continued on page 142) 
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Peak production of the chromite 
mines on the island of Luzon must 
be maintained for the U. S. War 
effort. Philippine distributors serve 
these mines in many ways. 


* 


The sudden extension of the War to the 
Far East last month reminded the editors 
of Mitt Suppwies that they had in their 
midst a “foreign correspondent” newly re- 
turned from the Orient. The author of this 
article, Walter Holmes, re-joined Miu Sup- 
pLies as a Field Editor only two months 
ago, after several months of travel in the 
Far East. 
lost his keen interest in distributor activi- 


While globe-trotting, he never 


ties, and called on many mill supply people 
Thus, 


when war flared up, he was able to dig 


in the far-off countries he visited. 


into his pack and produce these pictures 
which, with his personal impressions of 
business methods in that region, will be of 
interest to all. Before the month was out, 
he had answered his country’s call by vol- 
unteering for active duty in the Naval 
said he, “has to 


Reserve. “Somebody,” 


deliver supplies to the War Zone.” 


Distributors See War Action 


When Hitler's little yellow pals treacherously struck 


at American territory one peaceful Sunday morning, 


Fer East distributors felt the impact of first war action. 


By WALTER HOLMES, Field Editor 


(AMERICAN DISTRIBUTORS in the Philip- 
pines and Hawaii are now in the front 
lines of action. How they are serving 
industrial communities under attack 
is not yet known, for at this writing 
no cables have been received from 
Pacific Island distributors since the 
war broke out. It is known. however. 
that during the period when defenses 
built, 


dered service of incalculable value to 


were being distributors ren- 
the Army, Navy and Marine Corps. 
Manufacturing sources here tell of 
large shipments of contractors’ sup- 
plies made to Manila distributors for 
construction of airports and steel for 
radio towers. An ample stock is re- 
ported to be on hand, and more en 
route, 

Distributors in this new War zone 
operate on much the same plan as in 


this countrv., with a staff of outside 
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salesmen canvassing their customers. 
hey maintain an even larger stock 
of merchandise than is carried here. 
lt is the difficulties of transportation 
that compe! them to carry larger 
stocks, and it is these stocks which 
have enabled them to serve so well the 
defense-building activities of the U.S. 
armed forces. Firms operate under 
the same priority regulations as U. S. 
distributors. with some extra assist- 
ance granted because of the strategic 
importance of the islands. (Less than 
a week before war broke out, the 
editor of MILL SUPPLIES was in cor- 
respondence with a Hawaii distributor 
on priority interpretations). 

During the summer of 1941, and 
earlier in 1935-36, I was in most of 
the Far Eastern ports where military 
action is now taking place. It was 
interesting to compare conditions this 
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year with those of other days when 
I rambled through this part of the 
world making the acquaintance of 
many industrial distributors. 


The Philippines, Pre-War 


Manila was tranquil, this summer 
of 1941. New docks, new office build- 
ings. and new homes had been erected. 
Thousands of additional soldiers and 
sailors with money in their pockets 
sent cash registers jingling merry 
tunes. Our military force here was 
stronger than ever, while the Japanese 
were weakened by a long China cam- 
paign. It was felt that our Philippine 
fleet of submarines and warships, plus 
the forts guarding key points, would 
make quick work of invaders by sea. 
Everyone agreed that the Japanese 
could land on the islands, if not de- 
tected by the Navy. There are ap- 
7.000 
Philippine group. 


proximately islands in the 

Financial control of the islands was 
mainly in the hands of Americans and 
Spanish-Filipinos, the ancient aristo- 
crats. A friendly rivalry existed be- 
tween these two groups. The Japanese 
were not supposed to own property in 














Offices of the Manila Machinery & 
Supply Co. face one of the many 
canals for which Manila is known 
as the Venice of the East. The firm 
is believed to be untouched by the 
War, and is still being shipped goods. 


* 


Industrial supply salesmen in the 
Philippines are pioneers in spreading 
the gospel of mechanization to mines 
and lumber camps. The salesman, 
right, who is with the Pacific Com- 
mercial Co. of Baguio, Luzon, travels 
almost impassable roads through 
areas populated by the primitive 
Igorotes. This road is the moun- 
tainous “hell trail’ to Baguio, where 
landslides, jungle ambush and trop- 
ical storms would take heavy toll of 
Japs invading from the north. 


the Philippines, but in fact they did 
control the hemp industry, the fishing 
industry, and accounted for one-third 
Manila. The 


Japanese worked hard to sell them- 


of the retail sales in 


selves to the Filipino people, but with- 
out success. Natives had respect for 
American quality and fair dealing. 
Now that we are at war, the Japa- 
like to 


among the people, but the opportunity 


nese would create unrest 
is not good. For example, I talked 
with a 


port of chromite ore, so necessary in 


citizen in Masinloc. Luzon. 
aviation parts. He told me that sailors 


from a Japanese ship landing there 


were watched suspiciously from the 


houses, and followed by the men of 
the village, and that no friendly word 
was spoken. 

Highways lead into Manila from 
the chromite mines near Masinloc on 
the West coast of Luzon island, from 
the lumber and gold mining sections 
and from the northern 
tip of the island. Most of the roads 


in the center. 


are gravel. and many lead through 
mountains and deep jungle offering 
natural advantages to the defenders. 

In this section of the island live 
the primitive Igorotes, courageous lit- 
tle men, very skilled in the use of the 
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knife. 


cans, they will take no prisoners. It 


Unless restrained by Ameri- 
is officially denied that the Igorotes 
still practic> head hunting and the 
eating of human flesh. White men in 
these remote areas are fair and 
friendly with the Igorotes, but the 
attitude of the natives toward invad- 
ing Japanese would not be nearly so 


amiable. 
China Industrializes 
Slowly and Painfully 


In Shanghai, there had always been 
constant apprehension in regard to 


(Continued on page 146) 


67 


Loose-Leaf 


Replacement sections, delivered and inserted personally by salesmen, keep -pur- 
chasing agents always up-to-date. 


By R. E. KRAMER, President, H. Channon Co., Chicago 


WHAT PURCHASING AGENT likes to use 
a catalog that’s out of date? Can the 
industrial distributor afford to skip 
this question as one for which there is 
no answer? Must the outside sales 
force be continually handicapped by 
buyers referring to stock items cata- 
loged and listed several years previ- 
ous, necessitating a hurried scramble 
through a stack of price sheets in an 
effort to bring him up to date? 
Should a supply house open its purse 
string and give away catalogs to every 
Tom, Dick and Harry just because 
they might spend some dough some- 
At H. Channon Co., we think 
there is an answer to most of these 


time? 


questions in the make-up and distribu- 
tion of our new sectionalized catalog. 

Before the harrowing task of pre- 
paring our new catalog was under- 
taken, we decided that it was going 
to be different 


remain a live buying factor from the 


that it was going to 
date of issuance. This was achieved 
by compiling data in related sections, 
then binding part of the finished 
books in the standard form and the 
remainder in loose-leaf folders. Both 
covers are of the same design, but in 
the loose-leaf book related items are 
bound in sections and may be easily 
removed. 

By arrangement with our printer, 
one or sections released 


more are 


every 60 days so that nine sections 
are replaced yearly. Each new sec- 
tion includes latest product informa- 
tion and prices. Some sections change 
very little over the period of a year, 
while others change frequently. On 
daily and weekly price changes, the 
sales force continues to receive these 
notifications on price sheets as usual. 
Before a section is to be replaced, the 
printer is given latest information on 


prices and new products introduced 
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Catalog 





(Above) Harvey Stein, inside sales- 
man, shows how sections are bound. 
They can be easily inserted in the 
loose-leaf binder. Only purchasing 
agents get the loose-leaf book. 
Bound volumes are mailed to plant 
+» men—foremen, superintendents, etc. 
designated by the p.a. 


(Right) With the new sectionalized 
catalog under his arm, A. E. Sparks, 
Channon salesman, sets out to make 
a presentation. 


* 


by our manufacturers. The printer 


then re-makes only those pages 
affected and runs off the entire 


section. 
The 


method of keeping the catalog a live 


sectionalized catalog is a 
sales tool, but is only a partial answer 
to the whole problem. The next step 
was to devise a distributing plan 
the 

page 


maximum 


144) 


which would assure 


(Continued on 
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Selective distribution to minimize small orders. 
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Man And His Tools Through the Ages 


We accept hand tools as commonplace—but tools 


were the prime factor in lifting man from savagery 


MAN’s PRoGREss through the ages 
has been paced by his development 
and use of hand tools. Neanderthal 
man, over a hundred thousand years 
ago, first hegan development when 
he selected crudely shaped hammer 
stones with which to form chippable 
stones into flaying and_ skinning 
knives, scrapers, spearheads and 
crude hand axes. Our ancestor, Cro- 
Magnon man, took the next great 
advancing step when he fitted crude 
handles to chipped and shaped rocks 
and this developed the axe and the 
hammer in essentially their present 
form. A very, very smart ancestor 





was Cro-Magnon man! 

These two tools provided the basis A corner of the model of the 1746 shop of Thos. Sharp, made by Henry A. Pen- 
for working out innumerable others, Choen. Note the wood lathe, driven by countershaft from a hand-cranked pulley. 
as man’s increasing development 
made them necessary. First, of 
course. any tool usually served both 
utilitarian and defense uses; only 
within recent centuries has man 
undertaken the process of specializa- 











(Continued on page 140) 
* 


Models o! cabinet-maker’s tools of 
200 years ago. At bottom center are 
spoke shaves, compass, hand and 
early scroll saws. Above them are 
a group of block planes, rabbeting 
planes, angle saws and bevel planes, 
depth gages, dividers, brace and 
wood clamps. Flanking them on 
each side are squares, compasses, 
flute scrapers and wood-turning tools. 
Except that forms have been stream- 
lined with the adoption of metal 
frames, the tools are essentially simi- 
lar to basic ones of today. 
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INDUSTRIAL PLANTS with war contracts 
must quickly look to their protection 
against air raids, and examine their 
facilities for blacking out buildings 
while providing the best possible de- 
gree of safety for workers. In this 
new and strange requirement for 
American industry, salesmen can per- 
form a typical extra distributor serv- 
ice by assisting their customers in 
adopting practical methods of seeking 
security. 

First, of the types of bombs used 
by the enemy. demolition and incen- 


likely to be 


demolition 


bombs are 
The 


designed to demolish buildings. Its 


diary most 


dropped. bomb is 
weight runs from 50 to 550 Ibs. and 
its penetration power depends on 
of the 
weight and type of building struck. 


Government figures show that a 500- 


factors such as height raid. 


lb. demolition bomb will cause a 12 
to 23-ft. 


gravel, or 


crater in earth, sand or 
2) ft. in reinforced con- 
\ 23-ft. thickness of sand will 
stop fragments from such a bomb at 
50 ft. 


Incendiary bombs weigh as little 


crete, 


as two pounds, and are often stopped 
on the attic floor of a residence, for 
example, after passing through the 
roof. Two inches of sand spread on 
attic floors has proved to be effective 
protection. 


70 


Flying glass is one of the greatest 
dangers during an air raid. A high- 
explosive bomb can shatter glass at a 
distance of 200 ft. 


against this hazard, the authorities 


For protection 


recommend a wire netting installed 
immediately skylights 


against windows in working areas. 


below and 


Keeping Light In 

An important phase of efficient 
blackout is complete obscuration of 
inside lighting which must remain 
burning. This is done by blocking 
normal wall openings so that no light 
gan be seen outside. The means of 
doing it include the application of 
paint or other materials directly on 
the glass, placing shutters outside, or 
the installation of blinds, screens or 
canopies inside. 

Painting the windows is a quick, 
certain method, although it has ad- 
missable drawbacks, chief of which is 
the necessity for day-time lighting by 
artificial means. The paint may be 
black or green. The Office of Civilian 
Defense mentions a one-coat, black 
water paint available in 25-lb. cans 
(enough for 900 sq. ft. of glass area). 
It can be applied either by brush or 
paint spray. 

The OCD also suggests the use of 


adhesives to prevent flying glass. 
Thus, linen, hemp, muslin or tough 
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paper can be glued to the glass, using 
some non-inflammable adhesive (an 
adhesive coating can be made from 
flour paste with five per cent glycer- 
ine). Adhesive tapes are useful, but 
OPM specifically requests that surgi- 
cal tape not be used, because it is 
essential for its own purpose (and 
contains scarce materials such as rub- 
ber and zinc). 

Many plants will feel it advisable 
to construct air raid shelters for their 
workers. This is a technical problem, 
on which there is now a considerable 
fund of accumulated 
from the experience of Britain. One 
of the best sources of data is a 25- 


information 


cent publication Protective Construc- 
tion, available as Bulletin No. 1 of 
the Division of State and Local Co- 
operation, Office for Emergency Man- 
agement, Washington, D. C. 


Plant Organization 


Industrial organization should be 
prepared to act for their own protec- 
tion when an air raid threatens, with- 
out dependence on civil authorities 
so far as possible. 

A fire brigade should be organized 
and taught to deal with incendiary 
bombs. In vital areas, air raid war- 
dens should be organized to watch 
for planes, carry messages when com- 


(Continued on page 134) 


















BECAUSE OF HIS essential importance 
to war industries, the industrial dis- 
tributor is likely to feel the first 
effects of the vast program of sabo- 
tage afoot in America today. The ex- 
perienced saboteur knows only too 
well the paralyzing results which can 
be achieved by striking at sources 
of supply. It was one of his most 
effective methods in the last War, 
and is one of the telling practices 
today in Europe. 















































(For this reason, 
and because of air raids, the eco- 
nomic controllers in England dic- 


The Dies Committee says 300,000 people are engaged subversively in 
the U.S. Don't think they are not looking at the industrial distributor. 


Saboteurs may work their havoc 


in any one of a hundred ways—by 
fire, explosion, theft, germ culture 
or work One of the 
handicaps in dealing with the sabo- 
teur is that. while looking for him, 
it is often impossible to know what 
he looks like. He may talk with loud 
patriotic fervor and take part in 
volunteer defense organization, both 


stoppage. 


to disarm suspicion and to find new 
opportunities for his insidious acts. 
He may have a charming personality. 
He may even have “good character” 





money to burn; some have engaged 
in sabotage to prevent torture of 
relatives in the dictator countries.) 

Another handicap is the failure to 
appreciate the gravity of the situa- 
tion. As Senator J. Parnell Thomas 
of New Jersey remarked more than a 
year ago, “Today’s alarmist is to- 
morrow’s prophet.” The treachery 
of the Japanese assault on our Far 
Eastern territory one quiet Sunday 
morning last month, while Jap diplo- 
mats talked peace in Washington, 
should quell any doubts that the 















tate a strict policy of decentraliza- 
tion of supplies). 


of a sort. 


easy prey to 


(Debt-ridden people are 
enemy 


enemy will stop at anything to gain 


agents with his ends. 





TO COMBAT INDUSTRIAL PLANT SABOTAGE 


. Urge adequate floodlighting systems that elim- 


inate shadows. 

Recommend steel fences to keep out unau- 
thorized persons. 

Suggest individual draftsmen’s lockers for 
confidential drawings. These can be locked 
before being taken to a central vault for the 
night, and will prevent an enemy agent from 
posing as a draftsman to view drawings. 

See that the customer protects vital controls 


~] 


and equipment. 

Check arson possibilities. Sell fireproof waste 
containers, fire extinguishers, sand boxes and 
scoops to throw sand on flames. 

Recommend loud speaker and alarm systems. 
Sell industrial tape, adhesive mixtures or wire 
netting to prevent flying glass from causing in- 
juries in case of explosions. 

Suggest strong mesh screen at windows to pre- 
vent bombs being thrown in from the outside. 


TO COMBAT DISTRIBUTOR SABOTAGE 


Men 


dressed as truck pickup drivers have been 


Keep strangers out of stock rooms. 


known to wander at will through the stock 
rooms of distributors. 

Notice if employees are fraternizing with 
suspicious characters. Fingerprinting, recom- 
mended by the Federal Bureau of Investiga- 
tion, won't be resented by the honest em- 
ployee. He'll welcome it. 

Take protective measures in washrooms and 
other places where windows open on the street. 
Through them contact might be established 
with an accomplice. 


1 


~ 
. 


Adopt some type of burglar alarm that will 
sound a warning of night prowlers. 

Take steps to avoid the chance of keys being 
obtained from executives by force, and used 
to obtain entrance. (A.D.T. services prevent 
this possibility ). 

Be sure the night watchman is physically fit 
to handle an emergency situation. He should 
not be a decrepit old gentleman with impaired 
eyesight, hearing or ability to defend himself. 
Have a loud speaker system through which 
help can be summoned and general warnings 


issued. 
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Deprived of Priorities 


OPM's second punitive order is directed against plumbing 


supply house for false statement 


For violation of priorities regula- 
tions, a plumbing supply house in 
Brooklyn, Lieb & Buchalter Co.. has 
been deprived of all priority privl- 
leges by the OPM. Issued as Suspen- 
sion Order No. 5-2. the action serves 
the distribution industry 
that the OPM is alert for violations 


by distributors and will take appro» 


notice on 


priate steps to punish recalcitrants. 

. Suspension Order S-2 is similar to 
the first. priorities crack-down two 
ago 
foundry in Chicago (MILL SupPLieEs, 


months aluminum 


against an 
November), \put the penalties im- 
posed are mére severe in that all 
priority assistance of every kind is 
withdrawn while the suspension order 
(until March 1). 


Buchalter was accused of 


is in effect 
Lieb & 
attempting to place an order for 4,740 
ft. of brass pipe and 720 ft. of copper 
tubing with a false statement that the 
order was entitled to a preference 
rating of A-10 because the material 
was to be used as emergency inv¥en- 
tory for three Brooklyn hospitals. 


Inquiry revealed that the company 


72 


had no such orders for the hospitals 
named. 
Donald M. 


Director of Priorities. on 


Signed by Nelson. 
Dec. 20. 
the order states that “deliveries of 
material to Lieb & Buchalter 


shall not be accorded priority 


No Cut in Fire Hose 


Processing of rubber for the manu- 
facture of fire hose and other fire- 
extinguishing apparatus is permitted 
under an amendment issued Dec. 27 
to the earlier order which sharply 
restricted rubber consumption and 
prohibited most sales of tires. 


Additions to E-2-a 


The cutting tools order E-2-a, 
which restricts the sale of a_pre- 


scribed list of cutting tools to defense 
orders only, has been amended to in- 
clude two additional products—metal- 
cutting shear knives and metal-cutting 


circular saws. 
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PD-3 Extension 
Simplified 

Extension of preference ratings on 
Army and Navy orders involving less 
than $500 worth of material has been 
simplified by a new system, an- 
nounced last month by the Division 
of Priorities, which permits a manu- 
facturer to extend such an order him- 
self, without requiring a contracting 
officer to execute it. This privilege 
may be used, however, only if the 
material to be obtained by the rating 
is to be physically incorporated into 
the finished product. 
the 
manufacturer simplified certifies on 


To make such an extension 
his purchase order the rating applic- 
able to the order. 
issuing bureau, the number of the 


the name of the 


prime contract, the serial number of 
the certificate being extended, and 
then types on the order paragraph 
No. 3 of the PD-3 form. 

Copies of purchase order so certi- 
fied must be distributed by the manu- 
facturer to the supplier (one copy), 
to the supply arm or bureau of the 
Army or Navy initiating the prime 
contract (one copy), and to the Di- 
rector of Priorities in Washington 


(one copy). 

















New Curbs On 
Manila Rope 


Drastic restrictions on the sale of 
Manila cordage were ordered by the 
Office of Production Management last 
month in a further amendment to 
General Preference Order M-36 cov- 
ering Manila fiber and cordage, which 
is imported from the Philippines. 

The sale of Manila cordage to the 
mining industry is eliminated. 

Further manufacture of Class C 
cordage is prohibited. Such cordage 
consists half and half of sisal rope 
and Manila cordage. Stocks now on 
hand or in process of manufacture 
may be sold. 

Under the latest amendment, Ma- 
nila cordage may be sold by process- 
ors and dealers only for the following 
categories of orders: 

1. Defense orders accompanied by 
preference rating certificates (not in- 
cluding a Preference Rating Order) 
having a rating of A-1-j or better. 

2. Commercial marine usages in 
vessels engaged in the carriage of 
cargo or passengers. or in towage, 
lighterage or fishing for commercial 


2S 


fish markets or canneries. and usages 
for shipbuilding. (Boats used in 
taking out sportsmen for hire are 
excluded ). 

3. Oil wells and gas wells—for 
drilling cables only. 

Sales of existing stocks have been 
further restricted. Previously such 
sale was permitted in lengths of 540 
ft. or less. Now it is limited to 200 ft. 
or less, provided the rope has already 
been cut in such lengths. 


A-3 Rating for 
Mine Repairs 


Distributors in mining areas will 
benefit from an amendment to Prefer- 
ence Rating Order P-56, announced 
last month by the Priorities Division, 
which grants an A-3 rating to mines 
for the acquisition of repair, mainte- 
nance and operating supplies. The 
clause of particular interest is the 
one which assigns the extendible 
rating to mines for both new mining 
machinery and for repairs. 











To bring before potential subcontractors the war products they could make, 
the OPM last month toured the country with three special trains. Six of the 
eight cars on each train were filled with samples of needed items, the other, 
two houses a staff of 36 experts who explained the program. Events of Dec. 7 
intensified the pressure for subcontracting. 





“B” Ratings Now Mandatory 


Priorities Regulation No. 1 also amended to speed deliveries 
by allowing ratings to be assigned before an order is placed. 


Priorities Regulations No. 1, the 
basic document which governs the 
operations of the priority system, was 
amended last month with several 
changes of importance to jobbers. 

Most important of the changes is 
a requirement that all orders bearing 
a priority rating, including “B” 


ratings for essential civilian orders, 








Inside the "Defense Special” Major 
W. J. Purcell of the Army Air Corps 
explains the “bits and pieces” plan 
of subcontracting to a business lady. 
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must be accepted in preference to 
any unrated order. Previously, only 
actual “A” orders were mandatory on 
the supplier. This move is a further 
transitional step toward allocation of 
scarce materials, since B ratings are 
one method of designating the rela- 
tive importance of civilian uses after 
war requirements have been met. 

Another new provision is that 
which automaticaliv assigns an A-10 
rating to defense orders not other- 
wise rated. Distributors will be fa- 
miliar with the meaning of “Defense 
Order” from their experience with 
PD-25c forms which contain an exact 
definition. This change is intended 
to eliminate any confusion about de- 
fense orders which were previously 
unrated. Other amendments: 

Any preference rating (including 
B ratings) may be assigned to an 
order before the contract or purchase 
order is placed. This is to identify 
prospective orders and facilitate their 
acceptance. Each order must bear a 
specific delivery date. This is done 


‘ 


to end the practice of specifying “im- 


mediately.” 


73 





OPM Sets Price Ceilings 
For Steel Products 


Henderson fixes resale prices for steel 


warehouses at April 16 levels 


Resale prices of iron and _ steel 
products in quantities normally han- 
dled by distributors were brought 
last month, at 
levels prevailing April 16, 1941, in 
Price Schedule No. 49 issued by Leon 
Henderson, the OPM’s Price Admin- 
istrator. The order issued in 
conjunction with Price Schedule No. 
6 which applies to the steel mills. 

“Distributors of iron and steel play 
an important part in American indus- 
try,” said Mr. Henderson in the an- 
nouncement. “Through them, users 
of steel are able to obtain a great 


under a price ceiling 


was 


variety of products in comparatively 
small quantities. Many small busi- 
nesses filling contracts directly or in- 
directly connected with the victory 
program are entirely dependent on 
the industry for their steel. 

“When maximum prices were es- 
tablished several months ago for the 
producers, it was expected that dis- 
tributors would keep their prices in 
proper relation. The leading jobbers 
have cooperated admirably, but cer- 
tain others have profiteered. Manu- 
facturers urgently in need of steel 
have been forced to pay prices from 
50% to 200% 
normal.” 

Both schedules, that for mills and 
that for distributors, cover the same 
list of products, but the resale sched- 
ule also applies to “seconds,” “re- 
jects” and “used” products. 

The announcement estimates that 
distributors handle 15% of all steel 
sold by the mills. In 1940 distribu- 
tors resold, however, 54% of all pipe 
and tubes, 404% of the wire and 
wire products, 46°F of all galvanized 
sheets, as well as large quantities of 
tool and alloy steels. In 1940 dis- 
tributors handled 6,686,000 net tons 
of iron and steel, and in 1941 11,800,- 
000 net tons. 


and more above 


To establish the price ceilings at 


74 


. 


April 16 levels, the schedule uses price 
lists for heavy line and merchant wire 
products circulated by leading dis- 
tributors in 23 cities or metropolitan 
free delivery zones. These are termed 
“listed cities.” Separate sections ex- 
plain methods for computing maxi- 
mum prices for the Pacific Coast, for 
export, and for specific products. A 
warehouse in any city may not charge 
more than he did on April 16, under 
terms of the order, but firms in “listed 
cities” whose April 16 prices were 
below those of the published listed 
prices there may apply to the Office of 
Price Administration for permission 
to adjust their prices upward to the 
“listed prices.” 

Provisions are made to calculate 
maximum prices in places other than 
“listed cities,” for persons having 
no prices on April 16, and for “dis- 
located tonnage” (sales in areas not 
normally served by a particular dis- 
tributor, but now being served be- 
cause of the emergency). 

The schedule permits an addition 
of 35 cents per hundredweight to the 
April 16 prices for a restricted list 
of products in the three Pacific Coast 
states, because of shipping problems. 
However, Pacific Coast distributors 
are required to file, with OPA, data 
on tonnage received by rail and water 
for the first and third quarters of 
1941. 

The schedule gives a formula for 
the maximum delivered 
prices for standard wire nails, an- 
nealed smooth wire and galvanized 
smooth wire. Under this the seller 
may charge the mill carload price, 
less a jobber allowance of 15 cents 
per cwt. plus (1) carload freight 
from mill basing point, plus (2) 50 


figuring 


cents per ewt. for standard wire nails, 
60 cents per ewt. for annealed smooth 
wire, or 68 cents per cwt. for galvan- 
ized wire. In other than “listed cities” 
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the distributor is instructed to use the 
lowest delivered price that is the re- 
sult of the less-than-carload price (as 
computed above) of any seller in a 
“listed city,” plus the less-than-car- 
load freight from that city. 

Maximum prices for all other mer- 
chant wire products are to be com- 
puted on the basis of April 16 prices, 
charging the same extras as regular 
published mill extras then in effect, 
and grading the customary deductions 
on the same basis. 

The new schedule sets forth sepa- 
rate methods for calculating ceilings 
on pipe and tubular products. Tool 
steel ceilings are based on those listed 
in Crucible Steel’s April 16 list. 


Ceiling on Carload Lots 


To end what is characterized as 
profiteering on resale of steel prod- 
ucts in carload lots, the schedule pro- 
vides that prices in excess of those 
established in Price Schedule No. 6 
(to the mills) shall not be charged 
for direct mill shipments, for ship- 
ments of any quantity diverted from 
delivery to warehouse, or for ship- 
ments not put through the common 
warehouse operations. Carload ship- 
ments out of warehouse stock made 
up of a variety of items shall not be 
sold above the maximum delivered 
price for a 500-lb. quantity, minus a 
discount of not less than $7 per net 
ton. 

Mixed carloads of merchant wire 
products cannot be sold above the 
published mill base prices of Price 
Schedule No. 6, although sellers are 
permitted to retain the regular dis- 
tributor allowance given by mills. A 
similar provision covers mixed and 
straight carloads of pipe, with a spe- 
cial exemption for sellers of oil-well 
pipe delivered out of distributor 
stocks. 

The new order also requires ware- 
houses to file with OPA on or before 
the 15th of the month records of sales 
of 40,000 lb. or more of any wire or 
steel product sold to a single customer 
in any calendar month. This must in- 
clude a sworn statement giving names 
and addresses of buyers, the product 
and quantity sold, and the price 
charged. 












Ten Years Ago in Mill saa 








r 





By MLANs OF a MARKET AN 
ALYSIS SYSTEM WHICH “SPOT 
TED PROSPECTS AND ANALYZED 
THEIR REQUIREMENTS, THEE. A. 
KINSEY Co., CINCINNATI, WAS 
ABLE TO MAP |15 SALES DRIVE 
SOAS TO ACHIEVE ITS OBJECT- 
VE OF GREATER PROFITS AT 
LESS COST, MR.E.B. ANDREWS, 
SALES MANAGER, TOLD HOW. 
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DR.VIRGIL JORDAN, ECONOMIST, THE MSGRAW-+HILL PUBLISHING CO., 
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ww, lt WAS UPON THE RECOMMENDATION OF 
LARDy EReab, YEARS AGO, THAT BELCHER 
& LOOMIS Co., PROVIDENCE, ADDED INDUSTRIAL 
SUPPLIES TO ITS LINE. IN 193), BELCHER & 
Loomis | INDUSTRIAL BUSINESS RAN INTO SEVEN 
FIGURES AND MR READ WAS PRESIDENT. 
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TREND of 
Supply Sales 











280 





Orders 
Sales per Volume = Size of 
Area Indi- | Sales- per Average 
cator man = Salesman | Order 
per Day 
North Oct. 330.0 17 $18,500 | $38.60 
Atlantic Nov. 348.0 18 $17,700 $42.00 
Southern | Oct 210.0 14 $14,000 | $31.50 
Nov. 197.0 19 $12,700 $29.00 
Middle Oct 260.0 20 $17,550 $29.00 
West Nov. 222.0 18 $14,900 $33.30 
Western Oct. 209.0 21 $9,800 * 
Nov 232.0 13 W . $44.10 
Pacific Oct oe 15 $9,500 $37.00 
Nov 195.0 * * $26.60 


Orders 
per 
Work- 
ing 
Day 


110 
111 


99 
93 


150 
110 








*% Omitted because of insufficient data. 


270 
260 


240 
230 
220 


210 
200 


190 











Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 





What appears to be the first pronounced effects of priorities 
shutdowns of non-defense industries and shortage of critical 
items pulled Mitt Suppties’ Sales Indicator down in Novem- 
ber for the second consecutive month. It stood at 266, down 
14 points from October’s 280. Setbacks were most apparent 
in the Middle West, where the production of durable con- 
sumer goods such as automobiles, refrigerators, washing 
machines, etc., have been sharply curtailed. 
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Pearl Harbor Signal 
For Big Arms Boost 


“For what Pearl Harbor means to 
America’s industrial war effort, we may 
well look to what Dunkerque meant to 
that of Britain.” says Business Week in 
its Dec. 20 issue. In Britain, it is 
pointed out, the shock of Dunkerque 
resulted eventually in a history-making 
“concentration of industry” plan. Pearl 
Harbor gives this a new and immediate 
significance for American business 
big and little. 

During the last three months some- 
where between 15% and 20% of ow 
industrial production has been defense 
equipment. That’s as far as Great Brit- 
ain had gone in 1938 and 1939, the 
article states. In the three months after 
Dunkerque, every factory in Britain that 
could turn out even a piddling supply 
of munitions got an order. Since that 
desperate week in the early summer of 
1940, never less than half of the na- 
tion’s factory output has been directly 
for defense. 


Motor Plants Become 
Distress Industries 


War-dictated slashes in original 
quotas for passenger car production in 
December and January are thrusting a 
large sector of the automobile industry 
into the “distressed industry” category, 
said American Machinist last month. 
There is no kicking about virtual sus- 
pension of passenger car production 
after Jan. 31, it is stated, because every- 
one knows that materials, especially 
rubber, are needed for war material. As 
soon as the ban on sale of new tires 
and tubes went into effect, car factories 
started shipping cars without a spare 
tire, dealers were instructed to remove 
spares from vehicles in stock. 

After cleaning up civilian produc- 
tion, car and light truck output will 
be for military and public-protection 
purposes only. Manufacture of replace- 
ment parts for passenger cars and light 
trucks is not likely to be curtailed in 
the near future. 


Machine Tools To Hit 
$1,300,000,000 in 1942 


To meet the war demand the machine 
tool industry will produce half again as 
many machine tools during 1942 as in 





Keeping Up with Business 


the last twelve months. Output next 
year should reach $1.300.000.000. or 
almost thirteen times the volume in an 
\ meeting last 
month between the Office of Production 
Management and the makers of so- 
called critical machine tools will result 


average pre-war year. 


in further enlargement of machine tool 
operations to take care of emergency 






Various means of expansion will be 
used—further additions to plant facili- 
ties in some cases, more subcontracting 
in others, more men on second and third 
shifts. Another factor already is having 
a favorable effect in increasing output. 
The desire on the part of the workers 
to beat the Japs. This is being reflected 
in getting more production in the same 





needs. length of time. 
Activity Figures 
(As of December 27, 1941) 
Business Activity 149.2 Steel activity 93.4 
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Automobile production 24,620 Power (million kwh) 


After rising almost steadily for nearly two years, the volume of the aver- 
age industrial supply salesman dipped again during November to $14,500 
from $15,300 in October. This corresponds to the two-month decline in 
the Sales Indicator (opposite page). Orders per salesman per day, mean- 
while, fell from 17 in October to 11 in November (bottom chart page). 


ORDERS PER SALESMAN PER DAY 





Orders per salesman per day in November—11 


3,449 


JFMAMYJASOND 
1941 
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NEW PRODUCTS 


with Sales Possibilities 









Portable Drill 


For Fast Production 





Recently introduced, the new 14-in. 
“Skildrill” is particularly suited for 
fast production drilling because of its 
extreme compactness, light weight, per- 


fect balance and power. This drill 
weighs 234-lb., is 6°-in. long and 
2ys-in. wide. Fits comfortably in the 


palm of a man’s hand for drilling in 
tight spots. Its ease of handling makes 
it an ideal tool for all production work 
in aircraft, tank. automobile and other 
industrial fabrication, and for all 14-in. 
drilling in work. “Skil- 
drill” has a no-load speed of 1800 r.p.m. 
and a full-load speed of 1050 r.p.m. 
Drilling capacity in steel is 14-in. and 
Skilsaw, Inc., Chi- 
SUPPLIES, 


maintenance 


in hardwood V-in. 
cago, Ill,—Miut 
1942. 


January 


Wrench 


Structural Box Pattern 


=—_—_—_—— 


\ structural box pattern wrench has 
been added to the line of chrome-molyb- 
denum “Superrenches”. The new 
wrench is designed to bring greater 
safety to structural work. The 12-point 
box head insures a firm hold on the nut 
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and the offset handle provides maxi- 
mum clearance. The long tapered han- 
dle provides ample strength and lever- 
age and is of the type preferred by steel 
workers for lining up bolt holes. These 
wrenches are available in 6 sizes with 
openings lys-in. to 2%¢-in., accommo- 
dating U.S. Std. nut 7% to 144-in. They 
are forged from chrome-molybdenum 
steel, heat-treated and finished in baked 
gray enamel overall.—J. H. Williams & 
Co., New York, N, Y.—Mut Suppties, 
January 1942. 


End Brush 


Saves Production Time 





A tiny brush, designed particularly for 
the aircraft industry but applicable to 
many other industries, is now available. 
The little tool, used to clean a small 
area from around rivet holes, bolt holes. 
etc. is said to speed up such work 
making it possible for one man to do 


the work previously requiring seven. 
All internal and external metal parts 
of a plane are coated with zinc chromate 
paint. Where a good metal-to-metal 
bond is required to eliminate hazard of 
fire or radio interference, due to static 
discharge, zinc chromate paint must 
be removed from around rivet and bolt 
holes. When it is realized that there 
are approximately 1,000,000 rivets and 
numerous bolted connections in a $50,- 
000 military plane, many of which re- 
quire a metal-to-metal bond, it isn’t 
surprising that entire crews of men, 
using makeshift methods, were required 
to work 24 hours a day preparing sur- 





MILL SUPPLIES * JANUARY, 1942 






faces. Tiny end-brush is made of wire 
and incorporates a special pilot rod to 
fit into the hole when used in ordinary 
hand-electric drill. In addition to its 
great importance to the aircraft indus- 
try, the brush has many applications 
in other industrial fields—Osborn Mig. 
Co., Cleveland, Ohio—Mit Supptitrs, 
January, 1942. 


Infra-Red Lamp 
Efficient Heat Control 


Announcement has been made of a 
new type of infra-red heat lamp whose 
design and construction make possible 
100 per cent control of heating effi- 
The new bulb is designed to 
put to practical use for heating the 
“spilled heat” lost in even the most 
efficient coordination of heat lamp and 
commercial reflector. This new “bulls- 
eye” type of lamp is said to control 
these “spilled heat rays” and put them 
to work for heating even when present 
reflector equipment is utilized. The bulb 
is distinguished by a ring lining of pure 
silver sealed inside the bulb at a point 
just below the focal point of the fila-_ 


ciency. 


ment. This silver ring leaves a clear 
spot through which heat beams are 


projected from the filament direct to the 
heating area without spill or loss. All 
remaining heat rays. including what 
were formerly spilled heat rays, are 
now gathered into the control area of 
the reflector by the silver ring lining, 


and projected down to the heating area. 
This new “bullseye” lamp is available 
in the 250 watt size—Wabash Appli- 
Brooklyn, N. Y. 
Suppties, January 1942, 


ance Corp., MILL 
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MAIN FEATURE 


For fast production 
Structural box pattern 
Saves production time 
Efficient heat control 
For grinding threading tools 
For aircraft welding 
Stresses 14 features 
Wide application 

Small, compact unit 

For industrial machinery 
No odor 

Efficient operation 
Safety features 


For 55 gallon drums 








MANUFACTURER 


Skilsaw, Inc. 

J. H. Williams & Co. 
Osborn Mfg. Co. 
Wabash Appliance Corp 
Acro Tool & Die Works 
General Electric Co. 
Coffing Hoist Co. 
Walker-Turner Co., Inc. 
Schramm, Inc. 

Lincoln Engineering Co. 
American-Marietta Co. 
Cochrane Corp. 

Ernst Magic Carrier Sales Co. 


U-C Level Indicator Sales 











Holder Gage 


For Grinding Threading Tools 





A master gage, said to position thread 
cutting tools at the proper angle while 
being ground on any type of surface 
grinder, has been announced. It con- 
sists of a one-piece hardened steel base, 
milled and slotted to position, and holds 
thread cutting tools at the proper angles 
on the grinding surface as required for 
standard thread cutting operations. The 
tool bit is held down tightly within the 
slot by means of two knurled head 
screws. A set screw takes up any lateral 





motion which may occur. The gage is 
said to be fool-proof, enabling anyone 
to grind thread cutting tools on a sur- 
face grinder with greater accuracy than 
any skilled mechanic can possibly obtain 
grinding by free hand. The manufac- 
turer states that the new unit departs 
from conventional gages in that contin- 
uous testing is eliminated. Moreover, 
because grinding operations are limited 
to fixed angles, uniformity avoids re- 
grinding to account for savings of tool 


steel.—Acro Tool & Die Works, Chi- 


cago, Ill_—Mu.. Suppwiies, January 
1942. 
Arc Welder 
For Aircraft Welding 
The “Strikeasy.” a new 150-ampere 


direct-current arc welder has been an- 
nounced for use in fabricating bright- 
surfaced, thin-gage metals, such as air- 
craft tubing. Among the features of 
this arc welder is its extra high in- 
stantaneous recovery of voltage (40 to 
60 volts) which helps the operator to 
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strike the are with ease under the dif_i- 
culties presented by thin metals having 
a bright, polished surface. Rapid, accu- 
rate adjustment of the welding current 





is also provided by means of a tap 
switch and a rheostat. The wide weld- 
ing range permits the use of shielded- 
arc electrodes as large as ‘Ys-in. in 
diameter and as small as @s-in, in di- 
ameter. The equipment is horizontally 
mounted to assure efficient lubrication, 
and to avoid excessive end thrust, on its 
self-sealed ball bearings. Cool operation 
(Continued on page 152) 
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Add Life to Slings 


Under our War Economy, everything will be strained. Here are 
“safe-practice” charts for your users of chain and cable slings. 


AMONG THE UNITS of shop equipment 
least understood, and thus most 
abused, the common chain or cable 
sling stands high. Not only is too 
light a sling commonly used, but also 
it is asked to do impossible things in 
the way of handling loads at wide 
angles of separation, around sharp 
corners, or with knots or kinks left 
in the hitch. 

Prospects for replacement slings 
being what they are, these charts 
may be of considerable help to your 
customers. Not only are safe loadings 
for single-leg slings of various sizes 
shown, but, also, safe loadings for 
double-leg slings at various angles 
of separation, the tables being cal- 
culated for both chain and cable 
of the types commonly used in this 
service. Together with the set of 
“cautions,” they provide a topnotch 
addition to your chart on making 
tools and equipment last longer (Sep- 
tember MILL SuppLies). Your cus- 
tomers will certainly find it of help 

and thus reduce the grief they'll 
try to pass on to you when irre- 
placeable slings are wrecked. 





SAFE LOAD FOR CHAIN SLINGS 
AT VARIOUS ANGLES OF SEPARATION 


Diameter of 


Capacity of 
chain stock, 


Safe load of double legs at. varioss separation 
single leg, lb. 


angles, lb. 





in. 
ae -* 90° 
\4 1,060 1,060 1,480 1,850 
5 1,650 1,650 2,300 2,900 
34 2,100 2,400 3,350 1,200 
J 3,250 3,250 1,550 5,700 
14 1,200 1,200 5,950 7, 100 
16 5, 400 5,100 7,500 9,100 
5% 6.600 6,600 | 9,300 11,600 
34 9.500 9,500 | 13.300 16,700 
1% 12,950 12,950 18,100 22,700 
l 16,950 16,950 23,750 29,600 
11 20,000 20,000 27,000 35, 000 
\4 24,750 24,750 34,600 13,300 
13¢ 29 900 29 900 11,800 52,300 
14 35,600 35,600 19,800 62,300 
15% 11,800 41,800 58,500 73,200 
134 18,150 18, 150 67 , 800 84,800 
17% 55,300 55,300 77,800 96 800 
2 63,300 63,300 88, 600 | 111,000 


These calculations are based on wrought-iron chain stock. 











Cautions to Be Used With 
Chain and Cable Slings 


Vever insert a hook into a chain link. 

Never carry a load on the point of a 
hook. 

Never overload a sling. 

Never apply loads suddenly. 

Never take a chance; if the sling 
does not look safe, scrap it. 

Never hammer a sling hook into place. 

Never fasten a sling over sharp cor- 
ners. 

Never cross, twist or kink a sling. 

Never let the load rest on the sling. 

Never drag a sling from under a load. 

Never trust a sling that has been 
stretched. 

Vever carry an unbalanced load. 

Never leave a sling or chain exposed 
to extreme cold. 

Never apply heavy or sudden loads 
to an extremely cold sling. 

Never be too confident of a new sling; 
because it is new is no reason why 
it should be overloaded. 

Maintain constant and careful inspec- 
tion, 











SAFE LOADS FOR CABLE SLINGS 
AT VARIOUS ANGLES OF SEPARATION 


Diameter of Capacity of | Safe load of double legs at various separation 





cable, single leg, lb. angles, lb. 
in. 
120° ~~~ 9° - f >> 60"- 
14 1,000 1,000 1,400 1,700 
i 1,250 1,250 1,750 2,150 
By 1.900 1,900 2,700 3,300 
6 2.600 2,600 3,700 $,500 
ly 3,350 3.350 1,750 5,800 
‘ 1.000 1,000 5,650 7,000 
56 5.000 5,000 7.100 8.500 
3 7.000 7.000 9 900 12,100 
UP 9.200 9 200 13,000 16,000 
l 12,000 12,000 17,000 20,800 
Ih, 15,200 15,200 21,500 | 26,400 
1% 18,800 18,800 26,600 | 32,600 
13. 22,200 22,200 } 31,400 | 38,500 
114 25,600 25,600 36,200 | +t, 100 
154 28,800 28 , 800 10,700 50,000 
134 34,000 34,000 18 , 000 | 59,000 
1% 38, 000 | 38,000 | 53,700 66,000 
2 12,000 | 42,000 | 59,500 72,900 


These calculations based on Roebling cable of six strands with hemp center, 19 
wires to the stran |. 
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pomen Example of How 

sborn Brushes Are Aidin 
ah America’s “All-Out” ° 
Wa Production Battle 





a 




















* 
O.B. A. Cracks a Nut Problem—And Gives 
the Aircraft Industry 4 Better Product—Faster! 


@ The castellated nuts shown above are plant of an aircraft parts manufacturer. of sharp corners. Osborn Brushing Spe- 
small but vital parts used in aircraft en- Brushes were being employed for this cialists will be glad to show you how 
gines. The three in the upper row have purpose but neither the desired finish these operations can be handled eff- 
just come from the cutting machine. or production speed was being obtained. ciently with ove wheels, tampico brushes 


They are loaded with burrs and the After caretul study, Osborn engineers or cord sections, of any combination of 
edges have @ knife-like sharpness- Both developed a improved technique, using these units. An Osborn Brushing Anal- 
conditions must be remedied because a combination of brush types and abra- — ysis of your plant will bring t© light 
(1) these nuts are attached to moving sives, which produces a better finish many such jobs where power brushes 
engine parts and have to be free of all such as that obtained on the three nuts can speed production, cut costs and im- 
burrs and foreigo material that might in the lower row, at speeds far in excess prove products. Write today for com- 
break off and get into the oil; and (2) of present methods. plete information. The Osborn Manufac- 
unless the sharp corners are broken, There are numerous other parts that turing Companys $401 Hamilton Avenue, 
there is @ possibility of their scratching require burr removal and the breaking Cleveland, Obio. 

highly stressed parts during assembly. 





Osborn Brushing Specialists observed 
this finishing operation while conduct 
ing an Osborn Brushing Analysis in the 


worto'’s LARGEST MANUFACTURER OF 
BRUSHES FOR inDUSTRY 
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1. How many foot-pounds are there 
in one horsepower? 

2. What is the horsepower formula 
for a steam engine? 




















3. How many horsepower is a kilo- 
watt? 
4, And how 


horse power ? 




















kilowatts in a 





many 











5. Now, how many watts in a kilo- 
watt? 








6. Is an automobile engine rated ac- 


Sales Meeting in Print 


Questions on common problems in mechanics. If you can answer 





Testing the Helper 


THE master mechanic liked smart help- 
ers, so he thought up a tricky test to 
give young hopefuls looking for a job. 
Each was presented with a steel plate; 
the plate contained a hole one inch 
square, and a triangular hole with a 


18 out of 25 correctly, you're doing very well. Answers on page 138. 


base one inch long, and an altitude 
of one inch. Each also got a piece of 
l-in. red, a hacksaw and a file. The in- 
structions to plug the two holes in the 
plate, tightly. No more than one piece 
of rod was to be used for any one hole. 
Could you have gotten the job? How? 
(If you admit you couldn’t, see p. 140.) 


PASTE THIS IN YOUR HAT 






WEIGHT PER LINEAR FOOT OF STEEL STRIPS AND SHEETS 
cording to the formula in Question 2? THICKNESS IN U. S. STANDARD GAUGE 


7. What is the S.A.E. 





formula for 




















of a double-sling chain is safe? 

13. How about the same problem at 
90° included angle? 

14. How many cubic inches of water 
weigh a pound? 

15. How many pounds of water in a 
gallon? 

16. How many cubic inches in a gal- 
lon? 

17. How much does a cubic foot of 
water weigh? 


18. And how many gallons in a cubic 
foot ? 





19. What is the sum of the interior 
angles of a triangle. 

20. Which has the larger area, an 
octagon or a square within a given 
circle? 

21. By what do you multiply inches 
to get teet? 

22. By what do you multiply cubic 
inches to get cubic feet? 







23. How about conversion of square 
inches to square feet? 
24. How many inches in a mile? 


25. What is the decimal equivalent 
of 23/64 in.? 















8? 





























: | | | 
; e : Width 24 22 20 18 16 14 | 12 | 11 | 10 | 9 8 7 
gasoline engines? in | 
. : Inches ~ _— Weight i li 
8. Upon what assumption regarding sigh in pounds per linear fost 
2@ i j ‘ TH an 7 
speed is this formula written? 1 oas| 106] .128| .170| .213| 266] .371| .425| .478| .531| .584| .638 
; Pius 114 128} .159|  .192|  .255| .319| 1399] .557| .638| .717| .797| .876| .956 
9. How is the transmission horse- 170} 212] ‘9os6l °: F . ee. -- 
° weneESs . 2 70} 212 256} .340) .426| .532| .742) .8 95 : 3 1.2 
power of a leather belt determined? 244 213| 265) 320| 425| 1532 “665 “938 1063 1" f0$ 1328 1460 1504 
4 3 255) 318] 384) 510] .639) 798] 1.113] 1.275] 1.434] 1.593) 1.752] 1.914 
10. If you sell a double-chain sling 34 298| 371/448] .595| .745] .931| 1.299] 1.488] 1.673] 1.859] 2.044] 2.232 
; ; 1 340| 424) 512] .680| _852| 1.064] 1.484] 1.700] 1.912] 2.124] 2.336] 2.552 
to handle a 1000-lb. load with the 434 383 477) 576| .765) | .958| 1.197) 1.670 1.913) 2.151} 1.390] 2.628) 2.870 
i ake al Cpe eee 5 25| 530) .640| .850| 1.065] 1.330] 1.855] 2.125] 2.390] 2.645] 2.920] 3.190 
chain eparated 120 deg., what size 514 468} 583) 704) 935) 1.171) 1.463) 2.041) 2.338) 2.529) 2.921) 3.212) 3.408 
chain is required? 6 510} .636| .768| 1.020) 1.278] 1.596] 2.226] 2.550] 2.868] 3.186] 3.504) 3.828 
6 553| 689) 832) 1.105] 1.384] 1.729] 2.412]-2.763] 3.107] 3.452] 3.796] 4.146 
11. Does a sling of the above type 7 | 595] 742) 896] 1.190) 1.490) 1.862) 2.598] 2.976) 3.346] 3.718] 4.088) 4.464 
ee Me ° 74 638} .795| 960} 1.275| 1.597] 1.995| 2.783] 3.188] 3.585] 3.983] 4.380] 4.784 
lose strength as its chains are spread? 8 | 680) .848/ 1.024) 1.360] 1.704) 2.128] 2.968] 3 400] 3.824) 4.248| 4.672] 5.104 
a ; 814 723| 901! 1.08%! 1.445} 1.810] 2.261] 3.154] 3.613] 4.063| 4.514] 4.964) 5.422 
12. At 60-deg. included angle, what 9 765! 954) 1.152] 1.530] 1.916] 2.394) 3.340] 3.826] 4.302| 4.780] 5.256] 5.740 
proportion of the maximum strength 
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“Every day that distributor's man is here to preach efficiency, utiliza- 


tion and economy!” 
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BY PUSHING THESE AIDS TO 
ARMAMENT PRODUCTION 


Calling the attention of Defense Plants to Lyon 
Shop Equipment explaining how it can 
help them speed up vital production 
means more today than a sure way to in- 
crease your sales volume. This equipment 
helps workers make every machine, 
a=) a e-To A0t-0 d= s (ole) ae) a a lele) a-b4-1- Eb -) 67 
cole) MaE- belo ME -b'4-) a:mmbecb belthd-9mB o} colo h iol mar-t 
maximum speedand efficiency.Lyon 
Shop Equipment fills a vital need 
LYON METAL PRODUCTS, INCORPORATED 
108 Madiens Me. Avrosa, Ili 


Branches and Distributors in All 
Principal Cities 


SHOP 


| ‘ 
PENT y/ Assembler’s 
// (Pat. Applied For) Bench Bin 
- J VA 
*., ey : fj 


Sita Me 


Se 


a“ ; Steel Work Bench with 
Machine Tool Cabinet 3-Shift Inserts 


SHOP EQUIPMENT 
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Sales Tips 


From the Trade Press 


Because of space limitations, most items ap- 
pearing in this department have been reduced 
to their elemental facts through digesting. 
Where the reader's interest is particularly 


great, we recommend that 


the article be 


sought out and read in detail in the paper 


where it originally appeared. 


Making Rubber Belts 
Last Longer 


Action of the Japanese in the Far 
East, and prompt tightening up of 
rubber controls by the U. S. govern- 
ment, add significance to this article. 

To conserve belting in storage it is 
necessary to retard aging of the rub- 
ber compound, and to protect both 
rubber and cotton harmful ex- 
ternal influences. Heat, sunlight and 
oil are most common harmful influ- 
ences affecting the rubber compound. 

Cotton duck is subject to deteriora- 
tion as a result of mildew, which may 
need no help other than proper mois- 
ture and temperature, or by drip from 
processes using acid or caustic solu- 


from 


tions. There is some use of compound- 
ing ingredients to 
growth of 


discourage the 
mildew on the duck, so 
that it is not always a hazard. The 
conditions promoting mildew growth, 
however, should be avoided. Belts in 
storage should be cool, not exposed to 
sunlight, dry, and protected from dirt, 
oil, and drip of all kinds. 

Proper selection of size, ply and 
type of belting for a given set of 
conditions is of prime importance in 
obtaining maximum belt life. Likewise, 
the drive conditions can, in many, ap- 
plications be varied to give vastly im- 
proved belt life. A chart accompany- 
ing this article shows graphically how 
important an effect the various drive 
influences have on flexing life of the 
belt. Belt tension, pulley diameter and 
belt thickness have far greater effect 
than one would expect.—Paul D2. 
Suloff in Factory, December, 1941. 


Can You Answer “Yes” 
To These Questions? 


David C. Barrow, late Chancellor of 
the University of Georgia, contends 
that success is assured to anyone who 
can honestly answer “yes” to these: 

1. Can you make yourself useful? 
Excuses cannot take the place of use- 
fulness. Excuses never built a house. 
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An excuse is an acknowledgment of 
failure. 

2. Can you make people like you? 
Be careful about first impressions. 
Prejudices and antagonisms hinder us 
in our dealings with people. 

3. Can yeu control your temper? 
Temper is a fine thing, but you need 
it for yourself to spur you on. Keep 
it for yourself and use it on yourself. 

4. Can you control your tongue? 
One sure sign of conceit is to be al- 
ways bragging. Conceit is a deadly 
enemy to success, 

5. Can you keep your money? If 
you have very little, you certainly 
ought to know how to keep it. If 
you have a lot and don’t know how to 
use it wisely, you can do harm with it. 

6. Can you keep accounts? The only 


way to keep up with your business is 
to keep accounts. 

7. Can you keep things where they 
belong? I call this system. Waste is 
an enemy to success, 

8. Can you do one thing at a time? 
Most of us try to do one thing, while 
thinking of several others.——Modern 
Selling, December, 1941. 


For Bigger Production, 
Treat Cutters Right 


In an emergency like this one, pro- 
duction is paramount—far more im- 
portant than savings. However, a fact 
that you should emphasize among your 
customers is that conserving cutting 
tools does not mean slowing down or 
nursing them along. This article 
thoughtful, well-illustrated shows that 
their life can actually be lengthened 
by using increased feeds and speeds. 

To obtain more production from cut- 
ting tools, three main objectives must 
constantly be kept in mind: 

1. Selection of the right tool to do 
the work. 

2. Proper sharpening of all cutting 
tools. 

3. Application of these tools to se- 
cure more production—Roy T. Wise 
in American Machinist, December 10, 


1941, 
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“Let's mail one to Hitler—just for the hell of it.” 
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-SKILSAW DISTRIBUTORS SELL TOOLS FOR £ 







For Defense Construction... 


What better demonstration could anyone want of how SKILSAW DISTRIBUTORS are 
meeting today's war needs than the plain fact that SKILSAWS and SKILSAW DRILLS 
are used on practically every defense construction project! SKILSAW TOOLS are 
preferred by the contractors who must have THE BEST for the biggest job the world 
has ever seen — that's why many SKILSAW DISTRIBUTORS are receiving orders for as 
many as 200 SKILSAW TOOLS at one time, from con- 
: tractors building cantonments, air fields, ordnance 
a ie i ae 


plants and other defense projects. 
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SKILSAW TOOLS 


4 were sold by a distributor 
for building 


jeu 
FORT ORD in California 
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DISC SANDERS 


PUM 









| 


All photographs of SKILSAW TOOLS shown on this 
page were.taken in ONE defense plant (name on re- 


quest)—supplied by one of the SKILSAW distributors. 














Skilsaw Model 80 Drill — quickly drills holes for handles on 


For Defense Production... 


Here is a typical example of how defense plants are buying 
SKILSAW TOOLS from SKILSAW DISTRIBUTORS to speed up vital 
production. This busy factory, working 95% on direct 
defense orders, has bought quantities of EVERY KIND OF 
SKILSAW TOOL from one of our distributors, to speed deliv- 
eries of Army and Navy equipment. And so it is in defense 
plants all over America . . . whether it's construction, 
production or maintenance, there's a SKILSAW TOOL fo fit 
every operation — and SKILSAW DISTRIBUTORS are filling 
the need! 
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Boost Your Own Sales by Telling How 
“Bottle Necks” Are Eliminated by Alemite 
Power Lubrication Equipment! 


“+ SPEEDING UP the lubrication of chain links, 
Alemite Power Lubricating Equipment has 
helped us eliminate a production-line ‘bottle neck,’ 
while at the same time saving us 5 times its cost in 
one year,” says the Chain Belt Company, Milwaukee. 


Right now there are probably plenty of plant 


ALEMITE 


REG U.S. PAT. OFF. 


Duducslricak LUBRICATION 


1886 Diversey Parkway, Chicago, Illinois+ Belleville, Ontario 
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Ask Anyone in Industry! 


SAYS CHAIN BELT COMPANY, MILWAUKEE 


managers in your own territory who would like to 
know how to get rid of production bottle necks. \f 
their trouble has anything to do with lubrication, 
you may be able to give them the right answer. At 
any rate, this Chain Belt experience should prove 
a “door opener”. 

There has never been another time when Alemite 
Lubrication Equipment could offer industry as 
many important advantages as right now. The busi- 
ness 1s there for the asking. Talk Alemite Equipment 
—and watch your sales totals climb! 
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Silliter & Holden Co., Hartford dis- 
tributor, expects to occupy its new 
building at 433 New Park Ave. the 
latter part of this month. Above, 
Harold Holden and Gil Silliter check 
plans for the structure, which is to be 
of modern design, 80x50 ft., one story 
high. 


O. H. Tiemann Dies 


O. H. Tiemann, former head of the 
Tiemann Hardware & Supply Co., St. 
Louis distributor, died on Nov. 22, after 
an illness which had forced his retire- 
ment from active participation in the 
business in July. He was 53 years old. 
Mr. Tiemann is survived by his widow, 
two daughters, and a brother, Walter E. 
Tiemann, now president of the firm. 


Pipe Fittings Makers To 
Eliminate Odd Sizes 


4 new Simplified Practice Recom- 
mendation for pipe fittings covering 
sizes of grey cast iron, malleable iron. 
and fittings recom- 
mended for production as regular stock 
items has been promulgated by the Bu- 
reau of Standards. 
diate] 
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It is effective imme- 
for new production. 

of the industry conducted 
early this year disclosed that over 8.500 
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kinds, types. and sizes of fittings were 
being regularly offered by the industry. 
Careful study of the sales of each of 
these many varieties showed that de- 
mand was concentrated on about 3,000 
items. It was obvious that the contin- 
ued stocking of the other 5.500 varie- 
ties, which moved but slowly, tied up 
considerable material in finished in- 
ventories and on distributors’ stocks, at 
the same time complicating the pro- 
ductive processes with thousands of 
short runs. 

The simplified schedule recommends 
the continued production for stock of 
only 1,311 of the 4,964 grey cast iron 
fittings heretofore offered; of 1,169 of 
the 2,331 malleable iron fittings, unions, 
znd union fittings, and 487 of the 1,271 
brass or bronze screwed fittings, unions, 
and union fittings, heretofore stocked. 
The retained items, it is estimated, will 
satisfy 92 to 94 percent of all consumer 
demand. 

Such simplified practice is obviously 
desirable at any time, but it is particu- 
larly important at present, for it offers 
the possibility of increasing production 
with existing plant facilities. Until the 
printed available, mimeo- 
graphed copies of this recommendation 
may be obtained from the Division of 
Simplified Practice, National Bureau of 
Standards, Washington, D. C. 
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The many friends of W. J. Radcliffe 
were saddened to hear of his death 
on Dec. 1 in Cincinnati. Mr. Rad- 
cliffe had been head of the E. A. 
Kinsey Co. since 1910, and was a 
past president of the National Sup- 
ply and Machinery Distributors’ Asso- 
ciation. He is survived by his wife 
and two sons, Wilson W. and John S., 
both vice presidents of E. A. Kinsey. 
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Hibbard Consolidates 
Industrial Sales 


C. J. Whipple, president of Hibbard. 
Spencer, Bartlett & Co., Chicago, an- 
nounced that the following changes 
have been made in the industrial sales 
divisions of Hibbard and its subsidi- 
ary, H. Channon Co. 

R. E. Kramer, president of H. Chan- 
non Co., has been appointed to the post 
of Manager for Industrial Sales of Hib- 
bard, Spencer, Bartlett. He continues 


as Channon president. In his new post, 
Mr. Kramer will direct the general ad- 
ministrative and sales activities of the 
industrial divisions of both organiza- 
tions. As part of the new set-up, he is 
charged with the responsibility of co- 
ordinating the sales activities of both 


R. E. KRAMER—Appointed Manager 
of H. S. B. industrial sales. 


P. H. HARTSHORN—To unify H. S. 
B.'s industrial divisions. 


groups by eliminating duplicate account 
coverage. 

Paul A. Hartshorn, long-time sales 
manager of Hibbard, has been made 
sales manager of both industrial divi- 
sions. He will be responsible for han- 
dling the details of the change-over to 
a unified sales force. 

Although the announcement of the 
above organizational changes were 
made during the latter part of Novem- 
ber, it was not expected that actual 
operating details would be completely 
worked out before January. 
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Our Navy bows to none when it comes to speed in getting 
its aircraft into the air. Among the reasons for this is the re- 
fueling hose you see here. Utilizing the gasoline-resistant 
properties of synthetic rubber, it slices priceless minutes from 
refueling operations on U. S. Carriers and at Naval Air Bases. 
Like many another HEWITT Rubber product now serving with 
the armed forces, it was developed by HEWITT technicians 
in the course of their constant research for better ways in 
which rubber can serve industry. HEWITT is breaking records 
to meet present production requirements. But still the research 
goes on—tracking down in advance the answer to tomor- 
row's needs. For Industry's convenience, HEWITT Distributors 
are listed in the Classified Sections of Telephone Directories. 
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RUBBER CORPORATION 
BUFFALO, N. Y. 
OSE « CONVEYOR AND TRANSMISSION BELTS ¢ PACKING 
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Annual Parties Have Patriotic Air 


Carl Channon’s Christmas party for Great Lakes Supply 
employees in Chicago featured dancing against a back- 
drop of the Stars and Stripes. 


A bevy of Chicago lovelies surrounded Bill Teare at one 
point during Sterling Products’ annual festivities. 
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In Philadelphia the Keystoner’s Club had as guest of 
honor Capt. E. B. Saunheim (center), flanked on the left 
by Bill Hoffman of Maddock & Co. and Vance Boyd of 
Standard-Shannon, on the right by Carl Meister of Allen 
Mfg., and in the rear by M. G. Hayden, the club’s new 
president, and W. H. Tuppeny of Maddock. 


Sam Clark furnished accordion music while Fred Green 
led the Samuel Harris staff In “God Bless America.” 


q 


The Franklin Hardware Club, composed of manufac- 
turers’ men and salesmen of that New York distributor, 
held their annual Christmas party on Dec. 29. Standing: 
Willis Horner, Jack Perkins, Tom Hyde, George Borst, 
Charley Meritt, Arthur Vincent, L. H. Pruner, Tom 
Hodges and Lou Edwards. Seated; Karl Lenhart, Carl 
Trowbridge, Fred Pfeiffer, Roy Schmidt, Cal Popp, Frank 
Bruckman and George Barnes. 
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35 Years of TOOL LEADERSHIP 





Stand Behind Your VAN DORN Line 


Van Dorn Electric Tools are proving their mettle 
on every production “front.” That fact should 
make you proud and happy for having “lined 
up” with the Van Dorn Line! Today’s perform- 
ance simply reflects Van Dorn’s 35-year back- 
ground of sound tool engineering; the habit of 
building the right tools for industrial users, with 
abundant power and stamina. When you call on 
an industrial customer and say, “Let me show 
you Van Dorn Tools,” it’s the open sesame to a 
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PORTABLE 
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great welcome. For experienced production men 
know Van Dorn’s reputation, and prefer Van 
Dorn Electric Tools when faced with problems 
of speeding up tough drilling, grinding, cutting 
or assembling jobs. Van Dorn Quality speaks for 
itself—but you can perform a real service for busy 
tool buyers, by demonstrating the type and size 
Van Dorn Tools best suited for these specific 
operations. The Van Dorn Electric Tool Co., 
717 Joppa Road, Towson, Maryland. 
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KEEP GOING” 


IS AS IMPORTANT AS 


GET GOING’ 


Production schedules are up. Thou- 
sands of plants have a back log of 
orders. American industry is under 
way for national defense. Now it isa 
matter of keep going. The FORD 
TRIBLOC SPUR-GEAR HOIST is a tool that 
can help you maintain your produc- 
tion schedules.— Because they are 
fast in operation— because they are 
on the job constantly, ready for in- 
stant use. 

Triblocs are also directly saving 
countless dollars for these users. Be- 
cause their first cost is low— and they 
are maintained at a minimum of ex- 
pense. 

The FORD TRIBLOC is a quality spur- 
gear hoist. It is made throughout of 
high grade drop forgings and malle- 
able castings of certified grade. Its 
Acco High Carbon Heat Treated 
chain has great strength and high 
elastic limit. FORD HOISTS must stand 
a 50% overload test before shipment. 

Write for information on Triblocs 
in %-ton to 40-ton capacities. 


Order from your distributor 


ORD CHAIN 
‘ PHILADELPHIA, PENN. 
In Business for Your Safety 
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AMERICAN CHAIN & CABLE COMPANY, Inc. 
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NEW LINES 


taken on by 
Distributors 


Weaks Suprpty Co., Monroe, La., has 
taken on the distribution of Fafnir 
bearings, Browning V-belt sheaves 
and Rawlplug products. 


Concpon & CARPENTER, PROVIDENCE, 
R. L., has added plastic mallets made 
by the R. & R. Plastic Products 
Corp. “ 


WirTHLIN-MANN Co., CINCINNATI, is 
now a distributor for Plymouth 
manila rope. 


Worthington Pump and Machinery 
Corp. announces the following new 
distributors: J. G. CHuristopHerR & 
Co., JACKSONVILLE, FLA., S. DoNALD 
Fortson Co., Aucusta, Ga., Ross- 
Wittoucusy Co., Cotumsus, Onto, 
STANDARD EguipMENT & SuppLy Co., 
HAmMMonp, INp., anpb Warp Bros. 
Mitt Suppty Co., Lockport, N. Y. 


Tue Cuarces C. Lewis Co., Hartford 
(Conn.) branch, has added tool bits 
and ground stock of Simonds Saw & 
Steel Co. 


Duragauge gauges have been added by 
Notanp Co., BirMINGHAM;: Fietp & 
SHors Co., Decatur, ILL., anp J. W. 
SmoaAkK HarpwareE Co., ORANGEBURG, 
= ¢. 





Wirthlin-Mann Co., Cincinnati distributor, 
won the prize for the display with ‘‘great- 
est sales appeal” at the Cincinnati Asso 
ciation of Purchasing Agents, exhibit Nov 
6-7-8. 
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On land—on sea—in the air—in every phase 
of industry vital to defense, LUBRIPLATE 
lubricants are doing jobs that are nothing 
short of amazing. From a smear on the worm 
screw of the naval officer's binoculars to a ton 
of LUBRIPLATE in the dredge underwater 
gear case—against friction and wear— 
thwarting rust and corrosion—conserving 
bearings and parts—LUBRIPLATE carries on. 
In spite of heat and high water—tractors and 


YES..! IN EVERY INDUSTRY 
LUBRIPLATE SPEEDS DEFENSE 
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trucks rolling through muck and mud—spotless 
food packing machines constantly washed 
with scalding water—textile spindles whirling 
faster than ever before—marine equipment 
exposed to highly corrosive sea-water and 
spray—LUBRIPLATE lubricants perform under 
conditions that would stop ordinary lubricants 
cold. Recommend LUBRIPLATE to your custom- 
ers. Every one can use it to advantage. Youcan 
build a fine repeat business with LUBRIPLATE. 


LUBRIPLATE DIVISION 
FISKE BROTHERS REFINING COMPANY 


SINCE 1870 


Newark, N. J. Toledo, Ohio 
DEALERS FROM COAST TO COAST 


LUBRIPLAT 


THE MODERN LUBRICANT that Arrests Progressive 
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Made in U. S. A. 





requires fine files 


... that’s why your customers engaged on 
war industry work will*welcome your recom- 
mendation to use “American Swiss” Swiss- 
Pattern Files. 


For more than 40 years, these precision tools 
have enabled tool and die makers and ma- 
chinists to do better, faster, more accurate 
filing with less effort and at less filing cost. 


American Swiss File & Tool Co., Elizabeth, N. J. 


American Swiss 
Siles of Precision 
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Key Co. Celebrates 
25th Anniversary 


District representatives and depavt- 
ment heads of the Key Co., East St. 
Louis, Ill., manufacturer of pipe com- 
pounds, convened at the home office last 
month to confer on sales policies and, 
at the same time, to celebrate the firm’s 
silver anniversary. The meetings started 
on Dec. 15 and culminated the evening 
of the 18th with a banquet at the Mis- 
souri Athletic Club in St. Louis. 

R. L. Dutton has been president of 
the company ever since its founding, 
and the late Fred E. Key, co-founder, 
was vice president in charge of pro- 
duction until his death three years ago. 


E. A. Kinsey Modernizes 
Inside and Out 


November was a memorable month 
for the E. A. Kinsey Co., Cincinnati, 
for it not only stepped out as a radio 
program sponsor (Mitt Suppties, De- 
cember), but submitted to a face-lifting 
and redecorating job on the general 
offices as well. Despite the influx of 
carpenters, plumbers, electricians and 
masons during this period, the Kinsey 
service to customers went on as usual. 

Besides installing an attractive, eye- 
appealing glass brick front on the 
Kinsey headquarters, a sound-proof 
floor and ceiling were installed in the 
main office. Row after row of new 
fluorescent lighting fixtures now assure 
a uniform light coverage of 40 ft. 
candles on every desk top. 

The Kinsey office, which formerly 
occupied part of two floors, has all 
been consolidated on one. This step 
was taken, according to Jack Radcliffe, 
vice president, in order to expedite the 
handling of paperwork through the 
house. 





New glass brick front which identifies the 
house of E. A. Kinsey Co. to all visitors. 
Sound-proof floors and ceilings along with 
plenty of light make office work a pleas- 
ure for inside sales force. 














SAVE MONEY QUICKLY 


with these Low-tost Abrasive Belt 





There's a place in your shop to reduce costs and save money with this Delta 6” 
belt-type Abrasive Finishing Machine. It's heavy and husky enough to handle 
any of the dozens of sanding and polishing operations around the shop—and yet 
is portable enough to be moved just where it is needed. Many shops are ‘using 
this machine for polishing and sizing metal parts (“in one plant 
making precision instruments, production was increased 600% 
by the use of this Delta machine). 


Die-casters, also, use it as a finishing and polishing machine, 
with a great saving in power cost over larger machines. For finish- 
ing, finning and surfacing plastic parts, it has found wide acceptance. Many shops 


have used combinations of this unit to make up special machines at a great saving. 
It is adaptable for practically any small industrial finishing operation. 


Completely Enclosed— 

Thoroughly Guarded 
Only the portion of the belt that is being used 
is open, the ends and bottom of the belt, as 
well as the drums, being completely covered. 
The guard covering the end drum may be 
removed in a moment, for use in finishing 
long materials, or for curved work. This com- 
plete 1 also i the efficiency 
of the dust removal system. 


Completely Ball- 
Bearing Equipped 
Double-seal bearings, lubricated at the fac- 





tory for life. No rubber covering required on 
drums, thus eliminating one source of re- 
placement expense. Adjustable deflector on 
drum hood catches practically all dust. Hood 
is provided with suction spout. This machine 
may be set horizontally, as shown above and 
equipped with a wood fence for edge or face 

ding, if required. Or it may be used ver- 
tically, in connection with the 712"' x 14%" 
tilting table as shown to the right. Cloth- 
backed belts, 6’ wide by 48'°,"’ long. Alumi- 
num-oxide belts for metal finishing. Adjust- 





able fence for edge sanding and adjustable 


back stop for flat sanding are available for f 


use in horizontal position. 





FOLLOW UP THIS TRADE 
PAPER ADVERTISING! 
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This powerful full page advertisement is 
appearing in a large list of lecding trade 
publications. Take advantage of this pro- 
motion now—by calling these Finishing 
Machines to the attention of your customers. 


THE DELTA MFG. COMPANY 
637-A E. Vienna Ave. Milwaukee, Wisconsin 


DELTVA 


MILWAUKEE 
YY 
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A program that urges Industry to rely more 
upon the Graton & Knight distributor, including: 





s 
Advertisements in publications read 
by purchasing agents reminding them 
of seven services they can get from their 
G & K distributors. 

s 
4-page folders imprinted with dis- 
tributor’s name and address and in- 
cluding reprint of ad like above. 

a 
A new issue of “Self-Selling Calling 
Cards,” like the ones which were used 
so enthusiastically last year by most 
all of our distributors. 

* 
Full page G & K insert in THOMAS’ 
REGISTER, directing purchaser to 
nearest G & K distributor. 


A long-range program linking the advantages 
of the Research Leather Belt with the advantages of the pivoted motor base 
drive. The campaign will help you create new markets today when in- 
creased production is the big demand and tomorrow when economy will 
again be the prime buying reason. 


JOIN G &K.. .Strong partner for sHort puct, LONG put 


Read GRAKNIGHT LIFE for new selling ideas 


GRATON & KNIGHT (CO. 





Tanneries and Manufacturing Plant at 
WORCESTER, MASSACHUSETTS 
Complete line of flat leather belting ... round belting ... cements, 
dressings ... lace leather... Spartan packings... textile leathers. 





PV RP EL a EE RR ee ee PYRE DS, 


98 MILL SUPPLIES * JANUARY, 1942 











Keystoners Club Bowls 
Philadelphia P.A.s 


After three years’ of “talking up” 
their bowling abilities, the Philadelphia 
purchasing agents and the Keystoners 
Club finally got together last month 
for a real match at the Hudson Bowling 
alleys. Much to the surprise of all, a 
team picked at random from the Key- 
stoners’ ranks beat the purchasing 
agents’ regular team, with a full gallery 
from both groups cheering them on. 

The match was refereed by Joe 
Kitchin (Lanston Monotype). J. J. Me- 
Cann (J. H. Williams) and Dave Mof- 
fatt (L. S. Starrett). 

The buyers’ team was composed of 
Geo. H. Thomas (Millville Mfg. Co.), 
Dean Snyder (National Decalcomania). 
Wm. Hoffman (Maddock & Co.), Paul 
Landwher (H. W. Butterworth). Al 
Zackey (Audubon Wire Cloth) and 
Frank Rhoads (J. S. Rhorn Co.). 

The Keystoners team included Joe 
DeJure (Charles Parker Co.). Marty 
Hayden (Star Expansion Bolt Co.). 
Bob Brown (Union Twist Drill Co.). 
Mike Jackson (Behr-Manning) and 
Bob Trimble (Abrasive Co.). 


New Parking Lot At 
Weaks Supply Co. 


By tearing down an old_ two-story 
frame building on the lot immediately 
adjoining its own building. the Weaks 
Supply Co. of Monroe, La., has pro- 
vided a convenient parking lot for its 
customers, according to H. Nichols. 
sales manager. A new concrete slab 
makes it an all-weather service. 








It has to be a good story before George 
Willman of Tools & Supplies, Inc., St. 
Louis, breaks out into such a merry smile. 
Credit for this bit of mirth goes to E. P. 
Brose (Paasche Airbrush) who's doing the 
telling. 
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ALLEN gratefully acknowledges the dependence of modern 


industry on a strong body of Distributors, serving as the sales agents of the manu- 
facturer and the procurement agents of the consumer. Only through such an 
institution can supply and demand be adjusted to the known needs of producers — 


as only the local Distributor knows them. 


* * * 


The above message and illustration appear in practically the 


entire list of industrial and engineering publications carrying 





Allen advertising this month to a market group of over 150,000. 


DISTRICT OFFICES 






New York City Philadelphia, Penna. Chicago, Ill. Los Angeles, Calif. Detroit, Mich. St. Louss, Mo. San Francisco, Calif. Richmond, V: Stoneham, Mass 
30 Church Street 15 South 21st Street $230 N. Latrobe Ave. 3051 Stocker Place 14126 Montrose Ave. 9726 Lenor Drive 320 Market Street 6 South Sth Stree 6 West Hancock Stree 
Cortland 7-$705 Rittenhouse 0477 Mulberry 2576 Axminister 1-0892 Vermont $-2897 Flanders 6043 Douglas 4725 Richmond 2-3093 Stoneham 0451-W 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. UW. §8.A. 
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YAR WAY IMPULSE STEAM TRAP 


FIGHT WASTE...STANDARDIZE ON 


IRON HORSE CANS 


Metal is at a premium... .No waste can be tolerated. 
Specify IRON HORSE . . . the can that’s built . . . with 
double-seamed bottoms and extra wiring at top . . . to give 
you strength, durability and long life when you need it! 


SEND FOR CATALOG TODAY 








614 
SM-132 
Garbage, Ash ™ Ve _ — 
or Rubbish Can 33 Years Serving Industries 


ROCHESTER, NEW YORK 
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| Award for the “most informative dis- 
| play” at the annual exhibit of the Pur- 
| chasing Agents’ Association of Washing- 
| ton was taken by a Seattle distributor, 


Cragin & Co., featuring the Black & 
Decker line cf electric tools. 


New Plant Addition 


At Behr-Manning 


During recent weeks, Behr-Manning 
Corp. of Troy, N. Y., has completed a 
further extension to its coated abrasive 
plant at the extreme north end of the 
original property. This extension is a 
one-story, monitor-type building almost 
identical in design with a similar build- 
ing completed about two years ago. It 
is approximately 135x400 ft. and adds 
54.000 sq. ft. to the manufacturing area. 

About one-half of this area will be 
devoted to a new coating unit and dry- 
ing rooms. The remainder of the build- 
ing will supply storage for much of the 
materials required in the operation of 
the new unit. 





As stocks of critical items become scarce, 
John W. Hart, of Igoe Bros. in Brooklyn, 
has turned the energy of the sales staff 
to non-critical lines. Among the new lines 
taken on are fibre-glass boiler jackets of 
Owens-Corning Glass, space heaters, 


| sandpaper, wax, etc. 
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COW? MOP evade! GaiE 


E know that every Mili Supply House 
in the country recognizes the impor- 
tance of helping Industry speed up produc- 
tion. And we know, too, that our problem is 
to speed up the manufacturing and the fill- 
ing of orders on items like tube fittings. 
Millions of these fittings for copper, brass, 
aluminum and steel tubing are pouring out 
of the Imperial plant and into the produc- 
tion of machinery and equipment for war 
and for the maintenance and repair work 
in those plants. 
Your Job and our Job is to increase that 
output by a good many more millions so 
that the plants you serve will not lose ma- 


chine hours because of tubing connection 
failures. 

Your stock of tube fittings should be care- 
fully analyzed from the standpoint of meet- 
ing all emergency requirements in your 
territory. Your priority orders should be 
carefully compiled so that we in turn can 
help you maintain this stock at a level that 
will enable you to handle emergency calls 
without delay. 

Your Job and our Job is to keep them 
flying, to keep them rolling, to keep them 
fighting and to do that we have to keep 
producing. 


THE IMPERIAL BRASS MFG CO., 511 S. Racine Ave., Chicago, Ill. 


TUBE FITTINGS AND TUBING 
be SERVICE TOOLS @ FLEXIBLE 
FUEL AND OIL LINES @ WELD- 


ING AND CUTTING EQUIP- 
udubtvial Products MENT @ ELECTRIC SUMP PUMPS 
@ WATROUS SOAP DISPENSERS 
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| je The need for strict supervision over 
maintenance expense is the CAPITAL 
| Distributor’s big opportunity. Because 
| CAPITAL “RED CAP” Brushes and 
| Brooms are built to give service for 
longest periods, fewer replacements are 
needed and there is always the right 
type of brush or broom to do a given 
job better and more economically. 
Many large industrials know from ex- 
perience what to expect from CAPITAL 
“RED CAPS” and they get—high 
quality and good service. Our protec- 
tive distributor's policy should interest 
you—get details. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


Corner Brush and Broom Sts. 


INDIANAPOLIS, INDIANA 
Est. 1890 









riya 
j i M4 


[| REDCA 


ae Hit \ 
NAG hi i.e he ya x 
PUA A ni till Jide L iil yee as) any SS Tee. 


ty LB 


y Wat 
why 


Shipyard salesman in two wars, is the 
record of L. E. Stevenson, Cutter, Wood 
& Sanderson Co., Boston. Most of his 
time is now spent in the office answering 
numerous calls from customers who want 
personally to talk with this veteran of 
government specifications. 




















ESSEX 
LUBRICATING 
DEVICES 


Extra Demands Require This 
Efficient, Dependable Lubrication 
‘Automatic’ Spring 


@ Equipment employed on defense work 

must be kept in condition—this is one of ""™tus “*"* 
the most important operations toda y- 
ESSEX Distributors are helping their cus- 
tomers so engaged to profit by this extra 
demand. They sell them efficient, depend. 
able lubrication — ESSEX Lubricating De- 
vices. We can supply the proper unit for 
the need. Send us the orders—we'll make 
quick delivery. 












Feed Oil Cup 


“Cyclone” 
Lubricator 






**Pilot’’ Glass Body Sight 





ESSEX 
ws | BRASS CORPORATION 


2000-2006 Franklin Street 
a. DETROIT MICHIGAN 


Established 1901 
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New Lighting, Shelving 
At Seither & Ellis 


Steel shelving is now replacing wood 
in the stock rooms of Seither & Ellis, 
Newark distributor. A new fluorescent 
lighting system has been installed, with 
lighting levels as advised by the public 
service engineers. A higher light in- 
tensity is employed in the newly ex- 
panded office section than that in the 
stock room, in accordance with good 
engineering practice to give more light 
for employees who do considerable read- 
ing. When repainting of the building 
is completed, using white ceilings, an- 
other 20% will be added to the light 
values, Repainting an interior in light 
colors adds to lighting efficiency and 
saves current, a fact that is well known 
to salesmen handling industrial paint. 





With increased business and more paper 
work, the office of Seither & Ellis hums 
with activity. Fluorescent lighting is an 
aid to speedy, accurate work. 
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00D TOOLS 
re the 
word Arm , 
{ Industry 


en’ gat < 


_~ 


WHETHER it be 
defense against aggression 
or insurance against the en- 
croachment of business com- 
petition, good tools are vital weapons of 
industry. Today, America’s tool makers 
face a critical responsibility in keeping in- 
dustry efficient. We, at Williams, who are 
striving to do our part, find satisfaction in 
the knowledge that the rigors of this hour 
are equipping us better to serve old and 


new friends in the years to come. 


J. H. WILLIAMS & CO. 
225 Lafayette St., New York City 


M 
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Headquarters 
for over half a century for 


DROP-FORGINGS and DROP-FORGED TOOLS 
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“C” CLAMPS | LATHE DOGS 
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WeEW GUID 


ror BOLT USERS- 
~ P} 


have Harper's 1942 Catalog 
CAN 


and Buyer's Guide. It contains 
numerous tables of standard di- 
mensions, weights, chemical 
properties, physical properties, 
etc. Describes 4320 STOCK 
ITEMS of Brass, Bronze, Ever- 
dur, Monel and Stainless Bolts, 
Nuts, Screws, Washers, Rivets 
and accessories . .. and nu- 
merous special fastenings made 
to order. 

Shipments subject to needs of 
Defense and essential indus- 
tries. Catalog available to any- 
one who can use it. 


THE H. M. HARPER COMPANY 
2622 Fletcher Street, Chicago 













WHITNEY 


“knocks out two days 
work in one!" 





NO. 2 PUNCH 


... THINK OF THE 
POSSIBILITIES ... 


This punch certainly gives value plus 

it knocks out two days work in one— 
that’s what the man who uses one says. 
It has capacity, strength, and range, 
and does a neat, quick. good looking 
job. 
business with this tool. 


Imagine the possibilities for good 
We guarantee 
all of our tools and give prompt serv- 
Get more details. 


HITE 


Rockford, Illinois 


ice on orders. 














104 


| New Catalog Aimed 
At New Buyers 


During the two years of the U. S. 
j} yearmament program a_ noticeable 


change in top buying personnel has | 


taken place. A survey conducted among 
5,000 plants in the latter part of 1941 
| showed that in 61 percent of the com- 
| panies major changes in personnel have 
taken place. Expanding plant produc- 
tion and increased manufacturing facili- 
ties have contributed immeasurably 
toward bringing new buying factors to 
the fore in all plants. That distributors 
are not unaware of the importance of 
educating these new men to utilize the 
services of the supply house is evi- 
denced by the following list of new 
catalogs from the presses of R. R. 
‘ Donnelly & Sons Co. 
Oliver H. Van Horn Co., Inc., Houston 
and Ft. Worth, Texas and Shreveport, 
La.—The new catalog issued by Van 
Horn is a further reflection of the indus- 
trial growth of the South. You can 
judge the type of industry which is 
steadily growing in importance in that 
section of the country from the fact that 
the Van Horn catalog “D” covers tools 
| and supplies for machinists, tool and 
die specialists, boiler makers, sheet 
metal workers, foundry, and welders 
in addition to supplies for sawmill, 
woodworking plants, furniture manu- 
facturers, etc. The catalog also includes 
machine for metals and wood- 
working. There are over 350 pages of 
fine tools listed in the catalog. 
Wisconsin Foundry & Machine Co., 
Vadison, Wis.—In their catalog No. 42. 
of nearly 300 pages, executives of this 
firm include industrial and contractors’ 
supplies, power 


tools 


transmission equip- 
ment, steam supplies and specialties. 
pumps and compressors, electric motors 
and controls, and gasoline and diesel 
power units. A special feature of the 
catalog is an attractive colored insert 
showing the machine shop services of- 
fered by the Wisconsin Foundry & Ma- 
chine Co. They also show illustrations 
of their foundry, pattern shop, sheet 
metal shop, their electrical department 
for motor rewinding, generator repair. 
The company 
road machinery to which 
called in Catalog No. 42. 

Garrett Supply Los Angeles, 
Calij—New Catalog “B” of Garrett 
Supply Co. is a striking illustration of 
the unusual growth of that company. 
Their 


crease 


manufactures 
attention 


etc. also 


is 


ca... 


new catalog in- 
of 50 percent in content 
over their first catalog issued in 1939. 
The first pages of the new book are 
given over to pictures of the attractive 
new building in which their store and 
warehouses are situated. Being located 
in the big aircraft manufacturing part 


represents an 


over 
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COLLI 











MAGIC 
TYPE 
CHUCKS 
AND 
COLLETS 





This "Quick Change” type thuck prac- 
tically converts an ordinary single spin- 
dle machine into a multiple spindle type 
with no fussing of key or wrench—no 
stopping of machine, and one hand 
does the trick simply, quickly, and easily. 
A time and labor saver. You can add 
materially .to your earnings by pushing 
Collis Quality Tools in every shop you 
call on—we'll handle the orders quickly 
and efficiently. 


Made from good 
grade steel, hardened 
and ground. Easy to x 
operate. Can be used 


for drilling, tapping, 








and reaming. 








COLLIS COMPANY 
CLINTON, IOWA 











BALL BEARING 
LOOSE PULLEYS 


»ya™aastes Qk, 





.. supply Pulleys 


that keep the 
wheels turning 


In our files are many, many letters at- 
testing to the outstanding performance of 
DAGGETT Ball Bearing Loose Pulleys 
under severe day after day service. Industry 
needs just this kind of pulley now for the 
continuous performance necessitated by 
added production schedules. Let us give 
you details on our pulleys and on the 
advantage to you in selling them. 


CHICAGO PULLEY 
SHAFTING CO. 


N. Des Plaines St CHICACO 


21 
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STURDY 


IN EVERY PART 





Ts is a standard iron body wedge gate 


valve design that has every security, con- 
venience and refinement your customers 
could want. 


The bodies will not distort, because of their 
strong oval shape well-filleted at all corners, and 
heavy section reinforced at neck and flanges. 
The discs will not spring, because of their heavy 
supporting posts and long body guides. The 
stem will not become scored, because the yokes, 
glands, stuffing boxes and body caps are all 
bronze-bushed where the stem passes through. 
The design has special provisions for ease of con- 
necting up, operating, and repacking, and many 
of the refinements that promote dependable 
service and long life are not obtainable in any 
other design. 


These valves, like all Kennedy products, set a 
high standard of quality and service—at stand- 
ard market prices. You are safe when you sell 
Kennedy Products. 


Write for bulletin 
describing these valves in detail 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 


Offices and Representatives in principal cities 


KENNEDY 
évtra Value in CVALVES 
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Duro Drill Presses handle that increased load which is d 





d of hi 





y today. 


For years Duro Presses have helped thousands of manufacturers to realize greater 
Low investment plus high operating efficiency make them the tools of the 


profits. 
hour. 


You not only increase your own profits, but greatly help your trade to render 


greater service during this emergency by furnishing high production Duro Tools. 
Get the facts. 


2649 N. Kildare Ave. 


| | 
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DURO METAL PRODUCTS COMPANY 


Dept. MS-13 


__. the volume 


Chicago, Illinois 





and profit line of 
leading distributors . - - 






Jackson Type M-I!t with pneu- 
matic tire—the only barrow with 
tray having double folded corners and three 
thicknesses of steel at folds. Practical— 
Seeeed—Rigid. Available also with steel 
wheels. 


Jackson Steel Mortar Mixing boxes—formed 
from single sheets—rigid. Made in three sizes 
from 60 to 108 inches long, 32 to 48 inches 


wide, 1! inches deep. 








Jackson Type 88 
Concrete Cart, 
with drop axte, 
pneumatic tires 
and roller 
bearing wheels. 
Capacity: 734 
cu. ft. heaped 
full. 









MEET EVERY NEED 
OF YOUR CONTRACTING 
AND INDUSTRIAL 
CUSTOMERS ..... 


The completeness of the 
Jackson line and the repu- 
tation of Jackson equip- 
ment for sturdiness, de- 
pendability and all-around 
longer and better service 


are advantages which 
mean bigger and better 
business and more and 


more satisfied customers— 
a combination which means 
sound and satisfactory 
business building. 


The new catalog 42 M. S. 
on the Jackson Line is full 
of profit opportunities. 
Have you a copy? 


~ JACKSON MFG. CO. 


HARRISBURG, 


Est. 1876 PA. 


WHEELBARROWS ¢ CONCRETE CARTS * DRAG SCRAPERS 
MORTAR MOVING BOXES * COAL AND COKE WAGONS 
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of the West Coast, their catalogs are 
in the hands of the buyers and users of 
tools, metals and supplies in those 
plants. 

Tools and Supplies, Inc., St. Louis, 
Mo. and Indianapolis, Ind.—This com- 
pany, formerly Manufacturers’ Sales 
Co. has issued a fine, new catalog to 
carry their new name to their customers 
in the St. Louis and Indianapolis terri- 
tories. It should prove valuable to the 
men in the plants—particularly the 
young men who are being trained for 
jobs in machine shops and other indus- 
trial plants—for the catalog contains 
instructive information about the more 
important tool and supplies lines shown. 
The comprehensive selection of goods 
in the catalog fittingly reflect the name 
of that company and the type of busi- 
ness it conducts. 


Taylor-Parker Co., Inc. Norfolk, Va. 
-This is a very attractive catalog of 
nearly 500 pages showing the goods of 
the many leading manufacturers. The 
Taylor-Parker Co. was founded in 1866 
as Taylor-Elliott & Watters, so 1941 is 
really the 75th year following the found- 
ing of the company. A perusal of the 
catalog indicates a diversified line of 
supplies, equipment and machinery for 
industry. Distribution of the catalog 
comes at an opportune time, in that 
activity at the United States Navy ship 
yards in the Norfolk area is at its peak. 
Briggs-Weaver Machinery Co., Dal- 
las, Texas—The new Catalog No. 45 of 
the Briggs-Weaver Machinery Co. re- 
flects the rapid industrial growth of the 
Southwest, particularly the State of 
Texas. Catalog 45 is the most compre- 
hensive catalog the Briggs-Weaver 
Machinery Co. has ever issued. It con- 
tains over 750 pages. The first pages 
of the catalog contain special displays 
of their machinery lines and a list of 
the machine tool and equipment manu- 
facturers they represent. One of the 
features of the catalog is the location 
of the general index in the center of the 
book with a dictionary-style thumb in- 
dex. In the front of the catalog, there 
is a sectional index to the various kinds 
of tools, equipment and supplies. 
Great Lakes Supply Corp., Chicago 
Carl Channon has just issued a new 
700-page catalog. It is dedicated to 
Captain James Channon who founded 
the Great Lakes Supply Corp. in Janu- 
ary, 1893. A picture of the captain is 
presented on the page opposite the title 
page of the catalog, with a few para- 
graphs of commemoration. On_ the 
title page is a picture of the new loca- 
tion and buildings of the company. On 
the pages following, are two lists—one 
showing the manufacturers of industrial 
supplies for whom they are distributors. 
and another showing the manufactur- 
ers of contractors’ equipment whose 














LINZVLN 


Tilelecyeat), 


LUBRICATING EQUIPMENT 


plays an important part 
in the defense program 


by providing fast, thorough, economical lubrication to machine 
bearings requiring grease lubrication 


Defense needs increase 
sales opportunities for 
mill supply distributors 
featuring the Lincoln line 


Factories working on defense orders must keep 
their machinery running at top speed these days. 
Men in charge cannot afford to take a chance on 





overlooking lubrication service and thereby caus- 
ing bearing failures which would result in shut- 
down of machines. 
Now, more than ever before, dependable 
lubricating equipment is required to dispense 
grease to bearings—and the Lincoln line puts you 
in the position to supply what industry needs. 
The complete line of Lincoln Industrial Lubri- 
cating Equipment includes hand operated grease 
guns, electric and air operated grease guns, and a 
full range of all types and sizes of grease fittings. 
This great line gets more important every 
month to aggressive mill supply distributors— i—Filler-Type Grease Guns 
and we urge you to write us today for complete 2—KLEENSEAL and Button Head 


; : Grease Fittings 
information. 


Pioneer Builders of Engineered Lubricating Equipment 


ST. LOUIS, MO., U. S. A. 
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| goods they distribute. Special displays 
are given to the latter manufacturers’ 
| equipment. DON’T GAMBLE 
English Brothers Machinery Co., 
Kansas City, Mo.—Another new catalog Vay ff 
is for another old-established house— on QUALITY 
English Brothers Machinery Co., Kan- 
sas City. That company was established 
in 1869 and has consistently used cata- 
logs to take their goods to the buyers. 
In fact, the first catalog issued by Eng- 
lish Brothers was one of the earliest 
general supply catalogs in the United 
States, being issued in 1884. New cata- D A # ' 3 L L 
log J is an attractively bound book of 
nearly 400 pages. 


Hardware & Supply Co., Akron and Casters & Wheels 


Massillon, Ohio—A new 660-page cata- 
log of this distributor shows its full 

lines of industrial supplies, plus the INCREASE YOUR SALES 
items from its electrical, automotive 
and plumbing supplies departments 
which are used by industrial plants. 
This catalog, No. 42 for this 82-year-old 


house, is sual in that it lists all 
iS ON YOUR SIDE WHEN louse i unusua in la 1 ists a 


products of one type together, regard- 


YOU SELL... less of manufacturers. This is believed 


Gorssine CROSBY CLIPS to add convenience for the buyer. 


Ensworth Installs 
You don’t have to blaze new trailsor Safe Room 


Why take chances 


with your good will ? 


put over an unknown product when L. L. Ensworth & Son, Inc., Hartford 
you sell CROSBY CLIPS. Every ex- distributor, recently completed a steel 


burglar-proof strong room in which to 
keep valuable stocks of precision in 
for them one hundred percent. struments, cutting tools, ete. The firm 
has also installed new business ma- More profits! More business! More 

R , chines which save a great deal of good will! The sale of quality 
ecattAe: clerical work in the bookkeeping de- Darnell products assure continued 
Every rigger knows that partment. patronage The Darnell name 

protects business prestige Write 


C ‘ N lJ | N r CROSBY CLI PS - —— for special dealer proposition. 


have a record that goes back nearly 


perienced rigger knows them and is 


sixty years. He knows they are de-. 
signed right for greatest grip: drop 
forged from steel and heavily hot gal- 
vanized against rust and corrosion. 
He knows that they go on easily and 
stay put. 


Get the rigger on your side 
by selling him the wire rope 
clip he knows and trusts— 
THE GENUINE CROSBY CLIP. 


AMERICAN HOIST Mi anni DARNELL 


| The reason for the broad grin on the face CORPORATION, LTD. 
& 1) E R R | C a C 0 . of Bradford Mills (Cleveland File Co.) is | 
apparent in the 150 lbs. of Maine venison LONG BEACH, CALIF. 
mee SL at his feet. He was accompanied by | 36H. CLINTON, CHICAGO 
Merrifield Woodis, of Woodis Industrial SO WALKER ST., NEW YORK 

Supply Corp., Worcester, Mass. 
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NUCUTS’ greater output a life-saver to your 


customers,—particularly where minutes count! 


Clean filing . . . true filing . . . smooth, speedy filing,—and longer file-life! 
Here, in a few words, is the contribution that NUCUT “Wavy Teeth” Files 
are making right now to help industry in its production race against time. 


Modern design is the reason! NUCUT Files have two kinds of file teeth,— 
coarse and fine. Precisely angled and scientifically positioned in wavy 
rows, these teeth give two kinds of cut. First, a deep, clean bite. Then, a 
leveling action. The result is more metal with each stroke... and a 
smooth surface as well! 


© of 
. : ‘ . alking « 8* 
Write today for facts on how you can serve industry better with NUCUT Files. *asier, © file toe, 


Pon draw.61;, 
HELLER BROTHERS COMPANY fite®, - 
America’s Oldest File Manufacturers Ping ; 


Newark, N. J. Newcomerstown, Ohio 


wavy Teeth 7°” 
4 t LLE Ra N we FNUCUT FILE FACTS 








Removes more metal @ Cuts 
faster—leaves smoother finish 
@ Clogs less — frees more 


Pat. No. 2027039 quickly © Tougher — lasts NUCUT FILES 
longer © ONLY File with 
—_ patented “Wavy Teeth’’ fea- field your 
’ ture © Positive and complete 
identification — Heller Code , 
Symbols on every NUCUT file customer's 


every job! 
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SHOW YOUR CUSTOMERS 
How To SAVE STEEL 


AND MONEY... 
WITH NAYLOR 


LIGHT-WEIGHT PIPE 


Naylor light-weight pipe is made to order 
for today’s war-time economy. Due to its 
exclusive Lockseam Spiralweld structure, 
this unique pipe combines strength, leak- 
tightness and safety factors which permit 
its use on applications normally requiring 
costly, heavier-wall pipe. 


Thus, you can suggest Naylor Pipe to your 
trade with the knowledge that this Lock- 
seam Spiralweld pipe offers them practical 
advantages not found in any other light- 
weight pipe. You'll make a good profit. 
Your customers will fill their pipe require- 
ments at lower cost and, at the same time, 
will do a patriotic service in conserving 
steel. 


It will pay you to write today for your 
free copy of the Naylor Catalog illustrated 
above. See for yourself how much more 
Naylor Pipe has to offer your customers. 
Sizes from 4” to 30” in diameter — thick- 
nesses from 14 to 8 gauge. All types of 
fittings and connections. Complete fabrica- 
tion service to meet any specifications. 


RECOMMEND NAYLOR PIPE FOR Air lines .. 


High and Low Pressure Water lines . . Diesel Intake and Exhaust lines . . 
Paper Mill Piping . . Ventilating Pipe . . Vacuum lines . . Oil and Gas-gath- 
ering lines . . Sand and Gravel Conveying lines . . Hydraulic Mining . . 
Dredging Pipe. 


NAYLOR PIPE COMPANY 


1253 EAST 92nd STREET CHICAGO, ILLINOIS 
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Where The Smokes 
Are on The House 


Sensitive noses have detected a defi- 


| nite aroma of good tobacco among the 
| heterogeneous mixture of odors that 


issues from Pittsburgh’s famous smoke 


| screen, which, happily for the War 


Program, is thicker than ever today. 

The mystery of the fragrant smoke 
has been solved. It has its source in the 
roaring mills of the Jones & Laughlin 
Steel Corporation. It appears that J & L 
have an old-established custom of pass- 
ing around cigars every time a mill or 
furnace crew—or an entire department 

sets a new production record for its 
particular unit. With records being 


| smashed right and left today, the “to- 
| bacco bonus” at the plant is making 
| what seems to be a perpetual round of 
| the plant. 


In the past three months, the follow- 


| ing tobacco products have been dis- 
| tributed among Jones & Laughlin 
| crews, who have been working night 
| and day at unprecedented speed, turn- 
| ing out steel for defense. 


16,500 packages of cigarettes (for 
Men) 
40,925 cigars (for He-Men) 
500 stogies (for Tough Guys) 
192 plugs of “eating” tobacco (for 
Very Tough Guys) 
. and 339 pounds of candy. 


Of course, the new production ree- 


| ords meant more than just smokes and 
| candy for the boys—it also meant more 


money in their pay envelopes, because 
production tonnage is an important de- 


termining factor in steel mill wages. 


| F. C. Bidwell, president, Bidwell Hardware 


Co., Hartford, specializes in contractors’ 

equipment. As defense plants in the Hart- 
ford area have made many additions to 
| their buildings, the contractors doing the 

work have relied heavily on Bidwell 
| Hardware for supplies. 
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@ To win the war is the one job ahead of us. 
af To achieve that aim, we must and shall, have “all 
out” production. 

Probably there is no single item made by American 
Industry more generally used in all implements of war- 
fare than bolts, nuts and other industrial fastenings. 
™ So that there shall be no moment of delay in arma- 
ment production due to lack of these parts—our prod- 
uct—record-breaking tonnage must be produced and 
allocated to the points of most vital need in accordance 


with their importance to the national emergency. 


nd 


re 


Because this is our biggest problem today, we now 


ise 


are thankful that during the past 5 years we have, with- 





out interruption, carried on a definite major program 
of expansion and rehabilitation which has been the 
greatest in our 97 years of business. 

To win this war, to achieve this necessary “all out” 
production, we pledge the greatest effort of our 


history. 
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RUSSELL, BURDSALL & WARD 


BOLT AND NUT COMPANY 
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Grittin 
and 
Results 


Now more than ever before your customers are going 





to demand results at once; there can be no time for trials 
and tests. What happens with the hack saws you sell 
today will have plenty to say about what and who you 
sell in the future. 


Griffin Hacksaws will continue to give results that satisfy 
as they always have. We have not been making blades 
They have satisfied. You 
can be sure your trade will stay with Griffin once they 
use them and we will stay with you in selling industry 


their blades. 


for 62 years just for fun. 


Why not get details today on the Griffin Plan for 1942? 


General Sales Agents 


JOHN H. GRAHAM & CO. INC. 


105 Duane St., New York City 


Made by 
G. W. GRIFFIN CO. 


Franklin, N. H. 
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Art Tracy joined Central Rubber & Supply 
Co., Indianapolis, in time to take over 
priorities problems for Jim Ruddell. Mr. 
Tracy was previously with a large local 
oil handling equipment distributor. 


South Bend Lathe Works 
Sponsors Lathe Film 


The first two of a series of full color 
films, based on the book, “How to Run 
a Lathe” has been completed by the 
South Bend Lathe Works, South Bend, 
Ind. These two 16mm, approximately 
800 ft. films are prepared for the train- 
ing of defense trade workers, with more 
of the series to follow. 

The first film titled, “The Metal 
Working Lathe” introduces the appren- 
tice to the standard back-geared screw 
cutting lathe, and is suitable for show- 
ing beginners before they operate a 
lathe the first time. This familiarizes 
the student with the names of various 
lathe parts and their purpose. 

“Plain Turning.” the second film of 
the series illustrates all operations in 
the machining of a shaft held between 
lathe centers, and basic procedures 
such as blue print reading, measuring 
with calipers and micrometers, selec- 
tion of cutting tools, rough and finish 
turning, locating and drilling center 
holes. 





Camera crew in action during the filming 
of "Plain Turning.” 
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as 260 R.P.M. and as high as 
5200 R.P.M. Its capacity is from 
1/16" or smaller up to |". The 
solid head casting is precision- 
bored to fit the machined column 
and quill. Four precision deep- 
groove ball bearings assure 
smooth, frictionless spindle opera- 
tion. Bearings above and below 
the straddle-mounted pulley take 
the belt strain evenly, preventing 
whip. Write today for full 
details. 


One-Price Policy Protects Distributors 


Distributors’ Salesmen who sell Walker-iurner Machine Tools 
not only have a well-known, quality, saleable, deliverable 
line of products—but are protected against cut-price com- 
petition by our inflexible resale price policy. 





New WALKER-TURNER 
20 INGH DRILL PRESS 


This new Walker-Turner 20" Drill Press was de- 
signed especially to meet today's extraordinary 
production needs. It is unusually well balanced, 
operating with equal precision at speeds as low 











OTHER SPECIFICATIONS 
CAPACITY. Drills to center of 20” circle. 
Feed 6”. Drills 34” hole in steel, 1” in 
cast iron. 

SPINDLE SPEEDS. With 1140 r.p.m. 
motor: 26C, 520, 800, 1200, 1700 r.p.m. 
With 1740 r.p.m. motor: 400, 800, 1200, 
1800, 2600 r.p.m. With 3450 r.p.m. motor: 
800, 1600, 2400, 3600, 5200 r.p.m. Special 
2-speed motor also available for 3-phase 
only. 

OVERALL DIMENSIONS. Head, front to 
back, with guard 32”. Width 14”. Column 
33%”. Height (Floor Model) 74”. Table 
working surface 14” x 18”. 










WALKER-TURNER CO., INC. 


2812 Berckman Street Plainfield, N. J. 








WALKER-TURNER MACHINE TOOLS 


i gals 


COMPANY inc 
PLAINFIELD. N JIG SAWS : 


DRILL. PRESSES 
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FOR METAL, WOOD AND PLASTICS 


* BAND SAWS + BENCH SAWS + TILTING ARBOR SAWS - LATHES 
RADIAL SAWS + RADIAL DRILLS + BELT AND DISC SURFACERS -. JOINTERS 
SPINDLE SHAPERS 


* GRINDERS + FLEXIBLE SHAFT MACHINES + CUSTOM BUILT MOTORS 






















































The new CM Meteor heavy-duty wire rope electric hoist is indus- 
Ne try’s newest recruit for ‘speeding-up production. It is designed, 
engineered and built to answer the nation-wide demand to produce more 
and faster. Featuring true balance, streamlined design... aeroplane type 
cooling .... helical gears and one point lubrication, the CM Meteor 
provides fast materials handling with complete safety. Compact...low 
head room... readily adaptable to present systems. Only 110 volts pass 
through the push button station. The Meteor really smashes bottlenecks 
by speeding up materials handling. 


Completely illustrated engineering Catalog No. 142 in color, 
showing details, specifications, applications and point by point 
advantages of the CM Meteor will be sent on request. Write: 


- CHISHOLM-MOORE 
HOIST CORPORATION 


(Division of Columbus-McKinnon Chain Corp.) 
120 FREMONT AVE. _ TONAWANDA, P 
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Fred Ellfeldt, president of Ellfeldt Hard- 
ware & Machinists Supply Co., relaxes 
momentarily after a plane trip to the coast. 
Fred visited the new Ducommun Metals 
& Supply Co. offices while in Los Angeles 
and spent considerable time studying that 
distributor's splendid sales and service 
program. 


Yardstick for Gaging 
City Desk Men 


Not long ago a representative of 
Mitt Suppwies sat alongside the desk 
of one of the buyers of a large defense 
industrial plant. He had previously 
been connected with the organization of 
an industrial distributor in the same 
city. He sat now on the purchasing side 
with all the pressure upon him which 
this defense program can bring. 

He was first on one phone and then 
on another, and all the while an effi- 
cient, hovering secretary was passing 
over papers and interpolating verbal 
memoranda in a sort of codified under- 
tone. Still holding one of the phones 
to his ear, he pointed to a large Car- 
borundum calendar hanging over his 
desk and bearing a picture of Niagara. 

“See that legend under the Falls?” 
he said. “You might put that down. 
I'll tell you about it later.” The legend 
read like this: 

“Fifty years in the existence of Nia- 
gara is but a heart beat—the wink of 
an eyelash—the echo of a voice—a flash 
of lightning—the passing of a breeze 
yet to mankind fifty years is a lifetime 
of Progress.” 

When he got a brief interlude, he 
explained: “When I was on the distribu- 
tor side of the fence, goodness knows | 
tried to be on the job with trigger 
information on prices, stock informa- 
tion, and the other things a city desk 
man should know. I thought I appre- 
ciated the position of the hurried buyer 
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SELL R/M PACKINGS 


TO KEEP WAR-PRODUCTION SMOOTH 


116 


Sell fewer shut-downs to replace packing! Sell smoother 
flow of actual production. Sell better-balanced timing 
schedules! 


That's what you deliver when you set R/M packings to 
cracking the whip. There’s nothing tricky about R/M— 
simply the most compact und streamlined complete pack- 
ing line that will give maximum service with minimum wear 
on every job. They're born of 40 
years’ experience in rubber and 
asbestos. They're performing in 
hundreds of plants which now 
operate above capacity. 


Sell from the R/M catalog. Show how few 
items fit all requirements. Write us for a copy 
—and for our distributor proposition. 





INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


Makers of Packings for Every Industrial Use 


BRIOGEPORT, CONN MANHEIM, PA NORTH CHARLESTON, S.C PASSAIC. N J 
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sitting with his ear glued to the phone, 
and tried to save his time all I could. 
How well I succeeded is aside from the 
question now. What I didn’t give 
thought to was all the possible ways 
the purchaser on the other end of the 
wire might have under his hat for sizing 
me up. 

“Now that I am a purchasing agent, 
I find that there are certain gages that 
can be applied to the abilities of a city 
desk man, and probably none of them 
more downright nutty than the one | 
have got in the habit of using myself. 

“As soon as I get some one on the 
wire and start waiting for information, 
my eyes go up and I[ begin to read 
that inscription slowly, in a sort of 
sub-conscious way. I have not memo- 
rized the lines yet. though probably I 
have read them a thousand times. Still, 
they are a great help. If a distributor 
friend on the other end of the wire 
starts popping prices and quantities at 
me by the time I get to Niagara, he 
can’t be beat, and the one who comes 
in on eyelash is almost as good. The 
flash of lightning fellow is doing rather 
well, as is the passing breeze. But if he 
doesn’t come in by lifetime of Progress, 
I begin to have my doubts as to his 
ability. 

“No. Don’t mention my name or con- 
nection. If you should, some one would 
be sure to come along and sabotage my 
calendar. A distributor would be just 
mean enough to do that—I ought to 
know, for I was one.” 


Vonnegut Issues New 
Promotion Booklet 


Vonnegut Hardware Co., Indianap- 
olis, has issued an institutional booklet 
touching briefly on the history of this 
89-year-old firm, and then proceeding 
to give a picture story of this distribu- 
tor’s modern conveniences and layout 
for efficient handling of orders. 

Illustrations include loading, unload- 
ing, and parking facilities. Order desks 
with loud speakers, pneumatic tube 
system, augmented with telautograph, 
part of their ten miles of shelf stock, 
spiral chutes, tramway conveyors, 
trucks and elevators are shown. 


Map of Providence 


Henceforth the motorist passing 
through Providence need no longer stop 
his car on a busy traffic corner in dire 
peril of fore and aft collisions, to ask 
directions from the blue-coated minions 
of the law. Brown & Sharpe Mfg. Co. 
has thoughtfully provided a map, show- 
ing all points of interest in the city, 
including the Brown & Sharpe factory. 
All highways leading from the city are 
also shown. 
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‘ A 
GATES 
PATENT 


~~ CONCAVE SIDE 
Cuts Belt Costs! 


If you care about belt costs, pick up any V-belt you have handy and make 
When a this simple test:— 
V-Belt Bends 


What Happens 


Bend the V-belt while you grip its sides and you will feel how the belt changes 
shape. The top, under tension, narrows. The bottom widens. The sides of the belt 
bulge out. Clearly, if its sides were straight to begin with, the bent belt is forced 
into a shape that does not fit the sheave groove—as shown in figure 1, on the left. 


Now, bend a V-belt built with the patented Concave side. You get the same 
shape c!~.ge, but now the new shape exactly fits the sheave groove—as shown in 
figure .:. There is no side-bulge. Results? (1) Uniform side-wall wear—longer 
life! (2) The belt gets a full side-width grip on the pulley—carries heavier loads 
without slippage. This cuts belt costs and saves power. 


Only belts built by Gates are built with the Concave side, which is a Gates 
patent. 


THE GATES RUBBER COMPANY 


Engineering Offices and Stocks in All Large Industrial Centers 


GATES ”’:.c: DRIVES 


Chicago, IL. New York City Birmingham, Ala. Los Angeles, Cal. Denver, Colo. 
49 West Washington 215-219 Fourth Avenue 405 Liberty National Life Bldg. 2240 East Washington Blvd. 999 South Broadway 


Dallas, Tex. Portland, Ore. San Francisco, Cal. 
2213 Griffin Street 333 N. W. Sth Avenue 2700 16th Street 
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A new series of 


COFFING 


Safety-Pull 


RATCHET-LEVER HOISTS 


FOR ADDITIONAL 
AID TO INDUSTRY 











o 1 UP 828 





Re Se ob ee Beret 1s ASB SE 


eset HEH OS _ He Hm Gee 





EL Se EO 2, U2 ar 





) 

2 

+ 2) 

sf 

: 

% 

; 

# 

's) 
§ 


MODEL A-6 MODEL A-T-G 1 CHAIN MODEL A-T-G 2 CHAIN 











% Coffing comes through again by concentrating all its 
efforts on supplying the needs of industry with hoists 
that are dependable, economical, strong, and easy to 
handle. We now offer our distributors a new series of 
ratchet-lever hoists which, because of improvements, will 
mean additional aid to industry. Good sound business 
now—and likewise when normal production returns is as- 
sured with the Coffing line. We are equipped to supply 
your hoist needs—our efficient and well trained sales 
staff will be glad to work with you in solving your cus- 
tomers difficult problems. Get all the facts—we have an 
interesting sales policy to discuss with you. A new cata- 
log is ready now. 


COFFING HOIST CO. 








DANVILLE, ILL. 





C O F F | / ADVANCED 
DESIGN 

RATCHET-LEVER HOISTS s 

SPUR GEAR HOISTS oe 


HOISTS 


ELECTRIC HOISTS @ LOAD BINDERS 
TROLLEYS x DIFFERENTIAL HOISTS 
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How An Aluminum 
Plant Re-Tooled 


When aluminum was placed on the 
priority basis in the spring of 1941. 
many aluminum utensil manufacturing 
companies found themselves without 
sheet aluminum for making civilian 
products. All the metal was needed for 
Uncle Sam’s War program. 

Confronted with this fact, the West 
Bend Aluminum Co., West Bend, Wis.. 
immediately began making plans for 
keeping its plant in operation and 
maintaining employment for its work- 
ers. The machine shop (tool and die 
department) was the first unit to be 
considered and changed over to defense 
work. " 

Here it had engine lathes, vertical 
and horizontal turret lathes, radial 
drill presses, drilling machines, shap- 
ers, horizontal and vertical mills. To 
this equipment, West Bend added some 
Carboloy grinders and a more diversi- 
fied line of small tools—reamers, coun- 
ter-borers, drills, and other standard 
metal-cutting tools, 

With the former tool and die de- 
partment made ready for machine shop 
production, West Bend was in a posi- 
tion seg -ontraet war work. It went 
after“4 ried Tati machining to keep 
its machine tools busy. Soon it was 
able to add men and work some ma- 
chines three shifts. 

Today, it is machining parts for air- 
planes, gun mounts, trucks, depth 
bombs, jeep cars, war ships, and tanks. 
These parts are of many metals, in- 
cluding bronze, Ampco bronze, cast 
aluminum, sheet aluminum, steel plate, 
steel bar stock, steel forgings, and cast 
iron. Operations in the shop are now 
almost 100° war work. When a spe- 
cial tool is needed, the men make their 
own in the tool room, rather than wait- 
ing for deliveries. 


West Bend Aluminum Co. has re-tooled 
its machine shop for war production. 
Above, a tool-room lathe operator is 
roughing, semi-finsh facing, and boring a 
steel cylinder cap for a tail landing gear 
assembly. 
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ma- @ It is your patriotic duty 
to see that no machine in 
your territory remains idle 
Rif it can be equipped or 
serviced with Bunting 
Bronze ” <rarane Bear- 
ings, available from your 
stocks. 


now 


The fact that your cus- 
tomer can procure from you 
these bearings often makes 
it possible for him to use 
many other things you sell 
and to make many other 
things the Nation needs. 
The Bunting Brass & Bronze 
Company, Toledo, Ohio. 
Warehouse® ih All Princi- 
pal Cities. 
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Your Handiest Guide 


to GOOD TOOLS 


“Ready-referenced” . . . “Easy to use”. . . “A handy, complete 
guide to the kind of tools I need in my shop” — that’s what users 
are telling us about the Stanley Industrial Tool Catalog No. 50. 


Make sure each of the plants you serve has a copy. 


A Complete 
Line of Tools 


Under Each 
Index Listing 








STANLEY Toots 


STANDARD @ 
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STANLEY | Ag 
Over 200 different Stanley Screw Drivers and Bits 
% © R £ W are described, typical of the completeness of each 


classification of tools. Included is a full line of driv- 


D he I Vv E RS ers for Phillips Recessed Head Screws and Bolts. 
You can offer any of these tools with the assurance 


STANLEY that they will outlast several tools of inferior grade. 


TRADE MARK 








STANLEY TOOLS 


DIVISION OF THE STANLEY WORKS 
146 Elm Street, New Britain, Connecticut 
THE TOOL BOX OF THE WORLD 
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oMPANY 


OR SUPPLIES 


Spacious headquarters of Northern Indi- 
ana Supply Co. at 306 S. Main St., Ko- 
komo, which the company recently took 
over and redecorated. 





Simonds Saw Gives 
Bonus to 3,200 


Simonds Saw & Steel Co. gave a 
Christmas bonus of approximately 
$150,000 to 3,200 employees last month. 
The bonus, which varied in amounts up 
to $100 per person, was given to em- 
ployees of affiliated companies also, in- 
cluding Simonds Canada Saw Co., Ltd., 
Abrasive Co. of Philadelphia, Abrasive 
Co. of Canada, Arvida, Ltd. and the 
J. H. Miner Saw Mfg. Co. 


Valve Manufacturers 
Simplify Lines 


Surveys of the valve industry under- 
taken in June 1941 at the suggestion of 
Leon Henderson, then Administrator of 
OPACS, showed that 97 percent of all 
bronze or brass valves shipped in 1939 
fell into one of the five pressure classi- 
fications. The other three percent were 
distributed over six other pressure 
classes. Likewise 95 percent of all iron 
body valves shipped fell in three pres- 
sure classifications, while nine other 
pressure ratings enjoyed between them 
only five percent of demand. 

On the basis of this study manufac- 
turers of steam rated gate, globe, angle 
and check valves have approved the 
recommendation to continue manufac- 
ture, after January 1, as regular stock 
only those pressure ratings enjoying 
substantial consumer demand. 

Brass or bronze valves, sizes Ye to 3 
inches inclusive, are recommended to 
be stocked only in 100-, 125-, 150-, 200- 
and 300-pound steam working pressure; 
iron body valves, size 2 to 12 inches in- 
clusive, in 125- and 250-pound, and 
size 3-inch and smaller in 150-pound 
steam working pressure. 

Announcement of the industry’s ap- 
proval was made by the Division of 
Simplified Practice, National Bureau of 
Standards. Copies of the recommenda- 
tions may be obtained by writing the 
bureau in Washington, D. C. 





Features that 
Appeal to Engineers 
i: 


With the Fairbanks Renewable Plug Type 
Valve your customers can get a trickle or a 
normal flow. When opened from a fully 
closed position, each turn of the hand-wheel 
gives an equal enlargement of area for flow. 
Consequently, it gives a uniformly graduated 
increase in flow, which is important for 
accurate throttling; or a normal size flow 
when that is desired. 





ye ee ween 


CREE op cme 





Due to the wide sealing surfaces in both 
the seat and disc and to the sharp angle of 
the plug, the stream flow is distributed so 
that it is never concentrated in one position. 


This reduces the possibility of erosion or wire 
drawing to a minimum. 





Both seats and dises are made of nickel- 
alloy of high Brinnell hardness. The plug 
is ground into its own seat to insure a perfect 
fit. Seats and discs are renewable and can 
be replaced readily without removing the 
body from the pipe line. 

You will find Fairbanks Renewable Plug 
Valves the ideal valve to recommend for Fairbanks Plug Type 
throttling, boiler feed, drip lines and other has 6 times more 

7 sealing surface... 
severe services. 





Write for Catalog No. 21 and our proposi- than regrinding 


tion to distributors. 








THE FAIRBANKS COMPANY 


Valves, Dart Unions, Hand Trucks and Wheelbarrows 


18 East 4th St., New York, N. Y. 


Boston, Pittsburgh— 








Factories: Binghamton, N. Y.; Rome, Ga. 


Fairbanks “i” Valves 
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This Message is Addressed to 


ATLAS 


Distributors and Their Salesmen 


The Atlas line of heavy duty drill 
presses, saws, etc., is outstanding 
because of the high quality of the 


SStSIP’ Bearings on the spindles. Cooperation between Atlas and 





moerctp . . . ° 
cJLSU" engineers has played an important part in the development of 
these machines to their high degree of efficiency, accuracy and speed. 


When you sell Atlas tools equipped with SXSP Bearings you can 


assure your customers of fast metal removal and precision performance. 


Sell Atlas tools and you sell satisfaction—because they are equipped 
with US!" Ball Bearings. 4963 


mares 


ESUSL® INDUSTRIES, INC., FRONT ST. & ERIE AVE., PHILA., PA. 





BALL AND ROLLER BEARINGS 
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Jack Gougler, in shirt sleeves, district 
manager of Beaver Pipe Tools, Inc., was 
so busy demonstrating to Purchasing 
Agents that he failed to hear the photog- 
rapher’s command to smile and look at 
the birdie. The picture was taken re- 
cently at the Baltimore Purchasing Agents 
and Industrial Show. Frank H. Carter, P.A. 
for the Maryland Drydock Corp. stands 
next to Jack with hands in pockets. T. B. 
Athey, director of the Baltimore Purchas- 
ing Agents’ Association, and J. Herbert 
Gaston, P.A. for the City of Baltimore 
complete the picture. 


Personnel Changes 
At Carboloy 


Centralization of its sales engineer- 
ing department under K. R. Beardslee, 
Sales Manager, has been announced by 
W. G. Robbins, President, Carboloy 
Co., Inc., Detroit. Martin Muhling, 
former engineering executive and Earl 
Glen, former Pittsburgh representative. 
have been appointed assistant sales 
managers. 

R. R. Preston, superintendent of the 
wire mill at Page Steel and Wire Com- 
pany succeeds Mr. Glen in Pittsburgh. 


Master Standardizes 
Line of Rules 


The Master Rule Mfg. Co. is urging 
distributors to confine their sales efforts 
to approximately one-third of its line 
of wood and steel tape rules in ¢on- 
formance with the Government’s policy 
of standardization and simplification of 
product lines. 

Object of the plan is to aid the war 
effort by conserving strategic metals, 
and to anticipate more severe simplifica- 
tion edicts from the government. <Ac- 
cording to R. C. Nicholson, official of 
the firm, a preliminary test of the plan 
indicates that it will benefit distributors 
by eliminating losses taken on slow- 
moving special items. 
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Steel pipe will give 
uS a better installation per dollar of cost!” 





d 





OR more than fifty years Steel 

Pipe has been the outstanding 
choice of industry—specified by archi- 
tects, engineers, and building experts 
as the safest, most practical pipe for 
all-round piping service in all types of 
industrial buildings. 

This leadership has been no acci- 
dent. Made by the most experienced 
manufacturers of tubular products in 
the world, Nationa Steel Pipe has 
been constantly refined and improved, 
year by year, to keep abreast of the 
changing demands of industry. Higher 
quality steels, processes for removing 


Columbia Steel Company, San Francisco, 





scale and retarding corrosion, all con- 
tribute to give today’s users the great- 
est value per dollar of cost in NATION- 
AL Steel Pipe. 

NaTIonaL Steel Pipe is available 
through a- nation-wide system of 
quality distributors. These distribu- 
tors are carefully selected for their 
ability to give you exactly the type of 
service you require, are strategically 
located throughout the country. They 
are eager to help you in any problem 
involving pipe. Get to know your 
NaTIONAL distributor—call him in on 
your next piping job. 





PITTSBURGH, PA. 


Pacific Coast Distributors 
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NATIONAL 1S THE ONLY PIPE 
WITH ALL THESE FEATURES! 


UNIFORM. In metallic structure, 
dimensional accuracy, strength, 
ductility, and corrosion resistance. 


STRONG AND DUCTILE. These quali- 
ties are “built into’’ NATIONAL Pipe 
through a system of close metal- 
lurgical control of chemical and 
physical properties, all the way 
from -ore to finished pipe. 


EASY TO THREAD. Smooth, full, 
strong, easily cut threads are im- 
portant to the user. 


EASY TO FLANGE. Flanges without 
loss of material, time or labor—a 
feature practical men appreciate. 


MAKES SOUND BENDS. Many con- 
tractors report making thousands 
of close bends without buckles or 
splints. 

MAKES SOUND JOINTS. It has the 
enthusiastic endorsement of hun- 
dreds of workmen who have welded 
or coupled thousands of joints. 


RETARDS CORROSION. Buttweld 
sizes ', to 3 in. are freed of mill 
scale by the NationaL Scale-Free 
Process. All sizes 4 in. and under 
are Spellerized. Both processes re- 
duce corrosion. 


AVAILABLE IN COPPER STEEL. Intro- 
duced over 25 years ago, NATIONAL 
is the original Copper Steel Pipe. 
Resists atmospheric corrosion 2 to 
5 times more than ordinary pipe. 


AVAILABLE IN DUROLINE. Lined with 
an impervious material, this pipe 
resists the attack of hot or cold 
corrosive waters and many other 
fluids that rust unprotected pipe. 


THOROUGHLY TESTED. Thorough 
tests and inspections at every stage 
o. production result in outstanding 
quality. The result is a product on 
which the user may safely rely. 


NATIONAL TUBE COMPANY 


United States Steel Export Company, New York 





UNITED STATES STEEL 
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ERMETO 


one kind of fitting 
for all kinds of tubing 

with extraordinary 

selling advantages 


RMETO fittings are safe under high pressures 
with great resistance to vibration. They hold up 
beyond the burst strength of the tube itself. No welding, 
threading, soldering, or flaring are required to make 
an absolutely tight joint. Yet the fitting can be taken 
apart and joined again most easily. With wide appli- 
cations on hydraulic, water, steam, gas, fuel and air 
lines, Ermeto fittings deserve a place in your stock. 


Write for samples and complete details 


The Weatherhead Company cect ous 
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| Jim Moyle, Capen Belting & Rubber Co., 
| president, lends an ear to John Tierney, 
| treasurer, who is commenting on the St. 


Louis firm's monthly statement. Mr. Moyle 


| says the firm has hired a consultant 


accountant to handle all priority inquiries 


| and make periodic reports on tax matters. 








| Bullet-Sealing Tanks 
| Win British Respect 


Bullet-sealing airplane gasoline tanks 


| produced by Hewitt Rubber Corp. are 


“working out even better than we had 


| anticipated,” Charles Y. Neff, service 


manager of the company, reported last 


| month after a two-months’ study in Eu- 


rope. “The tanks are even withstanding 


cannon shells.” he said. 


Since early last year these tanks 
have been supplied almost exclusively 
for the Bell Airacobras and the Curtiss- 


| Wright P-40s. 


Mr. Neff visited many sections of 


| Great Britain observing the perform- 


ance of Hewitt-built tanks in American- 
built planes, as a special representative 
of the U. S. War Department. “Ameri- 
can-made products are regarded with 


| much admiration by the British fliers,” 


he said. 





W. F. Koetzle, sales manager of Kasper 


| & Koetzle, Brooklyn, is indeed doubling in 
| brass nowadays, between accepting or- 
| ders on the telephone and endeavoring to 


follow up back orders. 








SMOOTH-ON No. 1 


will help your customers 
maintain their 
production schedules 

















One of the many reasons why 
Smooth-On sales are_ rapidly 
mounting is that plants in every 
industry find it an invaluable aid 
| in making speedy, practical re- 
, pairs to equipment and pipe lines, 
and thereby avoid costly delays in 


production. 

ig Mill supply houses all over the 
country find their Smooth-On 

cs sales steadily increasing. You, 

ly too, can profit by this demand if 

S- you bring Smooth-On to the at- 
tention of your trade as a repair 

of necessity. 


Recommend Smooth-On to your 
customers to seal cracks in ma- 
chinery castings, to stop leaks in 
pumps, Heaters, tanks, process ap- 
paratus, piping, etc., and to 
tighten loose fixtures and parts of 
apparatus. , 


= For 45 years, Smooth-On has been 
a standby of engineers and main- 
tenance men. Get the benefit of 
the wide sales opportunities of 
Smooth-On by stocking the popu- 
lar compositions and sizes of cans 
—you will find they sell easily and 
bring you additional business. 


Smooth-On Mfg. Co., Dept. 25 
570 Communipaw Ave., 
Jersey City, N. J. 


_Tell your customers 


in 


- | SMOOTH-ON 
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DUFFeNORTON 


The long-known dependability, 
efficiency, easy operation and 
economy of Duff-Norton Jacks 
makes selling easier for you. 
And from the complete line of 
over 300 types and sizes, your 
salesmen are sure to have the 
right Jack for every application. 


PRACTICAL ADVANTAGES 
Make Selling Easier! 


The many sales fea- 

tures of Duff-Norton 

Jacks appeal to the 

buyer and make it “The House 
easier for you to drive h 

home Duff-Norton that 
quality and economy. Jacks Built” 
Have you a supply of 

Catalog 200 on hand? 


THE DUFF-NORTON MANUFACTURING CO. 
PITTSBURGH, PENNSYLVANIA 


Canadian Plant: Representatives 
rorey Waletlt) Gum eltl 4: ) ao * in Principal Cities 
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GILMER “Opens 


M. R. Oberholzer, Sales Manager 
L. H. Gilmer Company 


L. H. Gilmer Company Advertising 
Prepared by Geare-Marston, Inc. 
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‘Avenues with FACTORY’ 


“That the right people read it, we know 
from coupon fests.... 


“There is a community of interest between Mill Supply Distributors and the readers of FAC- 
TORY—an important basic fact when we make up our advertising plans each year,” declares 
Mr. M. R. Oberholzer, sales manager, in the letter on the opposite page. “By using FAC- 


TORY as a leading medium on our list, we open many sales avenues for Gilmer Belts.” 


“As the Gilmer line serves all industry, we like FACTORY because we consider it reaches 
men influential in the selection of power transmission drives. That the right people read 


FACTORY, we know from coupon tests. That is why we have been advertising in it for 


many years—since long before it appeared under its present title. It is doing a good job 


for us.” 


If you want to see what kind of an industrial FACTORY, in 1941 has carried more adver- 
business magazine it takes to get a reading _ tising—by 10°:—than in any other of its 
today, send for January FACTORY. See 50 years of service. FACTORY’s values are 
how specific, and helpful, and timely every —__ well understood by the 500 advertisers and 


word of it is. 240 agencies who used this space. 


FACTORY 


MANAGEMENT AND MAINTENANCE 
’ | 

A McGRAW-HILL PUBLICATION 

330 West 42nd Street, New York, N.Y. 


MANUFACTURERS’ ADVERTISING 
IN FACTORY HELPS YOU 
SELL TO INDUSTRY 








GIVE YOUR CUSTOMERS 
WAR TIME PRODUCTION 


See that your customers keep all of their grinding wheels fast 
grinding and accurate by dressing them frequently with the 
proper type and size of Desmond Dresser and Cutters. 

From our complete line we can supply the correct dresser for 
all wheels and detailed information to assist you. Write today 
for complete literature and jobbers discount sheet. 


DESMOND 


DRESSERS and CUTTERS 




















Desmond-Huntington Dressers and Cutters have been this 
country's standard for 35 years 





Desmond Diamo-Carbo Dresser 
The Best All Around Too! Room Dresser 


Desmond Heavy 

uty Dresser for 

large and high speed 
wheels. 


Desmond-Hex Dresser 
Most durable dresser made. 


SIMPLEX 


Steel Slide 





Simplex PRODUCTION Vise Simplex Drill Press & Milling Machine Vise 


Simplex Vises are made in a full line of Machinists’, Combina- 
tion Pipe, Welders’, Production, Filers’ and Drill Press & Milling 
Machine types. The exclusive solid steel slide makes them 
stronger and more serviceable. Write for literature. 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHI 
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Johnson Mandeville Co. 
Holds Bonus Dinner 


Celebrating a bumper sales year, the 
staff of Johnson Mandeville Co., New- 
ark distributor, gathered for a holiday 
dinner on Dec. 17. Bonus checks of 
over $100 each were handed to sales- 
men during the affair. 

The company is one of the oldest 
industrial distributors in Newark, hav- 
ing been formed in 1904 as a successor 
to L. Littell & Son, established back in 
1850. 

Replying to an inquiry on the sub- 
ject, a poetical supply man recently 
wrote of Johnson Mandeville’s address: 
“Four ninety six has heard the ticks. 
of many clocks, recording shocks, for 
sixty years or more. But still its sales, 
of pipe and nails, have told the tales 
of weathering gales, for sixty years or 
more. .. .” 





Salesman Ed Lynch spreads a broad smile 
of victory as he receives his bonus check 
from H. J. Van Volkenburgh, general man- 
ager of Johnson Mandeville. 





Salesmen who celebrated at Johnson Man- 
deville’s Christmas party: (standing) 
Charles Hinckley, Milton Chambers, Ed 
Lynch, F. A. Hubert, H. J. Van Volken- 
burgh, J. Patterson and Samuel Gregg: 
(front row) C. Gaffney, R. Barrow, Wm. 
Rapp, Ed Hanlon, Ray Jedell and Michael 
Mayer. 
































for time and time again—one handbook that em- 


. or bodies the most fundamental and frequently useful 
data of all engineering—1120 pages of practical, e em or 


up-to-date information, reference data, specific 


, I —— 
3 HUNTINGTON eenathee 
. 7] ved, DRESSER OR 
“ MYA6 CUTTER 
: INN aa me VINCENT 
" The engineers handbook DRESSERS — 
that takes the place | naa ae 

o of a whole library— | CUTTERS 

os You have in this book what engineers have asked | x 


facts, definite methods, essential formulas, cover 


ing civil engineering, mechanical engineering, and TION 
electrical engineering. You secure in this hand- 

book the engineering information you constantly 
want in the form in which you want it and can 


we tone handy book, clear, cmcise, mole: | WIT A CONSISTENT 
New 2nd Editi 
oR ene Fation | ECONOMIES - -- - 


G EN ER AL % When you sell Vincent-Huntingtons you put 


a real defense tool into the hands of every plant 
ENGINEERING 


manager who uses grinding wheels. Produc- 


HAN DBOOK tion must not lag—high quality must prevail— 







‘ ” 
- 


Nu 

By Crarves E. O’Rourke, Editor-in-Chief, quantity production must be kept up to meet New Type, tedened 

os ’ . ; * ’ Steel Bushings 
and 25 specialists today’s ever-growing demands. Vincent-Hunt area now desig, to ai 
200 pages larger 19 Big Sections - ingtons can keep those grinding wheels run-  jut'the bushing holes in 
: than the first edi- The real meat of - - P : oe a Ts ne pe 
mile tion, 7 gated the several handbooks in ning day and night—true and in perfect condi-  {i"° Pevolve on pin, insur 
neck same, A a "i = ing constant changing o' 
i i 4 lativit f tt t 
aa eth Memmi aii Bethometion tion, insuring longer life, increased efficiency, relativity, of | cutters. to 


most fundamentally Physical Tables 








® for better dressing and 
useful data of your | Engineering Materials and day after day economies. truing. 
own fleld, you can Theoretical Mechanics 
get similar material Hydraulics 
in other fields in Structural Theory and 
which problems may Design 
come u : Plain and Reinforced 
ri p—presented nerete 
s u nderstandable Foundations 
orm —allin one Topographical and 

compact volume, Geodetic Surveying 
handy for field, shop, Route Surveying and 
and desk use. New Earthwork 
edition 20% larger, Highways 
with better emphasis Municipal Sanitation 
on basic material. Machine Elements 
Fully revised and Pumps, Compressors 
up-to-date and Hydraulic Turbines 

Engineering Thermo- 

SEE IT FOR | f3tamics i cones 
eating an ir Condi- , - i 
10 DAYS tioning | The many improvements made in Vincent-Hunt- 
Fundamentals of Electri- 





ON APPROVAL cal Engineering 





Electrical Measurements ington Grinding Wheel Dressers and Cutters in 
SSSSSSSSEH ASSESSES ESEE REESE EEESe Ee eER | . h 2 1 d 
SEND THIS COUPON TODAY | no way increases the price. Our tool depart- 
McGraw-Hill Book Co., 330 W. 42nd St., N. Y. C. ment with our heat treating plant—one of the 
re 8 See ne Restowing Monthees oo f - . Non-Burring 
send $4.00, plus few cents postage, or return book | country’s largest—is at your service to meet Cutters 


ol full size with 18 


postpaid. (Postage paid on orders accompanied by re- | TEETH. Milled from high 


mittance. ) 


; . istribu- rbon tool steel, scien- 
Man a | your customers’ needs promptly. Our Distribu they wet rate ' 
; Mn: Sucuskuncda duenliedcneee cue s s mH cess (to 
ling) ERED | tors can help every plant engaged in serving {uniform hardness in- 

Ed Address | serene long _ — 
‘ . . P ° os . ° sere | r canno 
ken- | our country. mesh even if the washers 
City and State , , SCAR an ark | are left out. 
egg: | 


Position : 2434 BELLEVUE AVE., 
Soe I cir antec | THE VINCENT STEEL PROCESS CO. ocerroirt. micn: 
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LEMSON 
IS GEARED TO 


PRESENT PRODUCTION 
REQUIREMENTS 


Distributors are assured 
of delivery of STAR 
Hack Saw Blades de- 
spite the heavy de- 
mands of the Defense 
Program. STARS are 

reagqy fo serve 


your customers 


STAR HACK SAW BLADES, 
formerly packed in fa- 
mous modern metal 
Clemson Boxes, are 
now packed in card- 
board defense boxes. 


CLEMSON BROS., IN. 


New York 


Middletown 





2046 
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One of our Canadian Allies, in Toronto, 
prepares for a product presentation by 
H. S. Willson (right) of Paasche Airbrush 
Co. Salesmen and executives of A. R. 
Williams Machinery Co. standing, left to 
right: H. Jowett, T. Young, K. Gillespie, J. 
Leslie, J. Carroll, H. Flynn, M. A. Currie. 
Seated are: A. R. Williams, president, and 
W. G. Gilbert. 


New Catalogs for Two 
Memphis Distributors 


Two Memphis distributors, Lewis 
Supply Co. with branches in both 
Memphis and Helena, Ark. and the 
Harris Iron & Supply Co., last month 
issued new catalogs published by Wein- 


berg & Mckee, Inc. of Chicago. 


The Lewis catalog is a 650-page com- 


pendium of industrial supplies—shop 
supplies, power transmission equip- 
ment, pipe. valves, fittings. pumps. 
paint, portable tools. abrasives and 
materials handling equipment. The 


indexes in every 
right-hand page. and is 


book has marginal 
attractively 


bound in tangerine colored cloth, 
stamped in gloss black ink. 
Harris Iron & Supply's new book 


combines both industrial supplies and 
agricultural equipment, including cut- 
ting tools, abrasives, mechanics’ tools. 
wrenches, jacks. electric tools. ete. as 
well as repair parts for fa»sm ma- 
chinery, plow shares and_ horseshoes. 
The Harris catalog is bound in copper 
colored cloth, stamped in bright green 
ink. 

Both catalogs have prices of high- 
speed tools printed in red ink. 


Fred Scholl Heads 
New York Club 


Fred A. Scholl, president of the Long 
Island Hardware Co. was elected to 
head the Hardware Trade Association 
of New York at the annual Christmas 
party of the organization, Dec. 16, at 
the Railroad Machinery Club. 

Other officers included M. L. Langel 
(Osborn Brush), first vice president; 
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E. T. B. Penman (Neal & Brinker). 
second vice president; C. D. Merritt 
(Reed Mfg. Co.), third vice president: 
E. S. Norvell (E. C. Atkins), secretary- 
treasurer, and M. C. Harriman ( Amer- 
ican Steel & Wire), chairman of the 
board. 

Chairman of the executive committee 
is R. E. Doti (Igoe Bros.), with the 
following board of governors: W. E. 


Hansen (Hansen & Yorke), Arthur 
Vincent (Morse Twist Drill), W. W. 
Edwards (Federal Hardware), Cal 


Popp (Toledo Pipe Threading), John 
Davey (Russell, Burdsall & Ward) and 
H. L. Gilliam (Wood Shovel & Tool). 


Manhattan Celebrates 
25 Years in Birmingham 


The 25th year of its operation of 
the Birmingham branch was celebrated 
last month by officials of the Manhattan 
Rubber Mfg. Division of Raybestos- 
Manhattan, Inc. last month a three-day 
sales and engineering meeting, Dec. 
9, 10 and 11. Especially honored dur- 
ing the sessions was E. A. Hamilton, 
southern district manager. who fathered 
the office from the day of its founding 
in tiny quarters back in 1916 to its 
sizeable proportions today. with a large 
warehouse serving local distributors in 
all industrial centers in the South. 

The affair was attended by all the 
southern district men, as well as J. H. 
Merrell, vice president from the Chi- 
cago office, H. E. Smith, assistant gen- 
eral manager from headquarters at 
Passaic, N. J and W. L. White. director 
of the laboratory at Passaic. The lat- 
ter were forced to return while the 
celebration was still under way. how- 
ever, because of the declaration of war. 


To Manage Cleveland 
Branch for Roebling 


Appointment of Eugene King as man- 
ager of the Cleveland office of John A. 
Roebling’s Sons Co. was announced last 
month. He Raymond R. 
Newell, who has been retired after 39 
years with the company. Mr. Newell 
had been Cleveland manager since 1911. 

Mr. King who has been assistant 
manager under Mr. Newell since last 
year, first joined the Roebling organiza- 
tion in 1917. 


succeeds 


Joins Tiebout 


Alex Snedden has joined the sales 
staff of C. H. Tiebout & Sons. Ince., 
Brooklyn. 
long machinery sales experience and 
was formerly with the R. J. Atkinson 


Co.. Brooklyn, 


Mr. Snedden is a man with 
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the Regardless of whether your work demands special 
‘iH. application or routine handling—whether it be 
shi- 500 pounds or 40 tons—whether an electric hoist, 
P . . 
ren- a hand-operated high-speed hoist, traveling crane, 
at or monorail trolley—Wright engineers know how 
‘tor to solve your problem economically. 
lat- Fo years, we have been telling manufacturers Here are three things you get in every 
that Father Time doesn't cut down a Dart ° 
the Union « > that Darts go on aaa on m service, WRIGHT HOIST: 
set Sede Hen sedis Ickes os tone ene 7, SAFETY. The load chain has a safety factor of 
Var. tion, we are suggesting to manufacturers that they 7 to a The bottom hook which is drop forged 
put discarded or used Dart Unions back on ial 2e] - afe ¢ : 
the job from special steel, acts as a safety governor, in 
When you are selling manufacturers new Dart that it gives warning of overload by slowly open- 
— ye ap ee ~ — the —_ sug- ing. These hooks possessing an unusual degree 
gestion. « et hem “a y a * can “ rem- “4° . . 
stalled again, again, and again with complete of ductility will straighten out before any part 
Guaieaee cave aad ete am caeed ook of the hoist is damaged, plus acting as a 
nan- leable iron nuts and bodies make this repeated warning to the operator. 
performance and long life possible. 
n A. There is a wonderful opportunity in 1942, and ie EFFICIENCY. WRIGHT HOISTS are fast, 
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nion ine. you re not now anc n ar . . . 
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39 
dhe 3, DEPENDABILITY. wriGHT HOISTS’ rugged 
- , | and precision design assures year-in and year- 
: | out durability and the very minimum of main- 
‘tant tenance cost. 
last Let Wright engineer your hoisting and crane 
— problems. Work through the Wright distributor 
% in your city. You’ll find him listed in the classified 
to ar telephone book. 
uNItON S ou . WRIGHT MANUFACTURING DIVISION 
E. M. DART MFG. CO., Providence, R.I. tons YORK « PENNSYLVANIA 
sales Sales “ents * 
Inc., Tie Clalcldiehs Semmane. Sow Ma In Business for Your Safety 
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REY-TITE 


Sealing Compound 


Keeps Your 


Gives Them 
an A-1 Rating 


On Pipe Maintenance 


Here is a real 
opportunity for 
the Mill Supply 
Distributor to 
continue serving 
his trade regard- 
less of emergen- 
cy conditions. 


If your customer is unable to secure 
new fittings, recommend that he use 
the old ones... sealing them with 
Key-Tite for a leak-proof connection. 
Key-Tite is the ideal sealer for worn 
thread and gasket connections on all 
lines carrying water, low-pressure 
steam, gas, aqueous solutions, etc. 





Also, don’t fail to recommend Key- 
Tite for all mew connections... it 
will make them leak-proof and per- 
mit their continued re-use when pip- 
ing alterations are made... it pre- 
serves and protects gaskets, flanges, 
and threads in service. 


And, there is an extra profit for you in 
any event. 


HERE IS YOUR KEY-TITE STORY 


1. It’s absolutely leak-proof against water, 
gas, compressed air, low-pressure steam, 
ete. 


. Key-Tite is economical to use... goes two 
to three times as far as ordinary pipe dopes. 


~ 


. 1 will not settle in the can, dees not freeze 
the joint, will not affect the color or taste 
of potable liquids. 


- 


. Key-Tite is nationally advertised. Your 
customer knows about it. 


KEY COMPANY 












Hand Tools Industry 
Names Committee 





DILLON STEVENS 


Heads committee of Service Tools Industry 


A coordinating committee to repre- 
sent the tool manufacturing industry 
in its dealings with the Office of Pro- 
duction Management and the Steel 
Allocations Board was established in a 
recent meeting of the Service Tools 
Institute in Chicago. The Service Tools 
Industry is a nation-wide association 


of manufacturers of wrenches, screw 
drivers, pliers) and mechanics’ hand 
tools. 


The new committee is headed by 
Dillon Stevens, vice president of the 
Plomb Tool Co. as chairman, with the 
following members: E. J. Wilcox (J. H. 
Williams & Co.), Roger Palmer (Snap- 
On Tool Corp.), W. F. Costello (New 
Britain Machine Co.), Arthur J. Male 
(Bonney Forge & Tool Works), W. R. 
Horsford (Duro Metal Products Co.) 
and Edward Norris (Utica Drop Forge 
& Tool Corp.). 


Allis-Chalmers Moves 
In San Francisco 


4 modern combination office and 
warehouse building located at 650 Har- 
risen St. now serves as the new home 
of the San Francisco district office of 
the Allis-Chalmers Mfg. Co. Offices for 
this area were formerly located in the 
Rialto Building, 116 New Montgomery 
Street, 

The new warehouse is to carry a large 
stock of the smaller units of Allis- 
Chalmers equipment, including Texrope 
V-belts and starters 
and pumps. In addition, a machine shop 
provides facilities for small machining 
industrial 
Angle continues as 


sheaves. motors, 


operations and service to 


equipment. F. C. 


Memphis Distributor 
Buys Larger Building 


Rauch Co., distributor in Memphis. 
Tenn., has acquired a building at 483 
S. Main St. which will provide sub- 
stantially more space than was avail- 
able at the former location at Monroe 
and Wellington Sts. The new building 
is a two-story brick structure, with a 
railroad siding. The firm handles 
Thermoid rubber goods, belting, fibre- 
glass insulation, ete. 


Recreation Room 
The Johnson Mandeville Co., Newark 


is planning a recreation room on the 
second floor of their building. where 
a ping pong table will provide active 
entertainment for their staff. 


Traveliers Club 
Stages Party 


The Southeastern Traveliers Club, 
organization of hardware and mill sup- 
ply salesmen traveling the southeastern 
states, recently held its special stag 
dinner, which has become an annual 
affair. The party, held at the Henry 
Grady Hotel in Atlanta, was attended 
by some 65 members and guests. 

Among the guests present were the 
following: J. B. Rousey, Beck and 
Gregg Hardware Co.; O. P. Almand, 
R. L. Exum and O. B. Wright, Dinkins- 
Davidson Co.; C. H. Donnelly, Jim Trip- 
lett, Sam Dennard, Jess Childers, O. H. 
Motley and Candler Jones, J. M. Tull 
Metal & Supply Co.; E. L. Pugh, secre- 
tary, Southern Supply and Machinery 
Distributors Association; Jeff Hutchins, 
King Hardware Co. and J. Jones. Young 
and Vann Supply Co. 

The club has its headquarters at 1020 
Grant Building, Atlanta, and holds a 
regular monthly meeting on the last 
Friday of each month. 





Travelier Club guests (left to right): Ira 
Valentine, Johnson Bronze; Harris Carlock, 
Beaver Pipe Tools; E. L. Pugh, Southern 
Association; H. E. Newell, L. S. Starrett 
Co. and Paul Hayden, Manning, Maxwell 





2621A McCasland Ave. East St. Louis, Illinois manager. & Moore. 
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WHAT’S HAPPENING 


TO YOUR BIGGEST CUSTOMER — METAL-WORKING ? 
It's Getting Bigger .. . 


Construction of new plants and additions was $950,000,000 in 1941, only $38,761,000 
in 1939—an increase of 24 times. 


Aircraft production is up 414 times, dollar volume 7 times, in the same period. Current 
production rates are 2!/, times those of 1940, and current estimates are for rises of 
50% or more. 


Machine-tool production is up from $250,000,000 to almost $800,000,000—or more than 
tripled in 2 years. There are now 335 machine-tool builders, as compared with 
215 in 1939. 


Wichita, Kansas, has increased general payrolls 2'4 times, aircraft payrolls 10 times, 
aircraft floor space 5 times. Aircraft payrolls there will be quadrupled, floor 
space doubled, in 1942. 


Hartford, Conn., now has a quarter more installed horsepower. 


Metal-Working is now about half of al] manufacturing industry. 


It's Adding Men... 


U. S. Dept. of Labor Metal-Working Payroll Indices now are 4 times what they were two 
years ago. 


Aircraft plants have 6 times as many workers as in 1939. 

Machine-tool plants now have 102,800 men working 530,000,000 man-hr. per week, as 
against 54,430 men working 260,000,000 man-hr. per week in 1939. 

Hartford, Conn., added 79% more men in 18 months. Aircraft plants there tripled 
employment in that time. 

Wichita, Kansas, doubled employment in 2 years, increased aircraft workers 10 times. 
The latter is to be quadrupled this year. 


It's Changing Buyers... 


29.5% of production managers and supts. have changed title since 1939, 11% of presi- 
dents, 19% of vice-presidents, 141% of general managers. 61% of the companies 
have made some such changes. 

Half of American Machinist's subscribers have changed position or address since 1939, 
35% more in 1941 than in 1940. 


NOW, more than ever, it is essential for the manufacturers you represent to build and hold recogni- 
tion for their products. They can do both jobs best by consistent advertising in American Machinist, 
which has the largest paid circulation of any metal-working publication. Why not suggest that they can 
help you with such a program? 


AN MACHINIS 330 W. 42nd St., New York, N.Y. 
A A McGRAW-HILL PUBLICATION 
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For an 
ALL AMERICAN 


Job - -- Sell 


“BLUE DEVIL” 
SCREW PRODUCTS 


Industry can depend on “BLUE 
DEVIL” Products. Scientific heat 
treatment in our modern, electrically 
controlled furnaces produces screws 


of unequalled strength, toughness, 
and long life. By actual test they 
have proved themselves fast, safe, 


and dependable. They are popular 
with industrials and machine build- 
ers—the latter often specifying them 
in their designs. Mill Supply Men 
like to sell “BLUE DEVIL” products 
because they know that they have a 
reliable source of supply and _ that 
returns are good and steady. Send 
us the orders—we'll supply the prod- 
ucts—promptly. 


“BLUE DEVIL" Products 


® Socket Set Screws 

Socket Head Cap Screws 

Socket dead Stripper Bolts 

Socket Screws—Dardalet Thread 
Safety Alloy Steel Dowel Pins 

Socket Screw Keys 

Socket Pipe Plugs—Cold Drawn or Alloy 
Steel 

Square Head Set Screws—Alloy Steel 
Studs—Cold Drawn or Alloy Steel 

Tool Post Screws—aAlloy Steel 
Headless Set Screws—Cold Drawn 





SAFETY SOCKET 
SCREW COMPANY 


4440.46 N. Knox Ave. 
CHICAGO ILLINOIS 
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Laid up in the isolation ward of a hospi- 
tal for 17 days with spinal meningitis, 
W. S. “Win” Casanave, president of Casa- 
nave Supply in Philadelphia, spent most 
of his time studying maps and reading 
stories of great explorers, forgot to shave, 
and emerged looking like an explorer him- 
self. He is now well and back on the job. 





Bunting Brass Moves 
Two Sales Offices 


Bunting Brass & Bronze Co. has 
moved two sales offices and warehouses 
to new addresses. On December 1 the 
company’s operation in Atlanta, Ga., 
was moved into new quarters at 542 
Spring Street, N. W. Effective Decem- 
ber 15 the company’s Kansas City 
sales offices and stocks were trans- 
ferred to 1821 McGee Street. 


Engineering Products 
In New Building 


Engineering Products Co., power 
transmission and_ materials-handling 
equipment specialist of Los Angeles, 
Calif., has moved into its own building 
at 16th and San Pedro Sts., according 
to Hyman Ledeen, president. The new 
building is 75-100 ft., of brick construc- 
tion, and will be used for office, ware- 
house and shop. The building is to be 
shared with Condor Machine Works, a 
manufacturing affiliate. 


Vulcan Electric Moves 
to Danvers, Mass. 


Vulcan Electric Co., formerly located 
at Lynn, Mass. has moved to a larger 
plant in Danvers, several miles from 
Lynn. The change will provide better 
manufacturing facilities and generally 
improved operating conditions, accord- 
ing to the announcement. 
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McCarthy To Represent 
Weldon Roberts Rubber 


Operating as McCarthy & Co., man- 
ufacturers’ representatives, Ernest Mc- 
Carthy, formerly general manager of 
Harry P. Leu, Inc. in Orlando, Fla., and 
S. M. McCarthy of Columbus, Ga., have 
just been appointed by the Weldon Rob- 
erts Rubber Co., Newark, to work with 
distributors of Brightboy industrial 
products in North and South Carolina, 
Georgia, Florida, Alabama and Ten- 
nessee. 

The manufacturer also announces 
the appointment of Almon O. Snyder 
of Cleveland as its representative in 
Ohio, Western Pennsylvania and part 
of West Virginia. 


Golden Wedding 


L. L. Mather, president of the Mather 
Hardware & Supply Co. in Louisville, 
celebrated his 50th wedding anniversary 
at a reception with Mrs. Mather on 
Dec. 14. The couple has nine children, 
12 grandchildren and two great grand- 
children. Before organizing the dis- 
tributorship which he now heads, Mr. 
Mather was connected with Henry 
Disston & Sons in Chicago and Cincin- 
nati for many years. 


Employees’ Booklet 
E. C. Atkins & Co., Indianapolis, has 


issued a booklet to new and old em- 
ployees, giving practical information 


on sabotage, safety, sanitation, em- 
ployee identification, and associated 
subjects, 





Blackouts Are Coming 


(Continued from page 170) 





munication lines are broken, and 
supervise the movement of workers to 
pre-determined areas of safety. 

An engineering chief should assign 
men for the protection of vital rec- 
ords and machinery; pipe fitters, 
welders and other repair men should 
be readily available for emergency re- 
pair work. Men in pairs should be 
switchboards, _ boiler 
rooms and other vital points. After 
a raid, the engineering chief is ex- 
pected to make an immediate inspec- 
tion, and arrange for repairs. 

The OCD recommends appoint- 


ment of a utility control squad in 


assigned to 
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[UF KIN 


RADIUS GAGES 


EASY TO USE... 
-,. EASY 70 SELL 


There are lots of reasons why 
machinists who use Lufkin 
radius gages prefer them to 
all others. There’s the idea 
of being able to put the right 
blade to work without having 
all the others get in the way. 
Then, too, there are five dif- 
ferent applications of the in- 
dividual radius on each 
blade—and the correspond- 
ing internal and external 
forms. It's easy to get the 
proper blade in a hurry from 
the durable leatherette folder. 
The Gage Holder solves the 
problem of reaching those 
hard-to-get-at spots.—Aren’t 
these also good reasons why 
you should feature Lufkin? 


Wd LL A 


SAGINAW, MICHIGAN New York City 


TAPES . RULES . PRECISION TOOLS 








They’ve GOT To Have Lamps... 
They’ve GOT To.Have GOOD Lamps... 
They’ve GOT To Have Lots of Lamps 





Build Up Your Service to Customers 
with 


CHAMPION 
LAMPS 


Good, dependable, low-cost 
light is one absolute necessity 
to production for victory... . 
Your customers need your serv- 
ice now; everything you can 
do or get for them helps them 





and helps you... . Champion 
Lamps mean more light for 
your customers at lower costs, 
quicker and more economical 
handling, and more profits for 


you. 


Br | 


Champion Fluorescent and Incandescent Lamps are 
licensed under General Electric Company patents. 


CHAMPION LAMP WORKS 


Lynn. Massachusetts 


A DIVISION OF CONSOLIDATED 


ELECTRIC LAMP CO 
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Lift Jack 


A low-priced 
Truck, with the advantages of 


high-priced types, which 


makes it easy to sell. 

Simply pull down the han- 
dle and the truck lifts off the 
front legs and is ready to roll 
to destination. Lift the handle 
and the Jack rolls out and 
stands alone. 


The Fairbanks Lift Jack 
Platform Truck lifts and rolls 
easily. It can be turned in a 
small space. Although small 
and light in weight, it is very 
powerful. Has no pins, ratch- 
ets or levers to operate. 


The platform is made of 
well-seasoned oak. All parts 
are well proportioned. Wheels 
are broad faced. Throughout, 
this Lift Jack Platform Truck 
is ruggedly constructed. 

It can be furnished with 
various types and sizes of semi- 
steel wheels and bearings, or 
with rubber-tired wheels. 

Backed by an experience of 
more than half a century. 

Write for Booklet J-1 and 


prices. 


The Fairbanks Company 
Hand Trucks, Wheelbarrows, Dart Unions and Valves 


19 East 4th St. New York, N. Y. 


Boston, Pittsburgh 


Factories: Binghamton, N. Y. Rome Ga. 
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each plant. a four or five man team 
equipped with helmets, gas mask, 
electric lanterns, a truck, and a map 
of utility services showing the layout 
of distribution systems, location of 
valves, switches and other controls 
which must be quickly reached in 
cas of emergency. 

There should also be a fire squad 
(four men) equipped with safety 
goggles, gas masks, leather or asbes- 
tos gauntlet gloves, water buckets, 
buckets of sand for incendiaries, a 
portable water pump, square-nosed 
shovel, fire axe, electric lanterns, 
blankets and large safety pins, crow- 
bar, 100 ft. of hose, three corrugated 
iron sheets. and adequate fire extin- 
guishers. 


BIBLIOGRAPHY 


“Prepare Now! Don’t Wait for Bombs 
to Hit Your Plant,” an article in the 
January, 1942, issue of Factory Magazine, 
330 W. 42nd St.. New York City. 

“Blackouts,” by the Office of Civilian 
Defense, Washington, D. C. 

“Protection of Industrial Plants and 
Public Buildings,” Office of Civilian De- 
fense, Washington, D. C. 

“Protective Construction,” Division of 
State and Local Cooperation, Office for 
Emergency Management, Washington, 
db ¢. 

“Emergency Medical Service for Civilian 
Defense,” Office of Civilian Defense, Wash- 
ington, D. C. 

“Air Raid Warning System, Office of 
Civilian Defense, Washington, D. C. 





Business Goes To War 
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tries, hence increases in manufacturing 
activity over the past two years have been 
smaller than for the country as a whole. 
Currently, manufacturing operations have 
reached a plateau, and although some ex- 
pansion can be expected, it is likely to 
below average. War plants are 
scarce, largely because metal-working lines 
are of only minor importance in the state’s 
economy. 


SOUTH CAROLINA Athough 


less important as a manufacturing state, 
South Carolina very much resembles North 
Carolina. Cotton and other textile lines ac- 
count for 75% of all state industry, and 
arms contracts are limited—-to Charleston 
(shipbuilding) and a few small towns. For 
the state as a whole, industrial prospects 
“for the duration” are below par. Again 
as in the case of North Carolina, textile 
manufacturing has followed the 


prove 


national 


JANUARY, 1942 








pattern and South Carolina has experi- 
enced an about-average increase in ac- 
tivity since 1939, 


TENNESSEE Moderate gains in 


hosiery, rayon, footwear, cottons, etc., since 
1939 have been supplemented somewhat 
by the war program, and future statewide 
prospects are distinctly good. Chief war- 
production centers are the four big cities 
—Memphis (bomber parts), Nashville 
(aircraft), Chattanooga (TNT), and Knox- 
ville (aluminum at nearby Alcoa). Other 
arms works are at Milan, Copperhill, and 
scattered points. In addition, the TVA 
power program—most of it in the eastern 
half of the state—is being expanded in 
order to supply armament needs. However, 
industry in the northeast tip of the state 
has not been an especial beneficiary of the 
war effort. 


TEXAS Texas industrial activity has 


not gained as fast as the nation’s, because 
such non-durable lines as petroleum pro- 
ducing and refining, textile and food manu- 
facturing, and lumbering are the chief in- 
dustries. But from now on, Texas manu- 
facturing gains will outstrip the nation’s. 
New magnesium, steel, and tin mills, chem- 
ical and ordnance works, aircraft factories, 
and shipyards are to be established, mostly 
in the eastern half of the state. The Hous- 
ton area—including Beaumont, Galveston, 
etc.—will be the chief arms center, with 
Dallas-Ft. Worth ranking next. Other war 
plants are few and far between. 


VERMONT During the past two 


years, big gains in such durable lines as 
stone, lumber, and machinery have _bal- 
anced off lesser gains in non-durable tex- 
tiles and foods. However, the state’s in- 
dustrial importance is decidedly minor, 
and armament awards have been limited. 
Hence, prospects for important gains in 
industrial activity are below average. 


VIRGINIA In recent years the state’s 


industry has grown markedly. New plants 
have been established at Staunton, Front 
Royal, Martinsville, and other textile 
towns. Outstanding war plants are at 
Radford-Pulaski (ordnance) and Hampton 
Roads—comprising Newport News, Nor- 
folk, and Portsmouth (shipbuilding). 
Activity in the Danville-Martinsville cot- 
ton-rayon area increased sharply since 
1939, but volume probably will lag in the 
future. In and around Richmond, tobacco 
and other manufacturing will continue to 
advance slowly. Lynchburg and Roanoke, 
likewise, may be “slow” to gain. 


WASHINGTON Lumbering and 


related industries which account for 60% 
of Washington’s peacetime manufactures, 
have advanced sharply in the past two 
years. Moreover, the state’s share of war 
business is greater than its peacetime pro- 
portion of manufacturing facilities. How- 
ever, the lumber trades may be hit by 
priorities on national residential building. 
The Seattle-Tacoma industrial area, ac- 


counting for 40% of state factory volume, 
is certain to go on booming for enormous 
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| The W. H. Kiefaber Company's new general catalog No. 41 is 


Annual 


TRIPLE MILL 


SUPPLY CON- | 
VENTION 


To be held in 
ATLANTIC CITY 
MAY 4, 5, 6 


Are you planning 








to be there ? 


For information 
write — 


MILL SUPPLIES 


330 W. 42nd St. 
New York, N. Y. 


their fourth successive Donnelley-built catalog. 


Durine the first World War, industrial supply dis- 
tributors issued new catalogs at more than twice the 
pre-war rate. 


Now, as then, catalogs will contribute to meeting the 
needs of the times— 


They will work "all out'—24 hours a day, 7 days 
a week. 


They will conserve man-hours of labor in your 
own organization. 


They will enable the men in the plants to do a 
more efficient job of requisitioning tools and sup- 
plies in terms of your goods. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS 
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NO STOCK-NO SERVICING 


W. S. ROCKWELL CO. 


Catalog No. 4026 makes 
it easy for you and your 
customer to select the 
right types. It's the most 
complete catalog on 
Blast Gates available. 
Send for your copy. 


BLAST GATE 


50 Church St. - 


138 


DIVISION 


New York 





| expansion of shipyard, aircraft, and metal- 
lurgical output is under way there. Spo- 
kane, and Longview-Vancouver—due to get 
new aluminum and magnesium plants— 
should also be good industrial markets. 


WEST VIRGINIA Manufacturing 


| (steel, pottery, glass, chemicals, and tex- 
tiles) has advanced at about the national 

| average rate over the past two years. 
Plant expansions—at Weirton, Morgan- 
town, Fairmont, and South Charleston 
have helped, and in those places, activity 
will rise sharply. 


WISCONSIN Predominance of dur- 


able goods industries would suggest that 
Wisconsin’s gains in production would 
tend to outstrip the country’s during a de- 
fense boom. That, however, has not hap- 
pened because new war plant awards in 
this state have been somewhat below av- 
erage. Milwaukee, however, has done bet- 
ter than the state as a whole. The auto- 
mobile, farm machinery, aluminum fabri- 
cating, and other industries are now feel- 
ing the effects of priorities curtailments, 
and resultant dislocations are apt to be 
considerable. Of course, companies now 
making non-defense products are increas- 
ingly shifting to shell, bomb, machinery, 
ship, and other armament operations, and 
ultimately will be busier than ever. 





Belt Sanders 


(Continued from page 61) 





ber-covered to protect the sharp cut- 
ting crystals. Some hand block and 
stroke sanders have two belts, one 
coarse and one medium-coarse or 
fine, which can be used at will, sim- 
ply by changing the position of the 
block. 
In addition to production sanders, 
there are also portable-belt types, 
three of which are sketched in Figs. 
5a, b, c. All employ the two-pulley 
principle and use belts 2 to 4 in. 
wide by 20 to 30 in. long. Their size 
and shape suggest their hundreds of 
uses. 


Application Information 


There are only two abrasives used 
in industry for the belt sanding of 
wood: 

Aluminum oxide is the choice in 
large production shops where the 

| hardest woods are sanded by the 
| highest-speed belt 
| usually under considerable pressure. 
This is also used in sanding metal. 
Garnet, somewhat lower in first 


machines and 


| 
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cost, is still in use by woodworking 
plants whose machines run at lower 
speeds or for the sanding of pitchy 
or resinous wood which tends to load 
rather than wear out the abrasive cut- 
ting face. It is also still the favorite 
abrasive in miscellaneous job shops. 

Two types of backings are used, 
paper and cloth. The paper, made of 
old rope, is the strongest known in 
industry. Paper-backed belts are used 
generally for the sanding of flat or 
slightly curved surfaces where the 
belt is not subjected to extraordinary 
strains. 

There are two types of cloth back- 
ings: drills, designated by an “X,” 
and jeans, identified by the letter “J.” 
The drills are chosen for heavy sand- 
ing operations where the wear and 
tear are great. One type of jeans is 
for sanding curved surfaces and 
moldings, and an even lighter and 
more flexible jeans backing, desig- 
nated as “finishing cloth” is, as the 
name indicates, for the finishing of 
the most involved contours. 

Both the “J” weight and finishing 
cloth jeans may be obtained in any 
degree of flexibility desired: unflexed, 
single flexed, double flexed, and triple 
flexed, to meet the requisites of any 
job. Most metal-sanding operations 
are handled by cloth-backed belts. 

(Drawings and data courtesy Behr- 
Manning Educational Service Dept.) 
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1. 33,000 ft.-lb. per minute. Note that 
time is an essential part of the defi- 
nition. 


PLAN 

2. Hp = 33,000 
where P = mean effective pressure in 
lb. per sq. in., L = length of a double 
stroke in ft., A = area of piston in 


sq. in., and N = r.p.m. 

&% 1 ke. = 1.36 bo. 

4. 1 hp. = 0.746 kw. 

5. 746 watts = 1 kw. 

6. Not unless it’s a steam engine. 
Gasoline engines for cars are rated on 
the S.A.E. formula. 

1 Hp = P&S: 
25 


bore in inches, 2.5 N is the number 





, where D is cylinder 
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SHELDO 





Back Geared Screw Cutting 
PRECISION LATHES 





Preferred for Tool Rooms, Machine 


Shops, Schools and Production. 


Among modern, moderate priced 10", II" and 12" 
lathes, SHELDON Precision Lathes are preferred be- | 
cause they are quality tools in every detail—in de- 


sign, in material, in weight, in workmanship, 
motor drives and in accessories. 


SHELDON PRECISION LATHES 


The 3 lathes illustrated are: a SHELDON 12-inch 


Tool Room Lathe with U-type, lever operated, 
speed Underneath Motor Drive; a 10-inch SHELDO 


4 
N 


LATHE with Preloaded Super-Precision Ball Bearing 
Headstock and |-inch collet capacity; and, A 10-inch | 


Production Lathe with lever operated collet attac 


h- 


ment, lever operated tail stock and lever operated 
cross slide. Write for Full Information on the Sheldon 


Line. 


SHELDON MACHINE CO. INC. 


4232 No. Knox Avenue Chicago, ! 
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A Chance 






The highest quality genuine bab- 
bitt known...tough...strong...it 
stands shocks without cracking. 
Recommended for use in internal 


amb *i 


gines, rock crushers 





and other machines which subject 
bearings io severe shock loads. 


MAGNOLIA METAL CO. «+ ELIZABETH, N. J. 


MAGNOLIA BEARING METALS 
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of cylinders, and 2.5 a constant. 


8. A piston speed of 1000 feet per 
min. 


9: Be = — where V_ is belt 
velocity in ft. per min., W the width 
in inches, and F a factor based on are 
of contact and other elements. 

10. %4 in. 

11. Yes. At 120 deg., the strength is 
only half that of the sling with chains 
hanging vertical. 

12. 85%. 

13. 70%. 

14. 27.72 cu.in. 

15. 8.33 Ib. 

16. 231 cu.in. 

17. 62.425 Ib. at 39.1 deg. 

18. 7.48 gal. 

19. Always 180 deg. 

20. The octagon. The inclosing cir- 
cle has only 1.126 times its area, while 
it has 1.27 times the area of the square. 

21. By 0.08333, or, of course, mul- 
tiply by 12. 

22. By 0.00058, or divide by 1728. 

23. Multiply by 0.00695, or divide 
by 144. 

24. 63,360. 

25. 0.359375 in. This is, of course, 
ai under %% in., which is 0.375 in. 


Testing the Helper 
(Answer to problem on page 82) 


THE boys that got the job did two sim- 
ple things. First they sawed off a one 
inch length of rod, filing it up nice and 
true. Inserted sideways in the square 
hole, it plugged it. Using the same 
plug or making another, it required 
only two more saw cuts to finish the 
job. Marking a diameter on one end 
of the one-inch length of rod, they 
made two slanting sawcuts downward 
to the lower circumference. The re- 
sulting wedge, slipped sideways into 
the triangular hole, filled it completely. 
But the smartest lad of all bet the MM 
a week’s pay he could plug any hole 
that would fit inside a l-in. square, and 
won the bet. 





Man and His Tools 


(Contirued from page 69) 





tion which first developed tools for 
specific jobs, then men to handle 
them. The warrior and craftsman 
were the same fellow not so many 
generations ago, just as they are even 
now whenever pioneers begin a new 
civilization in the wilderness. 
Thirty-five hundred years ago, in 
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. | Holo-Krome Message, directed to the 
u- | 
Users of Socket Screws. Each message 
de will tell them, in a graphic manner, 
| of the vitally important part being 
e, | 
; — , , 
takén by Distributors in the National 
| Defense Program. 
| 
| Authorized Stock Carrying 
- tw] 
m- - Holo-Krome Distributors profit by 
ne You can help your “defense cus- r 
nd tomens” ebesin and meinein a éo- these consumer messages and are 
_ pendable supply of low cost water - 
. from deep wells by recommending . 
me . sans — , 
se Suis Wor ketitased Gear cooperating to the fullest extent by 
he a oe backing them up with a service not 
nd Among the features of Deming 
ey Turbines are exclusive points of equalled by any other distribution 
ird construction which assure easier : . 
re- installation, more dependable method 
ito operation, and lower costs of 
ly. maintenance. 
iM A clear understanding of the high 
ole standards of engineering employed No. I appears on Page 24 
nd in Deming Turbine construction 
is best obtained by reading Bulle- 
tin 4700-8. wr @ ~ 
= Wherever customer requirements JANUARY ISSUE 
demand special attention, Deming 
factory representatives work MILL & FACTORY MAGAZINE 
closely with Deming Distributors 
. . le a , 
ee ie the satation af guutteme. Over 25,000 Readers Each Month 
- THE DEMING COMPANY - + SALEM, OHIO | 
dle 
NG 
. MOH) 
yen a 
ew ee fibro forged SOCKET SCREWS 
ROME SCREW 








in 


MILL SUPPLIES * JANUARY, 1942 141 


UMI 











Casters, too, 
must be bu 
for the job 





gu Bond—the complete truck 
caster line 


pared to fill every industrial 


and you're pre- 


caster need of every customer. 
For each caster in the Bond Line 
is designed for a specific indus- 
trial job. Every industry you call 
on offers a market. Investigate 
Bond Caster Line now—it pays. 
The Bond 136-A illustrated 


swivels easily . . . lasts long. 


BOND FOUNDRY & MACHINE CO., MANHEIM, PA. 


TRUCK CASTERS 
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ancient Egypt, a woodworker’s kit 
already included the ancestors of 
most of the tools we know today. 
Among its contents were chisels with 
wooden handles, saws, drill bow and 
spindles, rasp, plumb-bob, oilstone 
and oilcan (really a horn plugged to 
hold oil for the stone). With these 
tools, such objects as temples, vehi- 
cles, and weapons all were built, for 
bronze, iron and copper were still so 
rare that they served only as swords 
and daggers for kings. 

Most writers say that the early 
Egyptians, before that time, did not 
have iron or steel for cutting stone. 
and some offer wild speculation as to 
the means employed for that pur- 
including tools of hardened 
copper and attrition with emery. We 
also know that Egyptians before that 
period had only the bow drill, tubu- 
lar drill. 


wood with stone inserts. 


pose, 


and saws and chisels of 
The stone- 
pointed drill with shaft. flywheel and 
crank for turning was invented before 
3.000 B.C.. 


was first imported. 


at about the time bronze 
Hollow casting 
of bronze and soldering of precious 
1.000 B.C. 

placing the birth of molder’s tools 
but Egypt- 
ologists place the general introduc- 
tion of iron as about 800 B.C. and 
steel a thousand years or so later. 


metals came in about 


and the soldering iron 


although iron was known in Egypt 


much earlier. A_ soft-iron pickaxe 


head has been found which  sup- 
posedly dates from the Fifth Dynasty 
(2750 B.C.), but there is always the 
possibility that this was simply a 
“sport” —a vagrant bit of meteoritic 
iron that some smart little brown man 
hammered into the semblance of a 
tool, principally because it was soft 
enough to work. 

As would be expected, new devel- 
opments were extremely slow. By 
Jesus’ time. the carpenter had the 
rule, measuring line (ancestor of our 
tape). compasses, plane and similar 
smoothing instruments. awl, hone. 
drill, mallet. and of course iron (and 
probably steel) chisels. 
that increasing 


availability of iron has made hand 


From time on, 
tools of all basic types steadily more 
common. Actually, however, as the 
photographs of a shop of 200 years 


ago show, it has been only within the 
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last century or so that iron and steel 
have replaced wood for tool frames. 
Modern and its 
alloys, plastics and other present-day 
materials have permitted the making 
of lighter, stronger, more precise 


steels, aluminum 


hand tools to meet our higher stand- 
ards of accuracy, just as they make 
possible the continuing development 
of machines to make those tools in 
greater quantity. Craftsmen now buy 
their tools, where once each man 
made his own. And industrial dis- 
tributors serve industry’s need for 
these tools—fulfilling a needed func- 
tion that even a couple of hundred 


years ago was not imagined. 





Are Sales 
Blitzing Service? 


(Continued from page 05) 





save time for the outside men by 
answering intelligently these ques- 
with 


over the phone. 


tions customers in person or 
It was at one such 
meeting that our method for quick 
identification of 


defense and non- 


defense stocks was devised. This is 
particularly helpful because in some 
instances we have two stocks on our 
those A-10 


or better for defense and those ob- 


shelves ordered under 
tained with a regular stock order. 
The system works in this manner. 
Any material ordered specifically for 
defense under A-10 or better has a 
small red star pasted on it before 
This 
acts as an automatic stopper when 
filling orders for it signals the clerk 
to check for defense identification. 
We believe that products do not 


being placed upon the shelf. 


“sell themselves” despite arguments 


that we're now in a “sellers” 


mar- 
ket and should be able to coast 
along on product prestige alone. 


Couch & Heyle has tested that theory 
over a long period of time, and our 
product sales curves show an_ up- 
ward trend only for those lines which 
the men are constantly pushing. 
With that time-tested formula as a 
basis, we've decided to continue fea- 
turing each month a regular sales 
campaign on one major product. 
Lines to be so featured are selected 
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SAVE YOUR CUSTOMERS MONEY 
BUILD PROFITS FOR YOURSELF 
With 


“BELTSAVER’ PULLEY 


Distributors can render an invaluable 
service to their crushed rock and 
gravel plant customers by selling the 
“BELTSAVER” Pulley —the pulley 
that pays for itself over and over 
again by doubling the life of con- 
veyor belting. 


It's easy to demonstrate “BELT- 
SAVER” advantages — how it pre- 
vents heavy, sharp materials from 
getting in between belt and pulley 
and protects the belt from being cut 
into shreds. 


Sell “BELTSAVER” and you'll make 


more friends. 


Prices and discounts available promptly 
on request. 


SPROUT, WALDRON & CO. 


172 Sherman St. Muncy, Pa. 











PROLONCG the LIFE 


of WIRE ROPE with 


Checthetiss 


CONNECTORS 





AFE, strong, streamlined, Electroline-FIEGE 

Connectors are being rapidly adopted by In- 
dustry because their design damps vibration 
stresses and thus prolongs the life of wire rope. 
This unique gripping unit “holds like a bull- 
dog” with a graduated compression which 
leathers off from maximum at rear to zero ai 
front, so that lines held by these connectors are 
not subject to “weak point” crystallization and 
consequent failure. 

The complete line of Electroline-FIEGE Con- 
nectors, available in black and stainless steel, 
bronze and monel metal, is fully described in 
a new €-page Bulletin, a copy of which will be 
sent you at your request. No obligation—send 
for the book today. 


Eloctictine Company 


4072 SO. LASALLE ST. | CHICAGO, ILL. 











Stanley Unishears are needed 
right now in many of the plants 
you serve — for cutting metal, 
leather, fibre, linoleum, cloth — 
for producing many parts, large 
and small. In many plants, 
Unishears eliminate the need for 
expensive cutting dies. 

Your customers can “plug in 
production” at a moment's notice 
with these easily operated electric 
tools. No delays for machine set- 





ups, test runs, etc. Portable mod- 
els in four sizes to handle from 
18 gauge to 12 gauge hot rolled 
steel. Stationary models with 
capacities up to 10 gauge. 

Stanley Unishears are a part of 
the wide Stanley Electric Tool 
line... the line that enables you 
to sell more tools to more people 
for more jobs. Stanley Electric 
Tool Div., The Stanley Works, 
New Britain, Connecticut. 


* We are represented by Selected Distributors * 
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Increase Sawing Production 








Your saws will cut faster and truer and stay sharp longer 
when filed on a Foley Saw Filer. The exclusive patented 
Foley jointing principle straightens up uneven teeth and makes 
them perfect in size, shape, spacing. That is why Foley-filed 
saws increase sawing product:.on 25% to 40%. The Foley also 
cuts down filing time, saves on files and reduces saw breakage. 
The Foley Filer is the only machine that sharpens cross-cut 
circular saws 3” to 24” in diameter, band saws 1" to 41/2” 
wide—all hand saws. 


FOLEY2SAW FILER 





SOLD ON 30-DAY TRIAL 


We offer your customers 30- 
day trial on machines sold 
through you. Write today for 
literature and prices and de- 
tails of this offer. 


FOLEY MFG. CO. 


Also Manufacturers of Foley Saw Setters, Grinders, Die-Making Machine, etc. 


FILING SAWS FOR NATIONAL DEFENSE 


The Foley Filer is in use by U. S. Navy for shipyards, 
air bases, battleships, navy tenders—by U. S. Army 
posts and airports—by U. S. Engineers, Light House 
Dept., Treasury, Mint, N.Y.A., W.P.A., Federal peni- 
tentiaries,—also hundreds of Defense projects and in- 
dustrial plants. 


63 Main St. N.E., Minneapolis, Minn. 











3 Products to help your customers 





prevent 
PA 


help 
their 
easier 








Saves 
tions. 





différent sizes of nuts with each head. 


production delays: 
LMETTO* ime PACKINGS 


to keep pumps, valves, etc., in service because 
internal lubrication assures long life of packings, 
operation of equipment, and fewer shutdowns for 


packing renewal. 


BASA* “*rcce”” HAMMER 


Clamping, adjustable jaws permit replacement of raw- 
hide, babbitt or copper faces within a few seconds. Also 
EMPIRE* Rawhide Mallets. 


FAVORITE™ ‘“reche’ WRENCH 


75% of time required for nut-tightening opera- 
The only socket wrench that accommodates 2 


Write for full information and prices —u. s:'Fxt: on. 


GREENE, TWEED & CO. 


BRONX BLVD. AT 238 ST. NEW YORK CITY | 
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well in advance and arrangements 
made with each manufacturer to 
start off the campaign with an in 
structive product sales meeting. 

There is an unwritten rule in force 
at Couch & Heyle that no account. 
no matter how small it is, shall be 
willfully neglected. Small customers 
as well as big ones have been loyal 
to us in the past and we are strain- 
ing every effort to serve them now. 
Frankly, I believe this policy of 
service to all has given our organ- 
ization a tremendous lift. 





Loose-Leaf Catalog 


(Continued from page 68) 





benefits—to whom should bound vol- 
umes go, to whom sectionalized 
copies? It was finally decided that 
only the purchasing agents should 
receive the  sectionalized copies: 
bound volumes were distributed to 
department heads and shop men 
within plants designated by the p.a. 

When the catalog was half com- 
pleted, each salesman submitted a list 
of prospects in his territory that he 
thought should receive a sectionalized 
catalog. A series of three promotion 
pieces was prepared and mailed to 
16,000. Replies to this campaign ran 
174 per cent. But each request for a 
catalog was then checked against the 
salesmen’s lists and checked against 
the credit rating of the company. 

This careful check and re-check of 
names led to the weeding out of ap- 
proximately 1,000 catalog requests 
which, upon examination, showed an 
inadequate sales volume potential. 
We killed these requests rather than 
further encourage non-profitable 
small orders. And a rule was made 
that no book can be issued unless first 
okayed by a company officer. Thus. 
each catalog issued is assured of being 
placed in a potential volume buyer's 
hands. 

Each salesman was delegated the 
task of distributing the new section- 
alized catalog to purchasing agents 
on his okayed list. He personally 
presented this new book to each 
buyer, explaining carefully the spe- 
cial discount sheet service provided. 


Bound volumes. of course. are mailed 
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You can’t make a mistake by adding 


gan- CANTOL Belt Wax to your line. Industry 
is striving for more and faster production 
and the equipment must be ready. The 


regular use of CANTOL over the years has 
saved much money for industry—that’s why 








































they continue to use it for flat belt drives. 
eliminates slippage @ is suitable for 
all types of belting @ is free from 
_— injurious ingredients @ is belt food 
and fills pores—seals belting from 
vol- foreign matter @ is moisture-proof @ 
i keeps belting pliable in all atmos- 
lized pheres under all conditions @ a slight 
application is sufficient @ penetrates 
that and preserves life of belting. 
ould The increasing demand for CANTOL as- 
2 sures sales volume. Write for details. 
pies : 
d to CANTOL WAX COMPANY 
men BLOOMINGTON, INDIANA 
p.a. 
com- os 
° | ry oe cael 
a list | | rete ie THESE FIRMS AND 
at he - - - | # THOUSANDS OF OTHERS 
lized o" USE BLACKMER PUMPS 
. Armour & Company 
i Carnegie-tlinois Steel Corp. 
otion Chicago ———_ 
Chrysler Corporation 
d to pume THAT 1S SELF-ADJUSTING Fo Colgate-Palmolive-Pest Co. 
Crown Cork & Seal Company 
1 ran ‘AMOUSBUCKETbEsi /f Dow Chemical Company 
DuPont Rayon Company 
for a Durkee Famous Foods, Inc 
Ford Motor Company 
t the | Blackmer high efficiency and low operat- General Electric Co. 
, e Ge 
ng cost result from this unique ‘swing- Br. Goodrich Coneany 
ainst sk THE GUM USED ORIG- ing” vane principle, “Bucket Design”. Soon wae sone Co. 
. i Lilly Sompany 
INALLY FOR INSULATING No other pump offers this feature ow York, Shipbuliding Corp 
° Sherwin iltiams Co. 
4 CUR Chas Standard Black Southern Cotton & Oil Co 
ek of andar ackmer Pumps handle these Asphalt Mfg. C 
Thousands of plants can and m ‘ Trinidad Asphalt Mfg. Co 
any other materials: United Fruit Company 
f ap- use BALATA BELTS for A West Virginia Pulp & Paper Company 
greater economy and effi- — ' te tar ve -Lube Western Electric Company. ; 
ani 5 Atconots yes aints estinghouse ectric 9g. Co 
uests clency in CONVEYING... | Asphaltum Foods Soaps Wheeling Steel Corp 
oe ELEVATING... DRIVING. This i ae ae Sattents 
a an tough, extra-strong, durable Brines Naphtha Syrups AND FOR DEFENSE 
ntial. ‘ ’ | Caustics Oil—Crude Tractor fuel we furnish pumps for — 
De 2 . are a . Minesweepers, sub-chasers, seaplane tenders, 
than Dependable pumps are essential to mod- tankers, harbor tugs, cargo boats, aircraft 
| ern defense production. Depend upon and others. 
table Blackmer Rotaries. 
| 
made 
. first — heavy cotton duck impregnated with balata — has | 
Thus. been a VICTOR specialty for many yeors. Three weights | 
» Ss : and constructions to suit almost any requirement: | —_ 
e 4 . 
; VI e “4 
iyers CTOR t b t Hand Pumps Direct-Connected ee" es Gearhead Mot 
. a a a e in 54 models Pumps ; i ea — 


| 

1 the FLEXMORE extra balata | A Distributor's Line of Rotary Pumps 
ction- FLEXMORE balata | Write for complete catalog of the Blackmer Line and the non-technical 
igents 


handbook “How To Choose A Blackmer Pump”. Free to distributor's 
mally Prices reasonable. A single purchose convinces the user | S@/esmen. Your request will have immediate attention. 


of its superior belt value. 
each Y mets 


> spe- VICTOR BALATA & TEXTILE 


) BLACKMER PUMP COMPANY 
vided. BELTING COMPANY 
nailed Wew York: 53 Park PI * Chicago: 345 W. Hubbard Street 


Factory: fasten, Po 1811 Century Ave., S.W. Grand Rapids, Mich. 
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More Business 


cosy Ronents for YOU , 
Brightboy HIS excellent line of POLISHING and 


FINISHING material is a boon to 
metal working industries .. . A profitable 
line with steady repeat business. 


The SOFT RUBBER binder 
CUSHIONS the abrasive 


NATIONALLY ADVERTISED 








DISCS 
WHEELS 
STICKS 

TABLETS 


— Prompt Deliveries 






Lathe @D Whee\ 
The Sort RUBBER binder 
Cushions the abrasive 


Weidon Roberts 
— Rubber Co 
MEwARm Use 









*% Write for particulars 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. NEWARK, N. J., U. S. A. 











EQUIP YOUR CUSTOMERS 
HE A Co Non SE Kool GN Tol; 





Peeetim DEFPENSE 





* 





12 


146 





WORK. 





Chicago Rawhide Hammers and 
Mallets are needed by the thou- 
sands in the defense work of 
industry. These are the accurate 
long-lasting tools made from 
genuine Java Water Buffalo hide 
that offer no selling problem in 
an ever increasing market, that 
are a necessity in hundreds of 
industries, that have no equal in 
striking safe blows without defac- 
ing or damaging surfaces—even 
in unskilled hands. 








Hammers with malle- 
able iron heads and re- 
placeable faces are 
weighted and balanced. 
Mallets available in many 
sizes and weights. 





CHI icasoflawhides a6.cO~ <i 


90 ELSTON AVE., CHICAGO. ILLINOIS. 
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| to selected department heads and 
| shop foremen. Whenever a section 


is to be replaced, the salesman take- 
it along on scheduled calls, lifts the 
catalog from buyer’s desk, remove- 
the old section and inserts the new. 
In this way, the customer is kept con- 
stantly aware of H. Channon stock- 
and services and feels he’s always get- 
ting the latest up-to-the-minute in- 
formation on products and prices. 
Although this new sectionalized 
catalog has been in the field for a 
comparatively short time, the sales- 
men are getting excellent results from 
it and, because of its selective dis- 
tribution, we feel it is going a long 
way toward reducing the volume of 
non-profitable small orders. 





Distributors See 
War Action 


(Continued from page 67) 





the Japanese. Strangely, when the 
great gray fleets of Nippon dotted the 
Whampoo River, and soldiers pa- 
trolled the city, people relaxed some- 
what. Business went on as usual in 
the International Settlement. Occa- 
sionally, Chinese agitating against the 
puppet Japanese-sponsored  govern- 
ment would disappear—kidnapped. 
Sometimes Japanese sentries in the 
Hankew area would be ambushed. But 
by and large Shanghai was quiet. 

Chinese women vegetable peddlers 
clustered their little boats around Jap- 
anese battle craft and bargained 
sharply for their wares. John Coolie. 
seeking a job as longshoreman, hus- 
tled to the Japanese docks. He didn’t 
like the Japanese, but after all a job 
was a job. Japanese bars flourished 
with the aid of pretty Chinese bar 
maids and hostesses. 

The wealthy, the aristocrats, and 
the radical students scolded about tak- 
ing off their hats when passing Japa- 
nese sentries—but they did remove 
their hats. Coolie laborers doffed 
hats with bland indifference. They 
had had long acquaintance with in- 
dignities and abuse. 

Industrial distributors in Shanghai 
never were a happy lot. They not 
only had stiff competition from other 
distributors with American goods. 
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Buy Safety 


Buy Security 


BUY 
U.S. 
DEFENSE 
BONDS 


and 


STAMPS 


xk * 
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DON’T BUCK THE TREND 


—SELL CHAIN DRIVES! 


Positive chain drives are Industry's Number One choice for power 
transmission. . . Ride the trend to bigger and more profitable sales 
by selling the finest chain drives—Morse positive chain drives! 

Effective sales arguments? Plenty of them! Efficiency—up to 
99.4% for the life of the drive. Compact, easy installation. High 
production levels. Adaptable to all types of motors and machines. 
Long life, low maintenance cost, few repair bills. And a first cost 
that is frequently lower than other types of drives. 


Sell the complete power transmission line that has won friends 
through forty-five years of outstanding service to Industry. Sell 


Morse chains . . . Morse Chain Company, Division, Borg-Warner 
Corp., Ithaca, N. Y. 








TOP SPEED 


FOR MACHINE SHOPS WITH 
GAD (CAD) ondardized SET-uP APPLIANCES 


Now, when every shop needs top speed as never before, is the 
time for you to cash in on CAD set-up appliances. Makeshift hold- 
ing devices are going out—CAD equipment is going in—for holding 
all kinds of set-ups on drill presses, planers, boring mills, lathes. 
CAD devices cut out wasted time by expediting set-ups—they help 
every machine tool increase productive time. CAD Bolts are made 
of drop forged steel—they fit all machine tables without breaking 
out T-slots. Stock sizes %” to 1”, from 112” to 30” long—full smooth 
threads—no machining required. 









Stock the CAD Line and help your 
customers save time and money— 
now when speed is vital. The CAD 
Line offers you good profits. Sold 
only through selected distributors. 


WRITE TODAY FOR DETAILS 
and a COPY OF BULLETIN A-70 





STANDARD SHOP EQUIPMENT CO. 


8153 Tinicum Ave., Philadelphia, Pa. 
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KNURLING of Socket 
Screws originated with 
“UNBRAKO" years ago. 














ZF 


Y 








' 
4iN'()) KNURLED socket HEAD CaP screws 
And they are good! .. . as proved by rec- 
ord-breaking demands throughout industry. 

In addition to strength and accuracy in excess of today's 
needs, "Unbrako" is famous for KNURLING .. . an ad- 
vantage that speeds up assembling and maintenance time 
wherever the screws are used. 

















Our plan is worth investigation. Write today! 


STANDARD PRESSED STEEL Co. 


JENHIAT ; 
OWN, Penna. BOX 519 


——~ §8oaCaes ——~ 


BOSTON + DETROIT - INDIANAPOLIS - CHICAGO + ST. LOWIS + SAN FRANCISCE 





SELLING SAWS? 


HEN your 

customers de- 
mand = aceurate, 
dependable metal 
sawing, day-in 
and day-out on a 
wide variety of 


jobs, Wells Metal Cutting Band Saws are the low cost solution. 









Now Built in 3 Sizes 
No. 5—5” dia. round or 5” 
x 10” flat 

No. 8—8” dia. round or 8” 
x 16” flat. 

No. 12—12” dia. 
12” x 16” flat. 


round or 





Also the No. 9 Upright 
Saw. 


Built 


right, they fit the production, maintenance and 1001 odd jobs around 


the plant. 


they’re needed. 
for you. 


They're portable, too, and can be put to work wherever 
Write today and find out what Wells Saws can do 
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but competition without tariff restric- 


tion from the wide world. 

In addition, there was intense re- 
sistance from the Chinese to labor- 
saving equipment. In 1935-306 rollers 
for smoothing freshly laid asphalt 
were pulled by ten Chinese laborers. 
Due to labor troubles, a Shanghai 
warehouse purchased Yale & Towne 
electric trucks. At sight of them, a 
riot ensued. To preserve peace and 
prevent the Chinese from tearing them 
apart, the trucks were hoisted to the 
rafters. 

Thereafter, when labor disputes 
arose, the employers would point sug- 
gestively to the electric trucks. The 
Chinese, refusing to be frightened at 
this threat to their jobs, would howl 
and bravely shake their fists at the 
offending labor-saving equipment. 


Japan Industrialized 
By Imitation 

For many years Japan was a fine 
market for industrial supplies. Dur- 
ing her transformation to an indus- 
trial power she constantly needed 
tools, which she neither had the skill 
nor the equipment to produce her- 
self. American products had a fine 
reputation for quality, but the Japa- 
nese soon began to copy such products 
as they could produce with their re- 
sources. 

The Japanese went ahead in a 
strange, crazy quilt pattern of indus- 
trial progress. Somehow they got the 
idea that if they could do everything 
as Americans did it, they would have 


equal prosperity. The flood of home- 





Hollywood movies gave the people 
of Japan a new conception of abund- 
ant living. That the Japanese were 
apt students is seen in the costumes 
before this theatre. Two of the girls 
wear occidental dresses, and two the 
native kimonos. One man is in a 
kimono while near him is a Japanese 
in white occidental suit. 
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CHECK LIST 
Mc GRAW-HILL 
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C) 1. METHODS OF SALES PROMOTION 
$2.25 
By Kenneth S. Howard 


[]) 2, HOW TO MAKE COLLECTIONS, 
$1.75 
By Dexter Tomlin 


C] 3. HOW TO WRITE BETTER 
BUSINESS LETTERS, $2.90 
By E. A. Buckley 


L) 4. HOW TO SELL BY MAIL, $2.00 
By E. A. Buckley 


() 5. HOW TO FILE BUSINESS 
PAPERS AND RECORDS, $2.00 
By Allen Chaffee 


CL) 6. HOW TO USE YOUR BANK, $2.00 
By William H. Kniffin 


() 7. HOW TO GET PUBLICITY, $2.00 
By Milton Wright 


() 8. HOW TO WRITE ADVERTISE- 
MENTS, $2.00 
By Kenneth S. Howard 





McGRAW-HILL BOOK CO. 

330 W. 42nd 8t. Examine 
New York, N. Y. any 
Send me books eae ame below of these 
for 10 days’ examination on 

approval. In 10 days I will books 
pay for books, plus few cents 10 days 


postage, or return them post- 
paid. (Postage paid on orders on approval 
accompanied by remittance.) 


| 2 3 4 5 6 7 8 

















MORGAN Semi-Steel WISES 


offer you a protective distributor's policy 


QUICK DELIVERY! 








In these days, wrench orders come easy but 
are not as easy to fill promptly. We, like 
you, are being pressed from every side for 
deliveries. Delays and disappointments are 
inevitable; we have them the same as you, 


your orders. 


not only in the past but for the future. 





LOWELL 


REO RATCHET 
WRENCHES 


but we are doing everything possible to take care of 


We all know that Government Defense Work must come 
first, but non-Defense orders from our regular distribu- 
tors will get every attention, as you are our salesmen, 


If your customer has a priority rating, be sure and give it. 
Always tell us about them if possible. 


SE adtesawacsndnanersas den eeeesennesenemaoewenkons 

BABIERS oc nccccccccecceccvccecesesevesccoressees erry, 

ee 1869 THE OLD RELIABLE WRENCH 1942 
iiesiatil — — LOWELL WRENCH CO. WORCESTER, MASS. 
Kooks sent on approval in U. 8S ‘ent Canada only.) 
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GOOD WORKMEN 
KNOW GOOD 
TOOLS 





Since 1857 


LEIN Pliers are the first choice of line- 
K men and electricians everywhere. The 
inbuilt quality, the precision manufacture, 
the careful testing that assure each pair 
of Kleins of passing the hardest test for 
any tool—actual usage under tough, every 
day conditions. - 

In every community there are men who 
know and appreciate good tools—Kleins 
are made for them. 


Your copy of the Klein 
Pocket Tool Guide will be 
sent on request, 


Mathias KLEIN & Sons 
hed Chicago. USA 


a /? 


$200 Belmont Avenue, Chicago, Uhino: 
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made imitation American goods had 
some effect in convincing the popula- 
tion that Americans were not super- 
Then propaganda 
stepped in. Children were taught that 
the airplane and other inventions 


men. Japanese 


were of Japanese origin. True, Occi- 
dentals may have fumbled about on 
such devices, but it was the Japanese 
who made them practical. It was the 
Japanese who placed a square nut on 
gadget “A” instead of a hexagon and 
thereby “perfected” it. 

By the summer of 1941 the Japa- 
nese were well along in domestic pro- 
duction of goods that could be made 
by semi-skilled labor. The field of 
the American distributor narrowed 
to special goods with limited use or 
newer improvements. 

Distributors in Japan constantly 
complained that they were not getting 
proper cooperation from our manu- 
facturers. Japanese customers would 
read advertisements in American 
magazines for improved devices and 
ask their distributors for them. Dis- 
tributors lost face because American 
manufacturers were naturally reluc- 
tant to supply the Japanese until they 
had served markets that respected 
patent rights. 

American distributors in Japan. 
with only a sketchy knowledge of 
the language, usually left selling en- 
tirely in the hands of Japanese sales- 
men. Interpreters were customarily 
employed at conference, even where 
interested persons had a_ working 


Singapore, teeming with life ashore and afloat. 
boats bring the wealth of the Malay States to Singapore, crossroads of the 
world. This port is defended by the mighty guns of Singapore base, erected 
by funds raised from sales taxes on products of this area. 
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knowledge of the other language. 
They feared that they would lose fac: 
by speaking a foreign language im- 
perfectly. 

The Japanese distributors worked 
hard to secure tieups with manufac- 
turers of American supplies. They 
frequently had larger organizations. 
After securing exclusive distribution 
for an American manufacturer they 
would sometimes use his goods as a 
horrible example, permitting custom- 
ers to buy. if they insisted, but al- 
ways pointing out the so-called ad- 
vantages of the Japanese product. 

We in America are prone to think 
of the Japanese as clever little mon- 
keys who can be overcome with a 
good sweep of the arm. Sometimes 
they are regarded with a mysterious 
awe, for their fanatic devotion to em- 
peror and country, hari kari, and 
other forms of suicide. But do not 
Ten, 
twelve, or fourteen hours a day of 
hard labor is taken as a matter of 
course. Put a Japanese on a hard cold 
rock with nothing but a bag of rice 
and water and he will spend the next 
three days there without complaint or 


under-estimate the Japanese. 


loss of spirit. 

In the days to come American 
armed forces and civilians are going 
to be tested for ability to “take it.” 
We will be tempted to regard the lack 
of an automobile as a_ hardship, 
whereas the Japanese thinks of a 
bicycle as a luxury. 


Can we take 


such changes in stride? 





Thousands of these small 
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and Good dealers likewise carry good } 
torches. The C & L monogram assures 
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aN eens e Kester Cored Solders come as near selling themselves 
rican QA W@4 as anything in the industrial distributor's line. They re 
roing = ie universally known, the standard of top quality in their 
» 2” =>LUSTRACAST= field—and they’re proving their importance as staples 
Nook _ by COOPER = every day in thousands of manufacturing plants in 
‘ SS | SS : ° 
a —A Yj wes" SS every metal-working industry. 
ri ZHU IRS | 
of a ® Solder business is easy to get—and hold—with 
take H Kester. R ising i - - 
ike Stainless Steel Kester egular advertising in twenty-seven outstand 
ing industrial magazines assists you. Results do the 
Fittings rest! Your customers will get faster, smoother pro- 
duction with Kester Cored Solders, and neat, permanent 
work besides! 
Meet the growing 
demand for all © The virgin-metal purity of Kester alloys, the scientific 
types of correctness of the self-contained flux, are points of solder 
excellence your trade wants. You'll find Kester Cored 
CORROSION- Solders easy to handle, turnover rapid, and repeat busi- 
RESISTING ness gratifying! 
FITTINGS 


KESTER SOLDER COMPANY 
with the COOPER | 4214 Wrightwood Avenue Chicago, Illinois 
“Lustracast” Line. | 








Brighter, cleaner, 
, = KESTER FLUXES If you have customers who use separate fiuxes, give them KESTER. 
greater corrosion 
ili | @ VISCOSIFORMED PASTE @ TRICHLORON SALTS 
: @ SOLDERING LIQUIDS @ SUPERCHLORON TINNING BLOCKS 





Same Quality Standard—the BEST—for 42 years. 


Write for details 
and samples today. 


THE COOPER ALLOY FOUNDRY CO. fi @ A Evan aa w meso 


Bloy St. and Ramsey Ave. 


rected Elizabeth (Hillside) New Jersey STANDARD F O R INDUSTRY 
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Bench Work Must SPEED UP- § segihvirte ™ 
COLUMBIAN VISES wii help | SPE AS 
system, while isothermic relays guard 


. against operation on harmful over- 
SAA \ toot steet loads. Compact and easy to handle the 
JAW FACES 













———— 
STEEL BALL 
ENDS FORGED 
FROM HANDLE 
STOCK ITSEU 


“Strikeasy” arc welder is available with 
or without running gear. Without run- 
ning gear, the overall dimensions are: 
28-in. length, 13%-in. width, 21-in. 
height, net weight 385 lb. With running 
gear dimensions are: 40-in. length. 
16-in. width, 27-in. height, and weight 
115 lb.—General Electric Co., Schenec- 
tady, N. Y.—Mict Suppwies, January 
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LUBRICATING . 
meust 7 on ee 
BEARING | —Ty SWIVEL | 1942, 
q \ BENCH PLAT 
MALLEABLE IRON 
SLEDGE CASTINGS 
TESTED GUARANTEED UNBREAKABLE 


| 
The all-out answer to efficient and maximum bench work, is ; 7 
the vise. Make sure it is a COLUMBIAN. Chain Hoist 
Because the COLUMBIAN line is complete—a vise for every 
purpose, COLUMBIAN distributors are always able to sug- | 
gest a definite type for any work in any industry. | 
All COLUMBIAN Vises are sold only through distributors 
and backed by a sales policy which makes COLUMBIAN 
Vises profitable to handle. 


} 
| 
Stresses 14 Features 











THE COLUMBIAN VISE & MANUFACTURING CO. | 


9015 BESSEMER AVENUE CLEVELAND, OHIO 
THE WORLD'S LARGEST MAKERS OF VISES 

















AND INDOSTRIAL LOSIPMENT 
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In addition to their general mill supply catalog, the Barrett-Christie 
Co., of Chicago, has found it profitable to issue departmental cata- | 
logs. Illustrated above are their “Metal Cutting Tools,” “Mechani- | ,,,. er 
| This new model “Y-C” spur geared 
cal Rubber Goods,” and “Pipe Tool” catalogs. Many of the pages chain hoist is designed for use in utili- 
ties, construction work, mines, mills, 


used in the departmental catalogs are being incorporated in the | oll Guble willcsniia Getesicn ote. tk ts 


Barrett-Christie Co.’s new General Catalog, now being compiled. spur-geared speed reduction, planetary 
type and comes in six different capaci- 
ties: ¥, 1, 14%, 2, 3 and 4 tons. Among 
the fourteen features stressed are: drop 


| forged heat treated steel top and load 


For Details on Modern Planographed Catalogs—Write To: 
hooks, dust guard to protect automatic 
load brake, extra heavy malleable iron 


WE I N B E KG \S Me h E E , IN U. | cross-head, special alloy steel driving 


610 W. VAN BUREN ST. CHICAGO, ILLINOIS | pinion, load chain of high grade steel, 
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Add This 
“Best Seller” 
To Your Line! 
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Write for catalog sheets and prices—and 
start your profits rolling in with this well- 


known RUSSELL “Best Seller’ right now! 


RUSSELL ELECTRIC Co. 


345N West Huron St. CHICAGO, ILL. 











e MACHINE TOOL ACTIVITY 
IN DEFENSE INDUSTRIES 
MEANS A GREATER 
MARKET FOR 


GLOBE, 


( ennuese WOVEN nts ) 


Don't overlook the market 
for endless belt sales that is 
resulting from increased ma- 
chine tool activity. As end- 


less belts wear... as new 
units, requiring new belts, 
are put in use . . . GLOBE 


Endless Woven Belts are 
ready to serve. Repeat busi- 
ness on these belts insures 
steady profits. Write for com- 
plete details. 













Sobe Wi Woven Belting ( Colne 


13960-1398 CLINTON 
‘NEW yoRK 





For Defense; for Victory: 
and for that future day 
when the metal-working 
industry will rehabilitate 
a war-torn world—Winter 
Taps will do their part: 
and do it well. 








QUALITY IAPS 


We are counting on Dis- 
tributors with vision to 
recognize their present 
worth and their future 
sales possibilities. 


Sell 
WINTER QUALITY 
TAPS for PROFITS 


THE WINTER BROTHERS CO. 
Main Factory: WRENTHAM, MASS. 
Branch Factory: DETROIT, MICH. 


A Division of the NATIONAL TWIST 
DRILL & TOOL CO., Detroit, Mich. 
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—_— straight-cutting Power 
Saws are in tremendous demand 
today to help conserve the precious 
metals which are rationed to in- 
dustry. The thin, straight-cutting 
blade removes only a little, fine 
“Steel-dust” which easily is salvag- 
ed. Less waste metal removed 
means — less waste time for the 
manufacturer . . . less haul-back 
tonnage for the railroads . . . and 


less re-roll time for the steel mills. 





This saving of METAL... TIME... and 
MONEY for your customers is an inter 
esting PEERLESS story. It will be mailed 
to you free on request along with 
complete details on the PEERLESS line. 


‘Preelegd METAL CUTTING SAWS 


PEERLESS MACHINE COMPANY 





RACINE, 





SEND FOR 
CATALOG 


i584 


WISCONSIN 





BOLT CLIPPERS 
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electric welded and heat treated, gears 
mounted on bronze bushings and en- 
closed in pressed steel cover, and 
smooth, highly polished steel hand 
chain. New hoists are said to be factory 
tested at 100 percent over their rated 
capacity—Coffing Hoist Co., Danville, 
Ii1—Mui.t Suppuies, January 1942. 


Industrial Shop Truck 


Safe, Compact, Fast 





Aptly named “Chore Boy”, this new 
industrial 3u -p truck weighs 800-lb., is 
fast, with quick acceleration, foot throt- 
tle speed contre!. (Maximum speed 
15 miles per hour). It is driven by a 
powerful, low maintenance, 4 cycle, air 
cooled, 7.7 kp. engine. “Chore Boy” 
is provided with a heavy duty friction 
drive with both forward and _ reverse 
speeds and neutral position for idling. 
The load capacity of the truck is 1000- 
lb. and it has a loading space of 12.8 
sq.ft. The frame is of electrically 
welded steel, with anti-skid steel deck 
and a heavy gage sheet metal engine 
housing. The brake is of the internal 
expanding type on an_ intermediate 
shaft and is applied by standard brake 
pedal. The truck will not operate 
when driver is off seat, and it will hold 
fully loaded on an incline or ramp. 
The “Chore Boy” is ideal for rapid 
handling of loads in industrial plants, 
warehouses, stores, etc. Being 37-in. 
wide, it is easily maneuvered through 
narrow aisles. Engine and mechanism 
of the truck are readily accessible from 
top. A two gallon gasoline tank is 
mounted with engine under seat.—Buda 
Co., Harvey, [ll—Mitt Suppwies. Jan- 
uary 1942, 


Drill Press 


Wide Application 


Available now is a new 20-in. drill press 
for power feed, hand feed or foot feed 
applications. The machine is of im- 
proved design and its rugged construc- 
tion makes it an ideal production ma- 
chine. One of the features is the power 
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ECONOMY'S | 


LITTLE 






POINTS 
THE WAY TO 
ECONOMICAL 
DEPENDABLE 
PLANT OPERATION 


SCREW 

ECONOMY rooucrs 
Economy Products, because of their tre- 
mendous holding power and strength, 
speed up manufacturing thereby saving 
much time and money for operators. 
They have been and will continue to be 
industry's choice for years to come be- 
cause of this proven dependability. Let 
us take care of your needs for Hollow 
Set Screws, Socket Head Cap Screws, 
Headless Set Screws, and special orders 
for screw machine products. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE. CHICAGO 

















Industry needs 


AMERICAN 
BOILER FITTINGS 


—Steady Volume Sales | 
Build Up Good Revenue 


FUSIBLE PLUGS 


Standard Figure “‘A’’ Fu 
sible Plugs are designed 
and manufactured in ac- 
cordance with the boiler 
code standard of American 
Society of Mechanical Fn 
gineers. They meet all re 
quirements of most states 
having boiler codes. Can be 
used on boiler yming 





wile 

under the inspection of the 

Steamboat Inspect 
the U 


ice of 
Commerce 


WATER GAUGES 


Self-cleaning and regula- 
ting Substantially con- 
structed, fully protected 
by guard rods, and have 
standard gauge gl In 
tended for press up to 
125 lbs. Higher pressure 


{1 ASS. 
res 
glass used for higher 
pressures. Cap in top 
makes it easy 
broken glass 


AMERICAN 
INJECTOR CO. 


Detroit, Mich. 


to replace 














ARMSTRONG-BRAY FOR 
BOTH TYPES 


from one manufacturer 





STEELGRIP WIREGRIP 


| 8 sizes, in convenient boxes or long 


lengths. 2-piece hinged rocker pins 
that add to flexibility and prevent 
wear. Correctly formed teeth pene- 
trate all types of belting easily and 
clinch smoothly giving smooth "hump- 
less" joint, compresses belt ends and 
prevents fraying. 


WIREGRIP Belt Hooks come with 
extra blue aligning cards (patented) 
that hold hooks rigidly in perfect 
alignment, prevent waste of hooks 
thru handling or short ends—ever 
hook can be used. WIREGRIP Hook 
can be applied with any standard 
make lacer. 6 sizes with rawhide 
pins accurately ground to size. 


The one complete line! 


Now from one, instead of many manufacturers, you can buy both large volume types of belt 
lacing and all the incidental supporting lines... STEELGRIP Flexible Steel Lacing, WIREGRIP 
Belt Hooks and Lacing Machines, SUREGRIP Round Belt Fasteners and FLEXGRIP Couplings, 


and a new portable Universal Belt Cutter... 


each made more saleable and more profitable 


with extra features, added strength or convenience. 


Buy all your belt lacing needs from one source and take an extra profit in savings from 


reduced inventories, handling and freight costs. 


FLEXcRIp] WIREGRIp| WIREGRIP | Graince 
re) / 


Universal 


BELT CUTTER 


\ 






LACER ¥ 






Write for Catalog. 





[ 


ARMSTRONG-BRAY & CO. 5356 nortswosi Highway, Chicago, U.S.A. 
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Do your part to 
help speed up 
DEFENSE 
PRODUCTION 
* *& * Sell this 


time-saving 


TAPPING and DRILLING 
EQUIPMENT 


* 
Ettco~ Emrich 
TAPPING ATTACHMENTS 


Fast, accurate tapping can be 
done on any drill press by clamp- 
ing one of these attachments to 
its spindle Extremely sensitive 
friction clutch and automatic re- 
verse assure top tapping speed 
with full tap protection. Sizes for 
#0 to |" taps. Thousands in 
use. Full details in Bulletin No. 2. 


* 

Etteo~ Emrich 
TAPPING 
MACHINE 


2400 tapped holes per hour 
readily maintained on this foot- 
onerated machine with the 
standard 2-spindle head And 
with available  Ettco - Emrick 
Multiple Heads, production can 
be increased to 12,000 holes per 
hour. Unskilled labor can do 
it because the design elimi- 
nates the human element from 
the actual tapping operation. 
Full details in Bulletin No. 4. 











ee 
* , 
Etteo ~ Emrich 
KEYLESS 
DRILL CHUCKS 


Elimination of key saves time 
and energy High quality as- 
sures years of trouble-free ser- 
vice. 5 sizes. Full details in 
Bulletin No. 6. 





WRITE FOR BULLETINS AND DETAILS 
OF THE ETTCO DEALER PROPOSITION. 


ETTCO TOOL CO. 


600 Johnson Ave., Brooklyn, N. Y. 


DRILL CHUCKS 
TAPPING CHUCKS 
TAPPING ATTACHMENTS 
TAPPING MACHINES 
MULTIPLE SPINDLE TAPPING 

AND DRILLING HEADS 


Unexcelled for Design, Materials 
and Workmanship 
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feed unit 


a built-in clutch which is part 
of the worm drive assures smooth posi- 
tive action at all points of spindle travel. 
In keeping with the accepted practice 
the unit is powered from the drill press 
spindle, four rates of feed speed are 
provided for each of the five spindle 
speeds and an easily read chart indi- 
cates the rate of feed in thousandths of 
an inch per revolution of spindle. This 
range will handle efficiently all drilling 
and reaming operations from 1-in. in 
cast iron down to ‘s-in. The machine is 


ce 


equipped with a #2 Morse Taper spin- 


dle nose and is available in single 
spindle or 4 spindle models.—W alker- 
Turner Co., Inc., Plainfield, N. J.— 


Mitt Suppuies, January 1942. 


Compressor 
Small, Compact Unit 





The “Model #50” compressor recently 
put into production is a small. compact 
unit incorporating the workmanship 
and material found in the larger size 
Schramm compressors. This new design 
has four cylinder “V™ type construction 
that does not require cooling unit or 
running water. Built in many different 
mountings. either “V" belt or direct 
motor drive. on air receiver base or 
over head tank, suitable for pressures 
up to 200-Ib. and can be operated at 
full speeds or reduced speeds, for mini- 
mum or maximum loads depending on 
requirements. Ideal for drillings, spray- 
ing. riveting. chiseling. chipping, stone 


carving. sandblasting. and numerous 
other operations where compressed air 
is needed. Being lightweight and com- 
pact, and with no vibration, supports or 
Schramm, 


Mi. Supplies 


foundations are not needed. 
Inc... West Chester. Pa. 


January 1942. 


Lubricating Systems 
For Industrial Machinery 


Many new features have been incorpo- 
rated in Lincoln Engineering Company’s 
latest. centralized lubricating 
The Lincoln “Centro-Matic” 
an easily installed system for lubricat- 


system. 
system, is 


JANUARY, 1942 





ing all bearings. It consists of a num- 
ber of injectors, one for each bearing 
to be lubricated, each connected to the 
bearing by tubing or flexible high-pres- 
sure hose as required, and each indi- 
vidually adjusted to discharge the re- 
quired amount of lubricant. The injec- 
tors can be mounted singly or in mani- 
fold and are supplied with lubricant 
from a central pumping unit. An out- 
standing feature of this system is the 
single lubricant supply line between the 
pumping unit and the injectors. The 
pumping unit illustrated is the new 
2-lb. “Centro-Matic” pump. It can be 
mounted right on the machine, and a 
few strokes of the handle delivers lubri- 
cant to all bearings. Other units with 
30-lb. capacity, as well as pumps that 
handle lubricants direct from 100-lb. 
and 400-lb. capacity original drums are 
also available, and the entire system 
can be either electrically operated with 
push button control, or entirely auto- 
matic with time clock control.—Lincoln 
Engineering Co., St. Louis, Mo.—MI.u 
Suppuies, January 1942. 


Paint 
No Odor 
os AUSTAOUANTS yy, ENE 
re +4, =as* 
os £ Mop 


WASHABLE 


st 


AW OIL WALL FINISH 





Designed for use in stores, plants, of- 
fice and apartment buildings and _ in- 
stitutions where odors from = conven- 
tional paints are offensive to customers, 
workers or patients, the “Valdura No- 


Odor” paint has been introduced. Not 











ATLAS CAR MOVERS and 


NRE AIEEE TI TN OE MSN 
NOW is the time to sell | ee 
eR A RTE 

ATLAS PERFECT SPURS 






The winter months 
with snow and ice on the 

rails often makes it difficult to 
move a freight car. Your customers 
will not experience any difficulty with 
ice and snow if they use an ATLAS — 
CAR MOVER with its tremendous 
power due to compound leverage. 
ATLAS PERFECT SPURS will grip the 
rail under any conditions. 
















“Keep 'em flying — keep 'em 
firing!”” Once again that fa- 
mous name “Revere” plays 
an important part in an 
America at war. This time 
it’s a modern, behind-the- 
lines role as Revere Copper 
and Brass Incorporated piles 
out the shell parts for Uncle 
Sam. The accurate rotating 
bands that guide the shells 
are among the important 
shell parts made by Revere. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Milwaukee, Wis. 
i formerly at Appleton, Wis. 














Why You Can SELL MORE 


CLEMENTS : 


CADILLAC i 








Photo by 
U. S. Army 


PORTABLE-ELECTRIC COMBINATION Signal Corps 
BLOWERS & SUCTION CLEANERS 


In Revere’s Rome, N.Y. tool 
room, the Atlas Shaper 
makes snap gauges, small 
tools, and commutator dies. 





With America at war, our vital problem is 
complete efficiency for top production. Use Atlas 
tools for small precision parts —keep larger ma- 
chines on the operations they can handle best. | 


ATLAS PRESS COMPANY 


1 N. PITCHER ST., KALAMAZOO, MICH. 


LATHES - DRILL PRESSES » ARBOR PRESSES - SHAPERS + MILLING MACHINES 









In leading industrial magazines 
Cadillac advertisements tell why the 
elimination of dirt and dust is vital to 
continuous, economical plant operation. 
Cadillac paves the way for your “sales- 
offense.” 


For industries’ "Dust-Defense” we 
offer 5 Cadillac models. Write 
today for details. 


CLEMENTS MFG. CO. 


6656 S. Narragansett Ave. Chicago, Ill. 
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Belt Hooks and Lacers 
Give You More Profit! 


Saletw 


MES U.S PAF OFF 










Let us explain, 
quote you and 
outline our sales 
co-operation. 





See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 
A HOOK ONLY 


6 SAFETY 


Portable Lacer 






The Best eo 
* Yh) ~ 
Belt-Lacing ss 
System : Hooks are easily 
with the sunk below the 
surface of belt 
Largest 
> } Full 6” Capacity 
rofit Stout These two features 
For You! wonieed appeal to 
Stronger mechanics. 


Sales are easy 




















250, 500 and 1,000 
lb. Capacities. 







Double drum 
Construction— 
Push Button 
Control — Elec- 
tric Solenoid 











TORPEDO ELECTRIC 
HOIST 


It's the sales leader of the light 
capacity hoist line — boasting 
construction features not found in 
other hoists of its size and price. 
Beginning at only $139.50 the 
Conco Torpedo Electric Hoist has 
real sales appeal, with maxi- 
mum resale discounts for dis- 
tributors, too. Three other important 
Conco units include: (1). Differential 
hoists — % through 2 tons — light 






Beahe — Beek, and low cost. (2). Spur Gear Chain 

Bolt or Trolley Hoists — % through 20 tons. (3). I-Beam 

Suspension. Trolleys — % through 10 tons. Get the 
facts on Conco’s products and Conco’s 
proposition NOW! 

Manufacturers of hand-powered and electric cranes, hoists and trolleys, for more than 20 years. isla, 


CONCO ENGINEERING WORKS == 


DIVISION SY. MENDOTA, ILLINOIS 
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| perfumed but actually deodorized be- 
fore being canned, it makes possible 
painting in winter or summer without 


discomfort. Windows may be kept 
closed while the paint is being ap- 
plied. The product sets in three hours, 
and is completely dry in 12 to 15 


| hours. It may be used on plaster, wall 


board, wood, cement, brick or metal, 
and is available in flat, eggshell and 
gloss finishes. Coverage is 700 sq.ft. to 
the gallon, with hiding power that 


| makes possible one-coat jobs in many 


applications. It may be applied with 
a spray gun when cut with one pint 


| of the proper thinner to one gallon of 
| paint. Flat and eggshell finishes may 
| be stippled. All finishes are washable, 


and colors are designed not to fade 
or dull with repeated washings. Colors 
available are white, cream, ivory, buff, 
grey, blue and green.—American-Mari- 
etta Co., Chicago, Ill—Mu.u Supp ies, 
January 1942. 


Condensate Return 
System 


Efficient Operation 


Thermo-Fin Pruming Loop 





The essential engineering features of 
the Cochrane-Becker high-pressure 
condensate return system are that its 
educator principle of operation insures 


| thorough condensate and air removal 


from process apparatus, making in- 
creased production possible by main- 
tenance of uniformly high temperatures. 
Then, after expulsion of the air from 
the closed circuit, the condensate is re- 
turned to the boiler at temperatures 
close to that of process pressure with- 
out flash loss and with remarkable fuel 
savings. The specially designed cen- 
trifugal pump draws water from the 
thermo-fin priming loop and discharges 
it as a high velocity jet through the 
jet pump nozzle. This jet, striking the 
returned hot condensate, induces con- 
densate flow through the mixing tube 


| into the thermo-fin priming loop. The 


additional volume of the returned con- 
densate introduced into the constantly 
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IN 1942 AS 
IN 1911 


SERVING THE 
DISTRIBUTOR 


e For 31 years 
Mill Supplies has 
been true to the 
principles on which 
it was founded. 
Wholehearted co- 
operation and loy- 
alty to the Distrib- 
utor has enabled us 
to put in these 


years of service. 


e We will continue 
this cooperation 
and look forward 
to another long 
period of service 
to the Distributor. 


MILL SUPPLIES 


330 W. 42nd St. New York, N. Y. 


A McGraw Hill Publication 






















% Thousands of pumping jobs in 
manufacturing and _ processing 
plants require positive displace- 
ment rotary pumps. There's a Roper 
Pump to handle any clean liquid. 


Bl 6: S ¢ Opportunities 


with RO 





IT'S THE 
“Hydraulically Balanced” FEATURE 





LARGE BRONZE BEARINGS 


two on each side. 


SPIRAL PUMPING GEARS 


perfectly machinea and run-in. 


CONSTANT LUBRICATION 
by liquid being pumped and self lubri- 
cating bearings. 


WEAR PLATES — protect face and 


back plates from wear. 


THRUST COLLAR—takes up shock and 
thrust. 


FOUR PIPE OPENINGS—permit eight 


different arrangements. 


MECHANICAL SEAL — keeps leakage 


to a minimum. 


SPLINED DRIVE SHAFT—keeps pump 
"“Hydraulically Balanced”. 


ALWAYS PRIMED — ready 


for action. 


protection from stress and 
strain. 


e9ooeo 08 6686 8 8 OG 





ER 


— that sold “papal 
pumps in the past . 


— that is so important 
to Industry NOW... 


—that will be valuable 
to you in sales to- 
morrow 


Roper Rotary Pumps right 
now in great numbers are 
doing a big and all impor- 
tant job for all industries. 
The “Hydraulically Bal- 
anced" feature is answer- 
ing industry's urgent needs 
for dependable, low - cost 
performance. 


Such service today will sell 
for you tomorrow. 


The Roper representative 
in your territory will give 
you full cooperation — his 
job is to help you. 


Check the ten points 
shown at the left — there 
again is your answer to the 
right pump for the Process 
and Manufacturing Indus- 
tries. 


For complete details write 
Geo. D. Roper Corpora- 
tion, Rockford, Illinois. 


Get the facts on ROPER 
"“Hydraulically Balanced” 
PUMPS. Catalog No. 
942 tells the complete 
story—Send for it today! 





ROPER Ketary DER Ketary PUMPS 
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Men Lift 240,000 Lbs.? 





Sure—without straining, if those four men are on the lever end of four Simplex 


Geared Jacks. 


This 120-ton drop forge anvil base was lowered into place with four Simplex 
Geared Jacks which were only guaranteed to lift 25-tons each—a 20-ton overload. 


That's where testing every Simplex Jack for overload comes in—they're tested 
beyond their rated capacity so you can be sure every Simplex Jack will lift 


the capacity indicated right on the casting. 


Simplex Geared Jacks are made in 25-ton capacity with toe lifts paired and 
in 25 and 35-ton capacities without toe lift. You're safer with a Simplex— 
Lever, Screw and Hydraulic Jacks. Help your customers get on a war-time 


footing—have plenty of Simplex Jacks on hand! 


Simplex Jacks 


A better Jack for every job - 





@ 


Templeton, Kenly & Co., 


Chicago, II. 


Better, Safer Jacks Since 1899 





many jobs for every Jack 
STORAGE 


DIENER *cxns 


.. . « ECONOMICAL 
PROTECTION 
FOR INDUSTRY 


Industry has always been concerned about the fire 
hazard but now the risk has been multiplied a 
thousand-fold because of the tremendous investment 
in plants and equipment made necessary by defense 
work. This is our Distributors opportunity and 
responsibility to get these “silent sentinels of safety” 
placed in essential service. Recommend them to 
aircraft plants, shipyards, armament industries, etc. 
The market is broad. Get details. 


“QUICK SERVICE" 
OILY WASTE CANS 


ies, 








CHICAGO 





for storing oily rags and 
waste Heavy galvanized 
iron with self-closing, tight- 
hinged, foot-operated cover 


—no springs Raised 

inches from floor Simple 
construction, easy opera- 
tron, positive action, effi 


cient, and economical. 6 to 
25 gal. cap. Approved by 
leading insurance compan 





STREAMLINE 
“Protection” 
SAFETY CANS 


for storing and proper 
handling of all volatile 
liquids Air-tight construc 
tion, automatic valve on 
spout prevents evaporatiton, 
leakage, or corrosion. When 
extreme heat causes exces- 
Sive pressure duc to expan 
sion, valve is opened re- 
lieving pressure. 1, 2, 3, 5, 
ind 10-gal. cap An addi- 
itonal safety factor is a 
flame arrestor. Approved by 
leading insurance compan 
ics. 


GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave. 


ILLINOIS 
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filled loop results in the discharge of an 
equal volume through the air separator 
to the boiler. The closed circuit from 
the boiler, through the process equip- 
ment, and back to the boiler results in 
quicker and more uniform heating 
hence increased production and im- 
proved quality. — Cochrane Corp., 
Philadelphia, Pa—Miut  Suprpties, 
January 1942. 


Barrel Carrier 


Safety Features 





Another model has been added to the 
manufacturer's line of drum and barrel 
carriers. This model, “Little Giant,” 


was designed and constructed for han- 
dling litherage drums which are used 
as containers of heavy materials. One 
man using only one hand with an 
“Ernst Magic Carrier” takes the place 
of several men formerly required to 
break-over, balance and move drums. 
In addition, all accidents common to 
handling loaded containers are pre- 
vented by the simple lifting device and 
self-balancing tri-wheel design built into 
these carriers. Copper silicon alloy 
metal wheels and locking device are 
available where precaution against ex- 
plosions is necessary. This “Little 
Giant” model with capacity up to 600 
lb. provides a wider range in this line 
of carriers with capacities up to 1500 
lb.—Ernst Magic Carrier Sales Co., Buf- 
falo, N. Y.—Mict Suppuirs, January 
1942. 


Level Indicator 
For 55 Gallon Drums 


The new “U-C Level Indicator” enables 
one to check at a glance the con- 
tents of various drums of oil, solvents 
or other liquids. The unit consists of 
a cork float mounted on wire rods, the 
l-vel of which is indicated on a gage 


eer 



























an | 
tor 
a WARTIME PRODUCTION | | 
2 } 
|ip- 
P CREATES BIG DEMAND | § 
ing and STEADY REPEAT SALES! | | 
im- 
p ——————— 
ES % Defense contract- | 
ors know that every 
second counts. They 
know that Type A 
(Silica), Lead and | 
Nuisance Dusts kill 
production They 
NEED this new Ces 
co No. 94 Respirator, 
approved by U. 8S 
Bureau of Mines to | 
keep in STEADY 
production Result 
< STEADY REPEAT 
. SALES f Mill ’ 
oe Deere ply men! se 
Cesco No. 94 
Respirator 
x 
Cesco Paint 
Spray Mask 
New comfort and 
mproved construc \ 
tion features help f 


you sell! Made in 
light muslin, rub 
berized cloth and 


' 





Picture above shows a Paasche Au- 





heavy khak tomatic Airpainting Unit for Coating 
Land Mines operating in plant of 
Protects head, shoulders, face and eyes. Big Mid-Western manufacturer. 


istacele window slides out, cleans instantly 


SALES POINTS fully outlined in descript 


ee ee ee (SX AIRPAINTING 
CHICAGO EYE SHIELD CO. ? (ager i": £ Q UIPMENT 



































the | 
| DEPENDABLE SPEEDS OFFENSE PRODUCTION 
t.” } ro . , , : 

’ Playing an important part in the production of essen- 
an- SINCE 1893 tial war materials is the painting that protects the 
sed urgently needed products for defense and offense. 
ne ALLEN Now as never before speed in painting is demanded 
an ... quality a vitally important factor. 

a SODERING PRODUCTS Developing faster methods for producing quality 

“ finishes and cutting costs is not new to Paasche. For 
= ee years Industry has looked to this long established 
cy company for engineering advancements and the 
a finest in Airpainting equipment. 
ine 
in Now Paasche’s rich experience and ability is ener- 
‘a getically engaged in serving the nation’s war indus- 
are tries. Paasche Airpainting Equipment is speeding 
oe the painting of the interiors and exteriors of Shells, 
tle . Bombs, Land Mines, and most all ordnance. It is 
00 pornsNG STICKS HM Tes used in painting Aircraft, Tanks, Ships, Guns and 
ine | — FOR SODERING _ Buildings. 

00 Every day the dependability of Paasche products is 
uf. ALL METALS being proven in the factories of America, and the 
ary a ee quality and advanced features that made Paasche 
famous continue to be a part of every job. 

® Allen Sodering Salts 

@ Allen Sodering Oil 

@ Allen Sodering Stick* ; 

®@ Allen Sodering Liquid - 
es @ Aluminum Sodering 
on- @ Stainless Steel Sodering . 
roel “Underwriters approved 1915 DIVERSEY PARKWAY, CHICAGO, ILL. 

of Manufacturers of Airbrushes—Aircleaners and Airregulators—Aircompressor Units 
the L. B. ALLEN co... INC. Airfinishing Booths ~— Automatic Aircoating Units — Hose Couplings — Stripers 
or 6731 Bryn Mawr Chicago Portable Airpainting Units — Turntables — Ventilating Units for vapors and dust. 
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SHIPPED 
IN ONE WEEK 
OR LESS! 


Keystone Canvas 


Stitched 


CONVEYOR 
BELTING 





7OUR pick-up orders for Key- 
Stitched 


veyor Belting can be shipped in 


stone Canvas Con- 


one week or less. Efficient, eco- 
nomical operation and low first 
cost make this belting the answer 
the needs a 
belt fast. 


Keystone Canvas Stitched Belting 


for customer who 


conveyor or elevator 
is made by the makers of Veelos 
—the link V-belt quickly adjust- 
able to any length—and of thie 
new, sure-grip Octopus Flat Trans- 
Belting. 


mission Write or wire 


for prices and information. 


— A Type for Every Purpose ‘ 


For Hot Conveying and General Use 
—BLACK Keystone Canvas Stitched 
For Normal Temperature Conveying 
—RED Keystone Canvas Stitched 


For Special, Sanitary Conveying 
—WHITE WAX Keystone Canvas 
Stitched 


For Dry, Light Duty—UNTREATED 
Keystone Canvas Stitched 


MANHEIM MFG. & BELTING CO. 
MANHEIM, PENNA. 
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installed on the external fitting, said 
fitting fashioned to receive the user’s 
faucet or spigot. The indicator fits all 
standard 55-gallon steel drums. It is 
easily attached and when the drum is 
empty the entire assembly can be re- 
moved and attached to a full drum.— 
| U-C Level Indicator Sales, Milwaukee, 
Wis —Mii 1942. 


Suppites, January 







SalesHelps 





from the 
anufactu Us 
L 


ELECTRIC TOOLS—“Tools For De- 





identified as 
catalog No. 43, illustrates and describes 
the use of Skilsaw tools in defense, for 


fense of America”, also 


both construction and production. Fea- 
tured in this colorful 46-page bulletin 
are several new tools, and in order to 
simplify the line and speed production, 
many old models have been dropped. 
In this catalog the distributor is given 
special attention and the advisability 
of purchasing through the supply and 
equipment dealer is especially stressed. 
Skilsaw Inc., Chicago, Ill. 


WIRE ROPE — Just wire 
rope catalog-handbook G-14, which con- 
tains many additions helpful to wire 
lists than 
1000 ropes, It is sectionalized for quick 
reference with a tabbed index and table 
of contents for each section. This new 


issued is 


rope consumers and more 


edition has been increased 
pages to 170 


Kenosha. K is. 


pages.—Macwhyte Co., 


BRONZE BEARINGS — Catalog L-3 
covers the complete line of “Ledalovl” 
self-lubricating bearings. This 36-page 
book has been released specifically as a 
guide to designing engineers. Drawings, 
tables and price lists add interest, and 
a convenient index adds 
greatly to its usefulness. — Johnson 
Vew Castle, Pa. 


of sections, 


Bronze ( 0., 


REFRACTORIES—A complete list of 
all the refractory products available to- 
day for modern industry's varied re- 
quirements is to be found in the new 
72-page booklet, *( ‘omplete Refractories 
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from 112 | 


e@ Your Source of 
Supply for 

EVR Dependable 

[Ti ANCHORING 

DEVICES 


a 





Supply houses everywhere have 

: : found it pays to stock and fea- 
Chicago An- ture CHICAGO'S complete ‘ine 
choring of expansion bolts, expansion 


Units—plain 
or threaded 


cy 


nuts, toggle bolts and other de- 
pendable anchoring devices. Chi- 
cago’s wide variety of types, di- 
ameters and lengths meet your 
customers’ requirements in every 
field and make money for you. 
And—we can make prompt de- 
livery on most items. 


The Chicago line includes ex- 
pansion bolts (cadmium plated 
or hot dipped galvanized), ex- 
pansion nuts for standard ma- 
chine screws and bo!ts, Chicago- 


Wrigley tumble toggle bolts, 
Chicago Soring-Wing toggle 
bolts, anchoring units for ma- 


chine bolts, expansion conduit 
Chicago Ex- and pipe hooks, expansion bridle 


pansion Nut 


‘ hi rings, malleable lag screw and 
yg machine bolt shields, lead wood 
screw an- , : 

chor) screw shields, star drills. 


Write for catalog and attractive 
discounts today 


CHICAGO 


EXPANSION BOLT CO. 


2236 West Ogden Avenue, 
Chicago, Illinois 


Chicago 
Spring-Wing 
Toggle Bolt 


Built to STAY 
y Vaal deh a= 


@ For more than 75 years industry has 
relied upon the accuracy and stamina 
of Marsh Gauges. An example of their 
many refinements is the Marsh “Recali- 
brator” —a totally different, thoroughly 
sound way to correct any gauge that 


has been knocked out of adjustment. 

You will find the same kind of 
appealing sales features throughout the 
well known, well advertised Marsh line 
— Gauges, Dial Thermometers, and 
Heating Specialties. 


JAS. P. MARSH CORPORATION 
2079 Southport Ave., Chicago, Ill. 
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THE POWER KING 
CAR MOVER 


THE ADVANCE 
SAFETY CAR WRENCH 


There's sales 
opportunities 
now for... 





Dra ott 


"desing 












_BADGER CAR MOVERS- 


These are good and profitable times 
for distributors who sell BADGER Car 
Movers. Industry wants speed, power, 
easy handling, and durability in car 
movers. They want the right type for 
a job whether it's heavy, light, or 
medium. BADGER Car Movers have 
all these advantages plus low first 
cost, safety in use, and no mainte- 
nance. 

A long record of performance is back 
of the BADGER line—customer satis- 
faction is assured by its established 
high. quality—our guarantee and serv- 
ice to your customers make good, 
substantial income for you. Write 
for details 


The Advance Car Mover Co., Inc. 


Appleton, Wisconsin 
CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 








50 YEARS OF 


SGGLIty.... 
SERVICE.... 
DEPENDABILITY 


Fehtoni 


GRIP FASTENERS 


National Defense and the general industrial “speed-up” 
are demanding rapidly increasing quantities of 


JUSTRITE 
Approved 
SAFETY CANS 


and other Justrite Safety Products 


rolling in. Justrite distributors are on the job. 

Justrite Approved Safety Cans — provide the safe 
and sensible way to handle and store explosive or 
‘flammable liquids. Approved, inspected, and indivi 
dually numbered and labeled by Underwriters’ Labora- 
tories, Inc. 

¥% Large nozzle with special lip —- easy to fill and 
pour without spilling. No funnel needed. 

% Strongly constructed -- Body: heavy lead coated 
sheet steel double seamed and soldered. Nozzles 
and handles malleable iron electrically tinned. 

% Finish — high gloss red enamel baked on. 


svailable in 7 sizes from 1 pint to 5 gallons. We can 
make prompt shipment. 

If you do not have latest information and catalog 
sheets, write at once. JUSTRITE MANUFACTURING 
COMPANY, 2061 N. Scuthport Ave., Chicago, Illinois. 


JUSTRITE 


MANUFACTURING CO-CHICAGO 


| 
Orders for these nationally known Safety Products are 






Simply pull the 


... WHEN YOU SUPPLY 
Packaged SHIM STOCK 


@ Extend real service and accommoda- 
tion to your trade. .. . Supply this new ECONOMY 
CARTON. In one handy container — an assortment 








ARE YOU GETTING 
Your Share 


TWIN-BULB 
ELECTRIC LANTERNS 


Most dependable 
lantern for industrial 
use twin-bulb re- 
duces danger of 
lamp failure. Ap- 
proved by Under- 
writers’ Lab. 





OILY WASTE CANS 


Approved, Under- 
writers’ Lab. Heavy 
galvanized body 
rigid iron frame 
with or without foot 
lever 5 sizes, 6 
to 25 gal. 


SAFETY FILLING CANS 


Justrite Safety Cans equipped 
with flexible metal spout hose 
turns for safe and easy pouring 
of ‘flammable liquids. Approved 
Underwriters’ Lab. 









of most-needed sizes of 
thin precision shim stock. 
Saves time and trouble 

prevents waste, wrinkling 
and damage to the paper- 
thin stock. Brass or steel! 





Tecktonius “Double Bolt'' Flat Band Fastener 
(1” to 10” inclusive) 





SIDE PULL Round Iron Type 
3 


4” to 1'2” inclusive 


We are at your service with more than 
50 years’ experience in banding problems 
to help you serve your customers. Send 
for price list and discount schedule. 


E. C. TECKTONIUS MFG. CO. 


Dept. T, Racine, Wisconsin 














UMI 





thin shim stock 
through the slot 


ond cut i off! 


LAMINUM SHIM STOCK 

The “solid” brass shim stock that P-E-E-L-S 

for precision adjustment. Laminations .002 

or .003-inch thick; overall thicknesses from 

| (006 to .125-inch. In sheets either all- 
laminated or partly solid. 


ARBOR SPACERS 


| Conveniently packaged 10 to an envelope 

(waterproof), in thicknesses .001 to .02 
inch. Or assorted thicknesses in envelopes 
of 20. 


LAMINATED SHIM COMPANY, INC. 


58 Union Street 


You Do Customers a Service —with No Effort 
Packaged shim stock means convenience plus econ- 
omy to your customer. Our complete line covers all 
requirements — and gives you bigger units of sale 
. .. with less handling. SELL PACKAGES INSTEAD OF 
INCHES! Write for catalog on our special storage and 
dispensing devices—which automatically bring you 
shim stock “fill-in” orders. And a real dealer plan. 


THIN SHIM STOCK 
IN HANDY CARTON 





Brass or steel. . . strictly pre- 
cision quality shim stock. 
Thicknesses from .001 to .015 
inch. Each 6 x 100 inch roll in 
handy slotted carton 


GLENBROOK, CONN. 7) 
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ay Life-Long 


i SERVICE 


r 
Le 


“HAINS 


By “proof-test’—by many years 
most crucial service—T-M Chains 
stand at top with DEPENDABIL- 
ITY PLUS. 










In these days of speed-up, indus- 
try takes no chances with chains. 
UTMOST QUALITY, — Reputation 
standardized by years of service 
—is insisted on. 


N= 

















T-M Alloy Steel Chains science’s 
highest achievement in strength 
and toughness. Flash Alloy and 
Electric Welding give ductility, 
fine-grain, and give the utmost 
resistance to work-hardening and 
temper brittleness. 


Types and sizes of chains {fér 


every load and use — inside, 
outside — big mill sling-loads — 
draglines — conveyors — ma- 
chine chains — towing. 


Ly 


f 


PROMPT- 
today for 


All chain accessories. 
EST SERVICE. Send 
Latest T-M literature. 
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Service.” This book is in very con- 
densed form because the details on the 
various refractories mentioned are cov- 
ered in more ample shape in general 
literature published by the manufac- 
turer. Approximately half the book is 
devoted to useful tables on actual use 
of various types of brick, and other 
tables essential to refractory users.— 
General Refractories Co., Philadelphia, 
Pa. 


TOOL GRINDING EQUIPMENT — 
Now offered is a bulletin describing the 
manufacturer's new universal tool and 
cutter grinder. The grinder is a com- 
bination of fixtures which enable users 
to grind and sharpen all types of metal 
working tools, as well as do contour and 
surface grinding.— Roan Mfg. Co., 
Racine, Wis. 


ARC WELDING — Available now is a 
vest pocket checking pad for cutting 
costs, speeding work, improving quality, 
and increasing profits by are welding. In 
its 40 pages it pictorially and editorially 
questions the reader about 23 typical 
arc welding applications for possible 
use and benefit by manufacturers.—Ho- 
bart Brothers Co., Troy, Ohio. 


PORTABLE ELECTRIC TOOLS— 
\ handsome 64-page catalog, No. 37. 
just off the press describes and illus- 
trates with application shots a complete 
line of portable electric tools. Each tool 
shown—drills, screwdrivers, nut setters, 
tappers, grinders, sanders, etc. — is 
cross-sectioned to illustrate construction 
features with handy specification tables 
adjacent. Independent Pneumatic Tool 
Co., Chicago, Ill. 


HOISTS —New catalog, G-5, covering a 
complete line of hoisting equipment 
from ratchet lever to I-beam trolleys. 
Several pages are devoted to interesting, 
informative application pictures. Tables 
and specification data are also arranged 
in handy quick to read form.—-Coffing 


Hoist Co., Danville, Il. 


WRENCH HAND BOOK .-- A new 
18-page, pocket size handy guide which 
describes socket, box type, specialty and 
torque indicating wrenches. It is a pic- 
torial aid beth to the buying and use 
Blackhawk Mfg. Co., 


Wisconsin. 


of wrenches 


Vilwaukee, 


PAINT FINISHES—Many manufac- 
turers have been hampered in figuring 
on Government contracts involving 
«pecification finishes, which are usually 
identified only by code numbers, be- 
cause of lacking material costs, thinning 
and drying data, and other essential in- 
formation. In answer to this need an- 
nouncement has been made of the pub- 
lication of a convenient file folder 
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if you would keep your hose lines free 
From blowoffs, leaks and pressure losses, 
\Just take a coupling: tip from me — 
Connect with one of these three BOSS¢s! 








‘ 


"GJ-BOSS" 


GROUND JOINT, STYLE X-34 
FEMALE HOSE COUPLING 


Meets today’s need for top performance on steam, 
air and liquid hose, Strong and dependable. Ground 
joint construction eliminates delays due to washet 
replacements, and provides a soft-to-hard metal seal 
that remains leakproof, regardless of wear. Sizes 

’ to 4”, incl., with 4-boit “BOSS"™ Offset Inter- 
locking Clamp on 1” and larger; 2-bolt “BOSS” 
Interlocking Clamp on 7%” and smaller, 


plated——rustproof 
WASHER TYPE 


“BOSS” STYLE W-16 


FEMALE HOSE COUPLING 


The standard by which others are judged. Designed 
to hold tight and to protect hose ends, Built to 
withstand severest service, Cadmium plated—rust 
proof, Sizes: 4” to 4”, incl, with same clamps as 


Boss" 


“BOSS” MALE COUPLING 


Companion to “G J-BOSS” and 

seribed More 
tian regular iron pipe 
i. B. me 


BOSS" Couplings 
and economical 
each size fits same 


above convenient 
nipple 


ye siz%e 


Sold Only in Strict Accordance 
With Our Established Distributor Policy 


MAIN OFFICE AND FACTORY—PHILADELPHIA, PA. 
Branches: 
Birmingham «+ Los Angeles « 


Chicago e¢ Houston 













DIXON 


VALVE & COUPLING CO. 





Zuvev 

















: 
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| 
Ottemil- MESSAGE FOR 
ler’s dis- 
tributor 


service makes the Otte- 1942 
miller line attractive and 

profitable toshandle. As a 

reliable source of supply for 


screw machine products, 


> 
ea 
vod 


Ottemiller has already won No matter what the metal cutting 
the recognition of leading distributors job is, there is a SPARTAN BLADE 
nae pares of he enmuery. for it and it will satisfy. The quality, 
service and sales co-operation behind 


SPARTANS make them a better line 
to sell than to sell against. 


The 100% dealer cooperative service 
offered by Ottemiller is worth while 
investigating because it results in 
building a profitable, steady, repeat 
order business. Ask us for details of 
the Ottemiller line and the sales prop- 


‘ osition ‘which pays you Spartans will always be tough to beat! 





for your efforts. 









ae SPARTAN SAW WORKS, INC. 
THE WM.H. Springfield Massachusetts 


anal HACK and BAND SAWS 

















am, 
und 
het 
seal 
izes 
ter 

ss" 


“FOR DISTRIBUTORS AND 
THEIR SALESMEN” 


BitL| 


The keynote of our editorial policy, the 
above has been our byword since our 
COMPLETE beginning. Now in our 3lst year, we 


(6"" to 12°") 
Bench and 
Pedestal 
ngs Types 


hope to continue serving the distributor 


as faithfully as we have in the past. 











icy 
BALDOR Grinder N 121 12 x 2" 
wheels: 2 H.P. ball-bearing motor; 1725 
eso] #$MILL SUPPLIES 
7 Complete as shown, in- $203.60 
O WRITE FOR BULLETIN 89 
nig BALDOR ELECTRIC CO. A McGRAW-HILL PUBLICATION 
PA. ectrica anufacturers for 20 Years) 
, aus Gasex ag ST. LOUIS, MO 
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entitled “Facts on U. S. Government 
Finishes.” This folder contains data 
sheets on the widely used Army and 
Navy specification finishes and tells how 
and where they are applied.—Roxalin 
Flexible Lacquer Co., Elizabeth, N. J. 


DIE SPRINGS--A new die spring 
bulletin has just been released. The 
large-size four-color bulletin illustrates, 
describes and prices die springs for high 
speed presses, regular speed presses VICTOR iS 
and heavy duty presses. Printed on DELIVERING THE BLADES 
heavy card stock for convenient filing. 
all die spring information is presented In addition to the ab- 
in a condensed tabular style easy to sorption of our full share 
understand. Vuehlhausen Spring 

sities of Defense orders, we 


Corp., Logansport, Ind. eer 

are maintaining adequate 
STEAM TRAPS —The revised 16-page stocks of Victor Hack 
bulletin T-1736 has just come off the Saw Blades in the hands 
press. This booklet covers the “Yarway” of our distributors. Keep 
. impulse steam trap, gives complete in- going with VICTORS. 

GHT SAFETY formation regarding construction fea- 

Li é tures, operating principle, installation 
and operating suggestions, capacities, 
you can always depend OM | prices. weights and dimensions. Typi- 


cal installation pictures make this bulle- 


tin a useful addition to a catalog file. 
Yarnall-Waring Co., Philadelphia, Pa. 
WATERPROOFING— A bulletin has 


been issued by the Primoid Products 
LANTERNS Corp., deseribing its various rubber- 
base compounds, which are designed to 
DIETZ LANTERNS are not depend- | =!p leaks or seepage through brick. 
ent on outside power, they gener- | ‘oncrete. stucco or other types of 
ate their own. Use kerosene—ob- | masenry. When applied to metal, these 
tainable everywhere. products will prevent corrosion or rust- 

ing, since they are resistant to oils, 
DIETZ LANTERNS will not blow alcohol. gasoline, brine, acids and other 
out. They burn brightly without chemicals.—Primoid Products Corp., 
any diminishment of light for many | Vew York. V. Y. 
hours—until the last drop of kero- 


sene is used up. MOTORS —Recently published is a 
DIETZ LANTERNS are always on | *!-page bulletin (MU-183) on single- 
the alert—ready to serve faithfully phase, direci-current, and small poly- 
and economically under all condi- | P!as¢ motors. The booklet contains de- 
tions, indoors and out—the moment tailed descriptions of the construction FREE BOOKLET 
needed. A stock on hand means ot repulsion-start-induction motors, re- - od 
precious LIGHT and SAFETY to pulsion-induction motors, capacitor- METAL CUTTING 
lives and property whenever dark- | *!'t motors. split-phase motors, direet- 20 fact-packed 
ness strikes. current motors, small polyphase motors, : pages on use, se- 
fan motors. and explosion-proof motors. —— lection and care of 
Wagner Electric Corp., St. Louis, Mo. hack saw blades 
j ew A ——S 
erally illustrated. 

ALSO DIETZ ROAD TORCHES LUBRICATION—Copy number 2-41 Write for it. 
of “Lubriplate Film,” entitled “Now 
Who'll Lubricate It?” treats on a sub- 
ject of interest to every manufacturer , 
of machinery—how can he be assured VICTOR HACK 
SAW BLADES, for- 
merly packed in 
modern metal 
of those machines, This bulletin gives boxes now come 
a direct method of overcoming the packed in the new 


trouble and should be of particular in- a Detenm 
oes DIETZ COMPANY al wr _ box. 
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that proper lubrication of his machines 
in the field will be done by the users 


at this time when everyone is 


and NEW YORK i, anxious to conserve power and speed 


Output Distributed Through the up production.—Fiske Brothers Refin- ; VICTOR SAW WORKS, INC. 
Jobbing Trade Exclusively ing Co., Newark, N. J. MIDDLETOWN, WN. Y 
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